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To answer your Question: 


“What does this News Mean toMe? 


—a Statement by Benjamin Electric concerning the 


advantages to you of its acquisition of all these lighting units, 


hereafter to be known as the BENJAMIN 
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The Leader Line in combination 
with the Benjamin Line makes 
Benjamin-Leader the largest, 
most complete industrial and com- 
mercial lighting line in the world. 

Ina word...this means that you now 
have more reason than ever to look 
to the “Leader Line’ for leadership 
in commercial lighting style and 
dependability. 

The truly remarkable growth of the 
“Leader Line,” in the short space of 
ten years, to one of America’s biggest 
selling lines of commercial lighting 
equipment, is proof of its outstanding 
leadership in styling... pricing... 
and pertormance. 

Now, to this deserved popularity are 
added the many qualities of Benjamin 
engineering and manufacturing, which 


have won for Benjamin a reputation 
for highest quality, the world over. 
The know-how of more than fifty years 
of leadership in quality manufacture 
...the production efficiencies, preci- 
sion and economies made possible by 
the nation’s most complete and exten- 
sive lighting equipment manufacturing 
facilities... the Benjamin distribution 
and sales policies .. . all these will fur- 
ther strengthen the “Leader Line” and 
give you more reason than ever to re- 
gard it as your leading line of com- 
mercial lighting equipment for schools 

. ofhces ... stores and utilities. 

The Benjamin “Leader Line” is 
sold exclusively through Electrical 
Distributors. These distributors, to- 
gether with architects, electrical con- 
tractors, builders and owners, will 
continue to be served by both the 


Leader and Benjamin staffs of lighting 
representatives and lighting specialists. 

In closing this statement, here is our 
pledge to you :— 

It shall be our ever-continuing ob- 
jective to deserve your confidence in 
our products, by striving with our 
every resource not only to maintain, 
but to improve the position of leader- 
ship of the ‘Leader Line’’—and thus 
to increase even further, the value of 
the “‘Leader Line” to you. 


ot) Lok 


Hoyt P. Steele, Vice-President 
BENJAMIN ELECTRIC MFG. CO. 
address all inquiries to 

General Offices: Dept. GG, Des Plaines, Iil. 
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as easy as putting a 
. Dlade in your safety razor! 


W...... you have an electric current 

“blow”, you restore your “ECONOMY DE-LAY” 
Renewable Fuse to its original efficiency by 
inserting an “ECONOMY DE-LAY” Renewal Link, 
in the same cartridge. 


This replacement is quick, easy and econ- 
omical. Takes only a few minutes. Costs 
only a few cents. In addition you have 
time-tested fuse protection, the result of 
“know how” that goes back to 1911. 


~ &/ 
(>> 
by 


Your Electrical Wholesaler has “ECONOMY 
DE-LAY" Renewable Fuses and Renewal 
Links in stock. 


Ask for the ECONOMY Catalog and Price List. 


ELECTRICAL WHOLESALERS—Make sure you 
have adequate stocks of "ECONOMY DE-LAY” Renew- 
able Fuses and Renewal Links in all standard sizes. 


..» for fuse economy 

—use ECONOMY 

RENEWABLE 

CARTRIDGE FUSES! © Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 GREENVIEW AVE., CHICAGO 14, ILLINOIS 


5495 EW PAL CITIES 
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NO MORE THREADING 
OF CONDUCTORS --- 


“Ty L_Liis 


FASTER GANG 







KNOCKOUTS 
MATCH THOSE 
ON RELATED 
SQUARE D 
EQUIPMENT. 
NO CONDUIT 
BENDING 
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d 5 feet. There is a complete line of 
e “lay-in” design feature. 





of 1, 2, 42 
fittings, all with th 





vides hinged 




















Square D's exclusive design pro 
1 covers for both the duct sections and connectors: 
Easily removable fitting covers then provide 4 e° 
completely unobstructed wireway in which to Write sor the complete story of LAY-IN puctT— 
lay wires. how it gives you a better wireway system, €¢ sier, 
ble in 21"' x 21,"', faster and at less cost. Address Square D Com- 
60 Rivard Street, Detroit 11, Michigan. 





LAY-IN pucT is availa 
dlengths pany 60 


4"x4", and 6" x 6" sizes, 





in standart 



































HIP - 1953 






















































































































































eect 
i Sk is a 





DESIGN LEADERS 








1903 > 50 YEARS OF 











ae ae 





































































































































































































ececTRICAL WHOLESALING 


ARTHUR W. HOOPER, ! 


GEORGE GANZENMULLER, 
R. COLLURA, 
THOMAS F. PRESTON, 4 
GEORGE D. FARLEY, A 
THOMAS M. CASSIDY, New 
HOWARD J. EMERSON, / 
HARRY PHILLIPS, Art 

G. B. BRYANT, Jr., | 

M. A. REICHEK, VW 

D. M. KEEZER, Direct 

J. F. McPARTLAND, Jr., T 

E. D. WHITE, S 


W. W. GAREY, Publisher 


District Managers 

A. B. CONKLIN, New York 
S. A. JONES, New York 
CHARLES F. MINOR, Jr., © 
R. R. REAM, Chicago 
CHARLES B. SHAW, | 
LAWRENCE S. KELLY, Jr., f 
JOHN W. OTTERSON, 

J. H. ALLEN, Los Angele 
ROBERT H. SIDUR, At 
JAMES CASH, Da 


ELECTRICAL WHOLE! 


(with Wholesaier's 


MAY, 1953 


May, 1953—ELECTRICAL WHOLESALING 


SALING 


alesman) 


Vol. 34, No. 5 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


MAY 1953 


Distribution Is a Two-Sided Job _R. W. Noel, J. F. McPartland 
It makes partnership between manufacturer and wholesaler a ‘must.’ 


Understanding the Contractor's Business . . Frederick P. Coffey 
Such knowledge can pave the way to better selling of a basic market 


Huge Market, Many Problems, Big Responsibilities 


That's the room air conditioner business as it faces the wholesaler today. 


“| Want One Just Like This” E. Dalton White 
A request that is readily answered at Mississippi Valley Electric Co 


They‘re Publishing a Paper 
WHAT IT LOOKS LIKE 
HOW THEY PUT IT TOGETHER 
The story behind "Flashes," 


George D. Farley 


Griffith Electric's eight-page silent salesman 


Angles on Selling Motor Replacements 
What to ask, what to look for—a pattern for motor replacement esting. 


Component Parts Are Big Business George Ganzenmuller 


Cuny & Guerber's sales of them now add up to a real piece of total volume 


How Salesmen Spend Their Selling Time .... . TT 


Here are the findings of a nationwide survey on that subject 


It Selis Between a Salesman’s Calls :, 89 
Tristate's want order form plugs the gap until the salesman's next call 


NAED Convention Program .... 91 
Schedule of events for NAED's 45th annual convention in Cheses. May 24. 29. 


T. F. Preston 101 
102 
103 
108 
115 
116 


How To Make a Lighting Sales Presentation 
THE MARKET IS YOURS FOR THE ASKING 
THE VERBAL PRESENTATION 
THE WRITTEN PRESENTATION 
CONCLUSION OF SALE 
POST-INSTALLATION PROGRAM 
A |6-page special section that spells out a lighting sales plan—from A to Z 


After the Defense Boom Is Over 152 


Some answers to a burning question—''What will happen to Pa ae 


Seen at the EMRA Show 


The camera's-eye view of the recent industrial sloctetesl due in Beltimere 


154 


Reaching the Industrial Market James H. Jewell 156 


Excerpts from Mr. Jewell’s address at the EE! Sales Conference. 


Memos for Housewares 
A close-up of NAED's new date reminder booklet for electric housewares 


DEPARTMENTS 


New Products fue 7 Times and Trends 


Washington Straws ............ 33 News of the Industry 


Business Index 63 and 64 Calendar of Events 


and ABP App 


Member ABC 









































Nationwide 
Distribution 
rough Electrical 
Wholesalers 


@ 


ELECTRICAL WHOLESALING—May, 1953 





A modern 


CONDULET “and rigid conduit 


installation gives you enduring protection 


PLUS 
ow the flexibility to meet tomorrow’s needs 


Type RSM Junction Condulets 


RS Series take 4 detachable The most important consideration in an electrical installation is continu- 
hub plates with up to 3 hubs 


for conduit from 4" to 314" ous plant operation through the years. Crouse-Hinds sturdy cast Feraloy 
CONDULETS and rigid conduit provide the best possible mechanical pro- 


we) tection against accidental damage to electrical wiring and equipment.... 
prevent costly shutdowns. 








Type LF B Obround Condulet 


Next in importance is flexibility to meet the needs of today’s fast moving 


Qe industry. A modern CONDULET installation provides for growth and 
changing conditions. CONDULETS with detachable hub plates make it 
Type LBB Obround Condulet easy to change circuits or add new ones at any time. 


In addition to protection and flexibility, a CONDULET installation gives 
— you these definite advantages: 


Type LL Obround Condulet ® ECONOMY. The installed cost of Crouse-Hinds CONDULETS and rigid conduit 
compares favorably with other wiring methods. The added advantages make it 


ea ol the really economical method that pays dividends over the years. 
a 


@ SAFETY. Ground continuity is of vital importance. CONDULETS with taper 
threaded hubs and rigid conduit with tapered threads make a secure joint that 


provides a reliable and permanent low resistance path to ground. This safety 
a feature assures maximum protection against personal injury and fire. 
® CORROSION RESISTING. cast Feraloy CONDULETS give the best pro- 


tection wherever moisture, dust, or corrosive atmospheres are present 


2 UNIVERSAL APPLICATION. You can install galvanized CONDULETS 


and galvanized rigid conduit under all atmospheric conditions and in all occu- 
pancies. 


Type C Obround Condulet 


Type U Obround Condulet 


Type T Obround Condulet 6 QUALITY. The trademark CONDULET stands for the highest quality, reliability, 
and long life. 


bi @VARIETY.. More than 15,000 items are listed in the CONDULET Catalog, including 
. a complete explosion-proof and dust-tight line for use in hazardous locations 


Pie ae tly vate saree On YOUR next electrical layout, plan to get all the benefits of sturdy cast 


larger openings are needed Feraloy CONDULETS and rigid conduit. . . the universal wiring method. 
for pulling large conductors 4 ‘ 4 “ 
: (A0«44 ae | adi apfen or, Zf Lrada 
Tuegugsnta , lo ra oF 4 uf tid, oe ee Be oF 


CROUSE-HINDS COMPANY P 
Syracuse 1, N.Y. CONDULETS 


OFFICES: Albuquerque — Birmingham -— Boston — Buffalo Chicago Cincinnati— Cleveland 
Type ARE Arktite On'inancepslio—ow Yorks Puilodsipaie: PeaianhePevined, Oreten Trencoms are made only by 
Plug Receptacle ae See ee eee cP 
Crouse-Hinds Company of Canada, Lid, Toronto, Ont OUSE-HIMDS 
CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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ONE QUALITY- 
OWE PRICE 
ONE POLICY- 


e GEDNEY maintains just ome schedule of prices. There are 


no exceptions. 


Gedney Fittings are recognized as top quality products. 
They are the most economical fittings obtainable. Gedney 
Conduit Bodies, made of malleable iron, eliminate all waste 
due to breakage. Machined with precision accuracy, they slash 
installation costs. Hot dip galvanized, they assure maximum 


service life. 


GEDNEY FITTINGS FIT 
AND SAVE MONEY ON EVERY INSTALLATION 











. a BLDG. - RADIO CITY + NEW YORK 20 
oundry, Factory and Shipping Point: Terryville, Conn. 
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Beginning with this issue, ELECTRICAL WHOLESALING 
has shifted its New Products Department to a new post- 
tion in the publication. A turn of the contents page from 
now on will take you right to the beginning of the NP 
section. We have several reasons for doing this. Our 
readers indicate that they depend on this particular de 
partment for a portion of business information vital to 


their operation. A second reason ts acknowledgment of 


NEW PRODUCTS 





ereater and greater outpouring j 
the electrical manufacturing industry. In connection 
this ire nd, we inte na lo feature n the first NP page caci 
month several new products that appear to us to be the 
most stentficant devel pments announced since the last 
issue. A third reason is our continuing desire to improve 


this publication for its readers—in this case giving a") 


‘pot’ to a much-read section 





FLOODLIGHT 


Crouse-Hinds Company, Syracuse 1, |! 





An explosion-proof 500 watt floodlight’s introduction 
marks the first time that a heavy-duty floodlight of 
over 200 watts capacity has been developed for use in 
hazardous locations. It has a heavy, tempered and 
impact-resisting lens, as well as a separate explosion 
proof wiring compartment in its base that is isolated 
from the lamp compartment by an explosion-proof 
seal. These features have been tested at the company’s 
electrical testing center to meet or surpass Under 
writers’ Laboratories’ requirements. Other features in 
cluded are a high efficiency alzak aluminum reflector 
with access for relamping and focusing from the rear 
ind degree marked aiming quadrants 


CONNECTORS 
Appleton Electric Company, 1734 Wellington 
Ave., Chicago 13, Ill. 





Liquid-tight connectors are approved by Underwriters 
1 i 
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Laboratories for protection of electrical conductors 
on machinery where liquid-tight flexible conduit is 
used. They are recommended for use where a liquid 
tight flexible raceway is required. The design provides 
for an all-metal flaring ferrule which is joined with 
the flexible conduit under the compressing action of 
the tightening nut. The manufacturer says these con 
nectors assure a positive means of excluding oil, water 
acid fumes, chemicals, grease and dirt from the wiring 
system and provide a positive ground between flex 
ible conduit and connectors. The electrical resistance 
between the connectors and the liquid-tight flexibl 
conduit is said to be extremely low. Tests show voltage 
drop to be less than 10 millivolts. Available in straight 
15 and 90 degree connectors—conduit sizes ‘4s, ! 


,. lL and 1!4 inches 





CORRIDOR FIXTURES en 


The Edwin F. Guth Company, 2615 Washington 
Blvd., St. Louis 3, Mo. 


Corridor fixtures are designed to take care of asym 
metrical lighting requirements in the wide halls and 
corridors of modern schools and offices. Sidewise 
illumination is broad, whereas lengthwise, the bright 


{¢ ure plastic 


ness is shielded by means of 45 by 4 
louvers. In a 10 foot wide hall. from to 20 foot 
candles are said to be uniformly distributed. The 
fixtures are available in 4, 8 and 16 foot lengths 
wired rapid-start, conventional or slimline; in 1 or 

rows of lights The louvers are set on V-design wit! 
hanging hooks attached to the fixture channel. They 
unhinge for relamping and unhook for liquid deter 
gent dip and cleaning. All metal portions are finished 


OO degree white 
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ACCURATE FRICTION 
APE —High grade 
rubber carefully com- 
pounded with finest 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ord and A.S.T.M. 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
qualities. Available in 
Standard and A.S.T.M, 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 
of thin caliper, good 
mechanical and di- 
electric strength. 
Recommended for use 
wherever plastic tape 
is practical. 


MORE THAN A QUARTER 


“when its taped with AG TRA 


SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price... 
Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—AIl you need to know 
about electrical tapes in one handy brochure. 

Call or write for your copies to: 

ACCURATE MFG. COMPANY, GARFIELD, N.J 


CENTURY OF TAPE SPECIALIZATION 
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NEW PRODU — continued 


FLANGED ELBOWS 
Mfg. Co., Center Line, 





Keystone 
Mich. 


Heavy code gauge steel flanged elbows 


come in 2213 and 45 degree bends 


Cutting or difficult fitting is eliminated 
i, 


when the elbows are used with 2! 
j 


or 6 in. square flanged hinged cover 


wireways, according to the manufac 
They 


I ab atories 


turer are approved by Under 


writers 


LAMPHOLDER 
Afco-Lite Corp., Chicago, II]. 





Clamp-on weatherproof lampholder is 
made of heavy steel and is cadmium 
The 


justable bracket, clamp-on spring 


plated unit comes with an 


a six foot cord set 


RELAYS 
General Electric Co., Schenectady 5, 
N.Y. 


Operating 





lite of 
relays has been extended by use of a 


general purpose 
braided shunt and repositioning of the 

tension and wear. The 
use of standardized open-form relays 


with conversion kits is designed to pro 


shunt to reduce 
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vide greater utility and reduction in 


They are rated from G to 


60, 50 and 


inventory 
400 volts cycles plus 


d and 10 amp. continuous contact 


METER SOCKET . 
Square D Co., P. O. Box 2115, Ter- 
minal Annex, Los Angeles 54, Calit. 





cast 


Weatherproof, 


meter socket is designed with jaws that 


watertight dic 


can be reversed in the field for vertical 
External con 


duit hub opening feature ts to provi le 


or horizontal mounting 


maximum working area within the en 


closure. Jaws and terminals of the unit 


are mounted on a heavy duty type in 


sulating base. It comes in noncircuit 


closing or automatic circuit closing 


type. The unit conforms to E. E. | 


NEMA standards 


FUSIBLE SERVICE EQUIPMENT__ 


Murray Manufacturing Corp., 1250 
Atlantic Ave., Brooklyn, N.Y. 


A new line of fusible service equip 


ment has 4 or 4 pullouts and 4, 6 or 8 
branch circuits. One pullout (30 or 60 


amps.) can be isolated in a removable 


barrier, sealable compartment. There 


is also a 60 amp. main connected in 


series or in parallel with a 60 amy 


range pullout. A fourth pullout ts for 
30 amp. applications. Units are adapt 


able for use with water heaters 


similar equipment 


FIXTURE HANGER 
The Miller Co., Meriden, Conn. 





Lighting fixture hanger 


Stem-W inder 


INCOFporale $a 


leveling device and a 


degree swivel. Fixtures can be 


leveled after installation without need 
No cutting 
The 
hickey and 


box ears or stud 


of tools or re-threading ot 


hanger comes complet 


stems 


with crossbar for outlet 


ES 


Philadelphia Electrical and Manu- 


facturing Co., Philadelphia, Pa. 


Weatherproof 24 n. luminaire 1s 


shown mounted with lamp spots. It 


accommodate | or 5 as desired 
unit has remov ible side plate son 
sides of the 


to keep flood and spot 


socket housing. A 
levice 


units focused ts opuonal 


LUMINAIRE SYSTEM __ 


Metalcraft Products Co., Inc., Phila 
delphia 33, Pa 


Fluorescent luminaire system is based 


on two primary units which combin« 


into a multiplicity of continuous run 


9 





Another i 
in @ ser 
t ves of Tri 
omers how it pays Aig at advertisement 
o business with “nah your cus- 
e—throu 
gh you 


Fe 


old fashioned idea that what 
give you~ friendship, help, 
re ;mportant than the wire, 


riangle have an 
-stributors can 


That feeling is strengthene 
“You and your distrib 
ings our field 


o 
butors, sive 
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et the most 
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e Expert, 
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NEW PRODUCTS—continued 


arrangements such as square, rectangle, 
T,” etc First unit is a two-lamp 
steel luminaire 
G | or 


ballasts 


heavy-gauge 
dS ft 
& po 


bi-pin or slimline style, plastic or steel 


from 4 to 


long. It uses Jefferson 


certified Available in 
side panels. Louvers give a 35 deg. cut 
oft The 
ment 


second unit 1S a square ele 


which serves as a connector 


cormer or intersection 


POWER LINE FAN 


Chelsea Fan & Blower Co., Inc., 639 
South Ave., Plainfield, N. J. 


Power 





line direct-drive duct fan is 
built into a steel drum with rear and 
front mounted flanges. Motors are ball 
bearing, totally enclosed. Cast alumi- 
num blades are non-overloading. Fan 


to 48 1n.; 2,900 to 47 
500 cfm. Recommended for tempera 


sizes are 16 in 
tures up to 110 deg. F. Higher tem 
perature on special order. Also available 
as belt driven with motor and belr out 
of air stream 


GENERATORS 


Porter-Cable Machine Co., Syracuse, 


me Ee 





(a line driven 
models. A 


supplies 115 volts, 13 amps., 


xenerators come 1n 


two 1500 watt d« 


unit 
has a 3 
hp. single-cylinder engine, 4 outlets 
and weighs 75 lbs. The other model is 
similar except that it provides a.c. cur 


rent and weighs 135 Ibs. Both units 


are portable 
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DRY TYPE TRANSFORMER___ 


Marcus Transformer Co., Hillside, 


N.J. 


Blowers mounted in the housing of the 


dry type, dual-rated, heat proof in 


sulated transformer are designed to in 


crease its rating 33's per cent A 


thermostat in the coils activates the 


blowers and baftles direct air flow over 
The 
ratings from 
15,000 volts 


transformer 
100 to 3.000 


the coils comes in 


KVA, to 


FLUORESCENT FIXTURES ..- 


Sylvania Electric Products Inc., 


1740 Broadway, New York 19, N.Y. 
New 
| 


one, two and three-lamp fixtures avail 


recessed troffer line consists of 
able with six different types of shield 


ing and four incandescent spotlight 
fixtures. The fixtures are composed ot 
lengths ranging from two feet to eight 
feet for single mounting or any desire 


length for continuous rows 


= ee 
“~ “a 


ELECTRICAL TERMINALS 


The Thomas & Betts Co., Elizabeth, 


N. J. 


Tests on the self-insulated electrical 


terminals show that 6.000 volts can be 
staked 


puncturing the insulation 


area without 


The 


cross-section of 


applied to the 
illustra 
staked 


from flexing at 


tron SHOWS a 


cable insulation one 


lox ks 


Funnel-shaped 


; : 
side of nylon insulating jacket 


the jacket to the joint 


shroud of jacket guides wire strands of 


cable into fittings and also prevents 


cable nie 


The 


lar est 


insulation from flexing at 


point in the area of the joint 


terminals are designed for the 
size aircraft cable plus other fields of 


appli ation 


VOLT-AMP TESTER __ 


Pyramid Instrument 


brook, N.Y. 
Px eke t 


Rives a 


Corp., Lyn 


tester 1S a that 


reading on a 1.8 in 


voltage meter 
calibrated 
scale and a snap-around ammeter that 
measures without shutdowns or con 
nections. ( Accuracy for amperage and 
voltage is plus-minus 3 per cent of full 


Model sizes: 0-10 


12 SO a Q) 


scale amp. A 
amp 1« 
Q volt ac; 0-50 amp. ac 


0 volt a 0-100 amp. a 


O volt ac 


SCREW ANCHORS 


Holub 
iil. 


Industries, Inc Sycamore, 


Plastic expanding screw anchors are for 


| 


use with *% in in., 14 in, lag 


WW 





A Type “CY” Starter 


NOW! for every AC 


Motor Application! 


A full line of magnetic starters 


Check Your Requirements 





jy Standard Non-Reversing 
yw Combination Non-Reversing with Disconnect 


yj” Combination Non-Reversing with Circuit 
Breaker 


Standard Reversing 

j Reversing with Disconnect 

jy Reversing with Circuit Breaker 
jy Multi-Speed 

jy Reduced Voltage 


—and many others — 


And be sure to find out how Type CY” 
starters, sizes 2 and 3 combine double 
break contacts with twin magnetic blow- 
outs to provide an exceptionally efficient 


rm “ 
bit 
The Basic Type “CY” Starter — Now 
available in a wide range of models. 


circuit interrupting device. 
Yes, and check these features, too: 

REPEAT BUSINESS~—The dependable, : 
Rugged, Heavy-Duty Construction 


ae a eabdnetalinibiniale%d vain Concentric Knockouts Top, Bottom 
type 'CY’’starters means repeat business and Sides 
for the electrical distributor. i Easy to Install 
Plenty of Wiring Space 
i Low Maintenance 
* Larger Sizes Available in Different Type Starter. Ll“ Dependable Service 


Visit our Booth No. 112 at the National Association of 
Electrical Distributors 45th Annual Convention, May 24-28. 


tHe CLARK CONTROLLER co. 


/ 
NEERED ELECTRICAL CONTROL * 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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S$—continued 


SCTEWS Of corresponding wood screws 
made of ethyl cellulose and 
As the anchor 


They Are 


come in two sections 
expands under screw pressure, the ma- 
terial cold flows into crevices of the 
lrilled hole wall. A bonding and fusing 
action results which is designed to pro- 

de a permanent trouble-free mount 


The U. I 


and ( utdoor use 


appre ved anchors are 


indoor 





ALARM UNIT 
Russell & Stoll Co., Inc., New York 
eh 

Signal alarm unit is designed for mod- 
ern flow line and graphic panels. Light 
ing indications are in two or three 
colors on one bezel. Relamping is done 
from the front of the panel. Quick con 
nect and disconnect of the power sup 
ply cable to the unit is provided by an 
receptacle and 


interlocking switch 


plug 


AIR CONDITIONERS 
Frigid Inc., 128-168 32nd St., Brook- 
lyn 32, N. Y. 


Window type room air conditioners in- 





clude 14, 34 and 1 ton capacities. A 


thermostatic control for variable cool- 
ing built in at no extra cost. The 
ton unit is available in 115 and 230 
volts. Cooling capacity of 14 ton 200- 
% ton 300-400 sq = 2 


2 


300 sq. ft.; 
ton 400-600 sq. ft. 
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KNIFE SHARPENER 


Manning Bowman Div., McGraw 
Electric Co., Elgin, Ill. 





Combination safety guard and knife 
guide is a feature of the knife sharp 
} 


ener. The guard-guide can be removed 
An 


induction type motor is enclosed by a 


for sharpening scissors, tools, etc 


white plastic case. Three suction cups 


on the unit's base hold it in place 


while it is in use 


ELECTRIC BLANKETS__ : 
Landers, Frary & Clark, New Brit- 
ain, Conn. 


Electric blanket line features a double 
bed dual control model; double bed, 
single control; and twin bed with in 
dividual controls. An exclusive control 
is designed to maintain constant tem 
perature through changing weather 
Available in two sizes; 


by 86 in 


79 


in by SO in 


and 66 in 


FAN-AIR CIRCULATOR ____ 
Commander Mfg. Co., 

Kinzie St., Chicago, Ill. 
Multi-purpose fan and air circulator 
has an air baffle which is designed to 


and outward 
\ he iv\ 


three 


msure a unt 
flow of aur all at 1 cl n 
duty 4-pol 
cloverlea 

contact ot clothes 
vided by a heavy chr 


The unit h i | 


a a 


Westinghouse Electric Corp., Appli- 
ance Division, Springfield 2, Mass. 


Improved design fan comes in two 


livers 4,000 cfm. at 


SIZCS lO Ith 
high speed lelivers 10,000 cfm 
at high speed \ 


handling capaci s said 


cent mcrease 


in al to he 


to specially lesigned air-imyector 


The 


of the ar 


due 


rings louble normal penetration 
stream 1s jet vanes 


typ b may be 


Counter 


mounted on wal table or 
shelf. Pedestal typx ise has 


locking, tamp 


umn 


a double 


rproot idjustable col 


BUILT-IN ELECTRIC CLOCK __ 


Felechron Department, General 


Electric Co., Ashland, Mass. 


The 


over 


built-in electric Clock is installed 


a standard four-i1m h MA ill box and 


shows no cord of its own. Two outlets 


are provided where other electrical 
The 


appliances may be plugged in 


clock has a night light equipped with 


13 





Keep your sales curve U 2] 
with CONDUIT OF COLUMBUS products 
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They're easier to sell because they're easier to install. For years the jobber, 
the counterman, the truckman, the electrician . . . all have preferred CONDUIT 
of COLUMBUS products because they're properly gauged, carefully chamfered, 
perfectly reamed, rigidly inspected, conveniently packaged and labeled. Be sure 
your stocks are adequate and sales will take care of themselves. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 
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NEW PRODU — continued 


a seven-watt bulb. Installed, the clock 


projects 4g in. at the top and 1% in 


at the bottom. It is 7! in. high by 
17% in. wide and runs on a self-starting 


synchronous Telechron motor 


PORTABLE ELECTRIC SAW___ 


SKIL Corp., 5033 Ave., 
Chicago 30, IIL. 


Elston 


Heavy-duty portable electric 7!4 in 


ball 


and needle roller bearing construction 


saw features a universal motor, 


It is adjustable for depth of cut from 


1/16 in. to 258 in, and for 


bevel 
cutting up to 45 deg. The saw weighs 
1314 Ibs.; 


iS deg., cross cuts 2 in. rough lumber 


cuts 2 in. dressed lumber at 


and has a high speed of 5,000 rpm 


AIR CONDITIONERS 
Carrier Corp., Syracuse, N. Y. 


Room air conditioner units draw the 
air through the front grille and cool 
dehumidify and filter it two times be 
fore releasing it into the room. These 
units can be installed in a window with 
the grille projecting no farther than 
the line of the drapes. Air enters or 


leaves only through the front or back 


panels. This design eliminates all aus 


inlet and outlet grilles from the sides 


top and bottom of the unit 


May, 1953—ELECTRICAL WHOLESALING 


GRINDERS 
Baldor Electric 
Mo. 
W ide 


and motor frame, eyeshields supplied 





Co., St. Louts 10, 


clearance between the wheels 


as standard equipment and a carrying 
handle are features of the ball bearing 


grinders. The '4 hp. grinder has 6 in 
diameter wheels and weighs 33 Ibs. net 


The | 
diameter wheels and weighs 38 lbs. net 


3 hp. grinder also has 6 in 


INFRARED BROODER 
Steber Mfg. Co., Broadview, IIL. 


A tour-lamp infrared brooder, with a 
water thermostat control, has a 300 


350. chick The U. I 


unit has a heavy gauge steel hood 17 in 


capacity listed 


in diameter and is furnished with a 


Other features include 


four porcelain lamp SOC ke ts, SUSP« nsion 


sturdy guard 


loop, micro-switch and an approved 


cord and plug 





WINDOW FAN 


Schwitzer-Cummins Co., 
ing Div., Indianapolis 





Ventilat- 
7, Ind. 


Reversible window fan has 2 speeds in 
It is 28 in. high: 11 
Width expands 


1 to 41 ins. The fan ts powered 


both directions 
in deep »l in. wide 


from 


115 
Air delivery 


by a ly hp. split phase volt, 60 


cycle, a.c. motor 
LOOO ctm 
(NEMA 
ping weight is approximately 60 Ibs 


used 


at high 
( NAFM) 
The fan's ship 


speed is and 


1.875 ctm 


It may also be asa floor or port 


able fan 


TELEVISION SET. ss 
Crosley Div., Avco Mfg. Corp., Cin 


cinnati 25, Ohio 


television receiver is designed 


to operate in both UHF and VHF tele 


Casting areas 


Console 
The set features an im 
proved chassis with a 21-inch cylindri 
styling 


cal glass picture tube. Cabinet 


T he 


mahogany of 


avail 
blond 
UHF of 


is entirely new receiver 1s 
either 


{ limed oak ) 
VHF tuner 


able in 


with eimher a 


SS 


LAWN MOWER 


Midwest Mower Corp., 1006 Olive 


St., St. Louis 1, Mo 


Self prope lled 


mower has a 


rotary lawn 


yp wer 


tront wheel drive and a 


l-inch cutting width. The mower fea 


engine with an 


According to the 


ires i hp } cycle 
1 clutch 


manufacturer the 


IMprove 


front wheel drive 


vives the mower added maneuverabil 


bac king or 


place p! ni 


equipped with a 


turning 


from 


corners 


mul hin 





+ 


FLEXIBLE ELECTRICAL CO 


HAIR-RAISER ricie made less costly to operate by installing seactrre flexible conduit (shown in b‘ack ) in continuous runs as long as 70 feet. 


Salt, shake and bake —— 
but SEALTITE stays flexible and ligquid-tight 


At Santa Cruz, Calif., 100 yards from 
Monterey Bay, conduit for outdoor 
wiring meets its toughest test. Flexi 
ble seavtire* has won hands-down 
approval from harassed electricians of 
the Santa Cruz Seaside (¢ ompany, op 
erators of this roller coaster. 

Here the seacoast weather rolls up 
a formidable combination of corrosive 
elements. Salt spray. Hot summer 
days. Winter rains. Night fogs. In 
nearby ottices, paper clips In desk 
drawers rust within fourteen days. It’s 
that tough. 

Add vibration from racing cars that 
fixtures. 


whips Wiring and loosens 


16 


Maintaining light bulbs and lead-wire 
connections is no cinch. 

But sEALTITE, first installed here 2 
vears ago with State approval, looks 
as good today as then. Its synthetic 
jacket and strong, steel core are still 
pliant and unaffected by the elements. 
Now the Santa Cruz Seaside Com- 
pany is replacing all outdoor wiring 
conduit with SEALTITE. 


* * * 


New seactiteE Type UA is the first 
exible conduit to be approved by 
Underwriters’ Laboratories, Inc. It 
may be used where a flexible connec- 


tion is desired in wet locations or when 
expose d to mineral oils up to 60 C). 
Buy seactite Flexible Conduit in 
easily-handled coils and cut it to 
length as needed. The American Brass 
Company American Metal Hose 
Branch, Waterbury 20, Connecticut. 
In Canada: The Canadian Fairbanks- 
Morse Company Ltd SI YGA 


*1 


for flexible, liquid-tight electrical conduit — 


specify seaiy)7é an ANACONDA‘ product 
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“lll 
TIM 


to get in on the 
introduction of the = sig 
sensational WEW 











)\ 





Never before such advertising 
in the tester field! 


t. 
Y rs 
a , 
* 
Wut, Never before such merchandising 
iAt 


in the tester field 


VOLT-AMP TESTER | fy 


‘¢ 


sold only through you, 
the wholesaler E on 


PYRAMID INSTRUMENT CORPORATION 


630 Merrick Road, Lynbrook, N. Y., Export Div.: 458 Broadway, N. Y. 13,N. Y. * Cable: Morhanex 
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Side Mounting Luminaire 
with “EEI-NEMA" 
Standard Metal Head 


Top Mounting Luminaire 
with ‘“EEI-NEMA"’ 
Standard Metal Head 


Achievements 


in design that New ‘‘Endoval’’ Luminaire 


for Horizontal Burning 
Mercury Lamps 


meet the most ex- 
acting requirements 
in STREET LIGHTING 


The real answer to high efficiency 





in Street Lighting lies in the design 
and construction of the unit selected, 
plus the reputation of the maker for pro- 


gressiveness and technical “know-how.” 


Revere is proud of its leadership in the 
electrical manufacturing industry which follows 

a closely knit pattern of research and stability 

in all its creations. Good street lighting as inter- 
preted by Revere points to improved appearance of 


residential or commercial areas, greater efficiency, 





reduced cost of installation and maintenance, including 


greater safety for pedestrians and motorists. 





If you are planning street lighting improvements consult us 


for suggestions. A 
REVERE ELECTRIC MANUFACTURING CO. 


6011 BROADWAY - CHICAGO 40, ILLINOIS mtg oe oni emt carat 
One Piece Stee! Poles with Single 
The Greatest Name in Lighting Street Airport or Double Arms, Hinged Street 


Lighting Poles, Whiteway Pylon- 


Sewice Station + Sports Marine Industrial — 
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guaranteed 
footage... plus 


Plus everything you need 
to keep your tape sales rolling, 


customers satisfied. Buyers know 


they get guaranteed footage in every roll 
of Gold Seal . . . know, too, that every inch 


in every roll measures up to top notch standards, 


eliminates waste, goes further. 


That's why they like it... buy it... 


come back for more. Make sure they can get it... 


stock up on Gold Seal Tape now. It pays. 


Jenkins Bros. (Rubber Division), 


100 Park Ave., New York 17. 


FRICTION AND RUBBER TAPES 


In 10-roll cartons or single ro 


Every roll sea n cellophane 


A PRODUCT OF 


MAKERS OF 


1953—ELECTRICAL WHOLESALING 


JENKINS 


FAMOUS 


BROS... 


JENKINS 


VALVES 








wee ee + ere CS SS 
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*) 
, 

‘a 
* 


| ee 


ts 
11] Nig ¥, 
Tey, 

t ” 

7. 











@ OPTIONAL BACK- or SIDE-WIRING — with built-in Wire Strip Guide — 
for faster, easier, safer wiring in old and new jobs 
@ COMPACT SIZE — leaving more room for wiring. 
@ FULLY ENCLOSED MECHANISM — to help keep out foreign matter .. . 
protects dependability. 
@ SILVER ALLOY CONTACTS — for longer wear... greater electrical efficiency. 
® TAKES REGULAR UNILINE WALL PLATES OR METAL TUMBLER PLATES 


vaildle 
120 Volts, A.C. only 20 A $120 Volts, A.C. only 
277 Volts, A.C. only ™PS- 1277 Volts, A.C. only 








15 Amps. 


Single-Pole and Double-Pole 3-Way or 4-Way 
Ivorylite or Brown Bakelite Operating Handles — or Lock Type with Key 
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(T'S THE FIRST REALLY NEW WIRING DEVICE IN YEARS 
THERE'S AN ESTABLISHED DEMAND FOR IT 








Ming Lote bloetd. WILL WANT IT 


The ability to think, work, entertain, sleep or just relax undisturbed and undistracted 
by annoying noises — like the “CRACK” of a light switch — is necessary for truly 
modern living. The new Arrow-H&H QUIETTE Switch, smooth and quiet in operation, 
brings new standards of comfort and efficiency that will make it wanted — and bought 
— wherever silence is golden. 


WILL LIKE IT AND RECOMMEND IT 


These men know that switches offering important new user benefits, mean extra value 
that helps sell jobs and builds reputations for adequate wiring. They know too that 
€asy-to-wire switches save time and money in installation. That's why they'll be asking 
for more and more Arrow-H&H QUIETTE Switches. 


Huh: WILL SPECIFY IT 


The architect's reputation and success depends on his ability to please his clients. He 
knows that success often hinges on careful attention to important details. He'll assure 
satisfaction by specifying Arrow-H&H QUIETTE Switches for the ultimate in comfort, 
utility and dependability. 


4 A 
AND hic ldlnig ALL YOUR CUSTOMERS ABOUT IT 


Because we know that your electrical contractor: and ultimate consumers will be at- 
tracted to the QUIETTE Switch, we are telling them all about it in a large scale con- 
sumer promotional program. Potential users are being told by advertisements and news 
releases in magazines and newspapers through Home Planning Service Centers in 
prominent department stores and by descriptive folders. Electrical contractors are being 
told by ads in the trade journals they read most and by an extensive direct mail pro- 





gram. You are listed as the only source of distribution. 


$0 BE READY... PUT IN AMPLE STOCK (jy, / 


Wiing Lhuie DIVISIONS 


THE ARROW- HART & HEGEMAN ELECTRIC COMPANY 


1605 LAUREL STREET, HARTFORD 6 CONNECTICUT 


Branches in: Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, 
New York, Philadelphia, San Francisco, Syracuse. In Canada 
Arrow-Hart & Hegemon (Canada) ttd., Mt. Dennis, Toronto 
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You can expect more and more of your 
customers and their customers to insist on 


TRUMBULLITE 


CIRCUIT BREAKER LOAD CENTERS 


Crk Foe 


i e 
sidential ond comm 


rcial 
e Primarily for re 


applications. 


e 2 to 20 circuits, 
30, 40 and 50 amp., 


pere mains. 


40-100 am 
120 volt 
e 10, 15, 29, 
circuits. 
mous TQL plug-in cir 


tion of adi 
ension handles. 


cuit breakers. 
e Far ; 
acent brea 
e Two-pole opere 
h ext 
ers, throug 
7 load pro 
Disconnecting means and over 
e iS 
tection in one device ie pe 
i act neede 
| disconnec 
e No externa 
circuits OF less. aii 
Covers clearly show ON, OFF, 
7 


and RESET positions. 


, losures- 
tight enc 
face orf rain 
e Flush, sur 


ies listed. 
Underwriters Laboratories "! 
. 


Take advantage of Trumbull’s campaign to show home- 
owners, contractors, and specifiers this vastly better way to 
protect residential wiring that costs no more. 


There’s more in it for the contractor 


Your contractors will thank you for 
showing them how modern circuit 
breaker load centers will help them 
provide homeowners with econoin- 
ical, convenient, efficient circuit pro- 
tection. They will also thank you for 
pointing out the easy wiring features 
... the way loads are automatically 
balanced as breakers are plugged in 
(on 12 through 20 circuit types). 


There's more in it for you 


Trumbullite Panels are well-worth 
featuring from the Distributor’s 


TRUMBULL 


viewpoint. Boxes and interiors are 
furnished as one unit. Surface or 
flush mounting fronts are separately 
packaged as are the TQL breakers. 
Your inventory and stock control 
problems are greatly simplified. 


A tip to the progressive distributor 


Your Trumbull Sales Engineer has 
the advanced sales training tools you 
need to make the most of Trumbullite 
and the other big sales builders in 
the Trumbull line. Ask him to work 
with you and have him include an 
early meeting featuring Trumbullite 
Load Centers. 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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Over 200,000 feet of 


Sprang EMT 


thin wall conduit with the 


SPANGLEAM irish installed in Miami 


The damp, salty atmosphere and year-around high tem- 
peratures of Southern Florida climate place high require- 


ments on the type of EMT thin wall conduit used in 
construction of new homes and buildings. 

kor this reason. 205.000 feet of Spang s new EMT thin 
wall conduit with the SPANGLEAM finish was chosen 
for use in wiring the new 350-unit housing project at 
Miami, Florida because the new SPANGLEAM 
finish, inside and out, assures high corrosion resistance 
and years of service life. 

Specially finished inside with a_ protective 


coating 


Ricmar Builders, Inc. 


Thomas J. Madden, Jr. 


CONDUIT 


Tri-City Electric Company, Inc. 
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Housing Project 


2. 
m4, 92 4 
SpVspRees Gg Be 


of resinous lacquer compounded with Zirconium, 
SPANGLEAM provides easier wire pulling, assured 
grounding and corrosion resistance, 

Spang top-quality EMT conduit is easy to cut, bend 
and install... its cleaner, easier to handle, easier to 
maintain. Ask any electrical contractor... he'll tell you 
why SPANG EMT thin wall conduit is better! 

Spang EMT with the SPANGLEAM finish is available 


at no extra cost immediate ly ima full range of sizes from 


lo inch to 2 inches. See your distributor today—ask for 


SPANGLEAM. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30, PA 
District Offices and Sales Representatives 
in Principal Cities 





“We've got to have a 
and we're getting 











|-T-F says, “Our switchgear goes into central 
power plants that serve entire cities. The failure of one 
wire could shut down a million-dollar turbine and cause a 
total power blackout. Process plants could lose millions in 
ruined products and interrupted production. The stakes 
are too high for us to use anything but a top quality wire, 
and we're getting it with Amerbestos.” 

For the switchgear shown here, I-T-E uses U-S-S 
Amerbestos 90C type TA: copper strand—thermo- 
plastic insulation—felted asbestos—flame-resistant cot- 
ton braid. The homogeneous thermoplastic insulation 
gives excellent moisture protection; and,even more impor- 
tant to I-T-F, it can be bent to a much shorter radius 
than helically-wound insulations. As a matter of fact, 
I-T-E found that after a bending test, this type of Amer- 
bestos construction could withstand a breakdown voltage 
20 t7 30 times higher than helically-wound insulations. 
While this was an unusually severe test, it does demon- 


strate that Amerbestos is durable and flexible enough to 
be used in the most critical locations 

Since the very reputation of I-T-E is built upon the 
high quality of their product, they demand close quality 
control from suppliers, too. “And,” says I-T-E, “We 
know that American Steel & Wire checks, tests and in- 
spects every foot of wire we get.” I-T-E also remarked 
that the Amerbestos conductors are always well centered 
in the insulation, and the thermoplastic insulation shows 
no tendency to flow or become brittle. 

You can get this same high quality from American 
Steel & Wire no matter what kind of wire or cable you 
use. Send the coupon and get more information about 
Amerbestos; or, better still, outline your wire or cable 
problems and give our engineers a chance to help you, 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


A STANDARD Cable for every 





AMERICAN 
ELECTRICAL WIRE 
AND CABLE 


» paper & varnished cambric cable 

» asbestos wire and cable 

» aerial, underground & submarine cable 
» shovel & dredge cable 
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top quality wire 
it with Amerbestos” 


says I-T-E Circuit Breaker Co., Inc., world-famous switchgear manufacturer 





— 





THIS LOW-VOLTAGE BOILER contro! switchboard contains 22,000 switchboard 


feet of Amerbestos, It has 11 circuit breakers, is being built It has 9 compartments, 7 for circuit breakers, 2 for instru 
for Astoria, N. Y. generating station of Consolidated Edison. ments. Notice extreme flexibility of the Amerbestos wire. 


HERE, an electrician wires a 600v I-T-F Multimite 


Cm 


EACH OF THESE I-1-F type KB circuit breakers contain 22 feet 
of Amerbestos. In this photograph, workmen are wiring the 
circuit breakers up to the terminal blocks. 


UPPER SECTION of this photo is the main power bus on the 
Consolidated Edison switchboard. Wiring duct cover has been 
removed to show the 298 wires that occupy the compartment 


eee ee! Oe 


Room DE-53 Rockefeller Building 
Cleveland 13, Ohio 


>» mold cured portable cord [) Please give me more information about Amerbestos 








, on_ae A | () Wd like to talk t tat 
> machine tool & building wire ee ee 


> special purpose wire & cable 


i 
| 
' 
‘ 


State 


,.& DO ee Be 8 ee Te ee ey 
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MANUFACTURERS OF ELECTRICAL WwiRiInG PRODUCTS 


1639 W WALNUT STREET 


Chicago 12, Ulinacs 








SLICKER 


CLEANER 


EASIER TO HANDLE 


— non-metallic 
sheathed cable 


See us 
at Booth #70 — 
at the 
Chicago Convention, 
May 24-29 — 
National Association 
of 
Electrical Distributors. 
COLLYER INSULATED WIRE CO. 
245 ROOSEVELT AVE., PAWTUCKET, R. }. 
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What you should know about 


ABouite 


OUTLET BOX 
REFLECTORS 


Wherever a low ceiling in a lighting installation complicates 
the allowance for proper headroom, suggest Abolite Outlet 


Box reflectors. 


These are complete units including a built-in porcelain re- 
ceptacle to which circuit wires are connected. The entire 
unit is then attached directly to the outlet box. No extra 
plate is required. Top of reflector serves as outlet box cover 
and may be quickly attached to any standard 4” junction 
box, simply by tightening two screws. 


TWO STYLES AVAILABLE 


The ROB series reflectors utilize the popular RLM type 
shape and is the best possible unit for illumination on both 
horizontal and vertical surfaces over workbenches, ma- 
chinery, assembly lines and inspection tables. The SDOB 
series reflectors are shallow dome shaped and are particu- 
larly useful in storage areas, stock rooms, garages, loading 
platforms, hall ways, ramps and similar applications. 


CHOICE OF TWO FINISHES 


Now available in the New All-White outside as well as in- 
side, vitreous fired, lifetime porcelain enamel. Also available 
in green outside—white inside Abolite “whiter than white” 
lifetime porcelain enamel, 


THREE SIZES MEET MOST REQUIREMENTS 


Use 12” outlet box reflectors for 60 to 100 watt lamps; 14’ 
reflectors for 150 watt lamps and 16” reflectors for 200 watt 
lamps. Best results may be expected from silver bowl type 
lamps altho any standard lamp may be used. 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 


4? 
ABOLITE ... 


Built-in porcelain recep- 
tacle makes wiring easy 
Reflector top doubles as 
junction box cover 








ANOTHER 


ABouite 


FIRST 
IN BETTER 


LIGHTING 





Easy to install. Econom- 
ical. RLM lighting effi- 
ciency for low ceilings. 


Quick, simple, low-cost 
lighting installations in 


areas requiring wide- 
spread illumination. 


SOLD ONLY 
THROUGH 
ELECTRICAL 
WHOLESALERS 
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NO NOTCHING — FASTER, 
EASIER INSTALLATIONS 


You profit when you offer your 
customers Blackhawk’s new ad- 
justable No-Notch Bar Hanger. 
Eliminates notching, speeds in- 
stallations. — A multi-purpose 
hanger used primarily for shal- 
low or deep boxes in new con- 
struction. Adaptable to re-wir- 
ing old work, too. A 3-in-1 bar 
hanger backed by an uncondi- 


tional guarantee to save time and money. 
plenty of repeat business and profit from this item. 


Once it’s tried it’s always used! 
BLACKHAWK NO. 470 
CONNECTORS 
Strong, durable, non-rusting 
cast alloy, heavily zinc plated. 
Precision finished — full posi- 
tive threads — solid steel lock- 
nut with positive locking fea- 
ture. Full length filister head 
tapered point screws for fast, 
easy installation. No. 470 for 
*‘“ABC”’ or flexible conduit. No. 

425 for non-metallic cable. 


BLACKHAWK NO. 711 SERVICE 
ENTRANCE CABLE HEADS 
Features cast alloy body with sepa- 
rate cover. Heavy steel cable 
clamp. Large keyhole saves time, 
permits quick and easy attach- 

ment to building. 


BLACKHAWK NO. 1426 
CONDUIT ENTRANCE CAPS 
Special high strength non-cor- 
rosive aluminum alloy. Easy 
and positive to position. Filis- 
ter head cap holding screws. 
All threads are clean and full 
cut. For 2, 3, 4, or 5 wire 

service. 


WRITE FOR FREE CATALOG 
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TO LOCK IT 


JUST FLIP IT! 


You'll get 


HANGER > 
ga 


- 
—~ 


NO BOLTS! 
NO SCREWS! 
NO NUTS! 


No. 560—12" to 18"; 
No. 561—18" to 26” 


BLACKHAWK SNAP-STRAPS 
“The strap 1 
thinwall cor 
Save time or! 
dropping, make 
of heay 
Wide range of 
(Patent Pending 
BLACKHAWK NO. 3626 STEEL 
CLAD WIRE HOLDERS 


A approved, 





Visit the 
Blackhawk Industries 
Booth No. 135 
NAED Convention Headquarters 








NEW OPPORTUNITY FOR 


Announcing FENESTRA- 


The new ELECTRIFIED 


Tenestra FLOOR PANELS 
by Detroit Steel 
Products Company 


The cellular steel load-supporting structural 
panels couple maximum strength with light 
weight... offer maximum cross sectional 
area (30 sq. inches) for wire fills. Cellular 
raceways are used for installation of elec- 
trical wires for power, light, telephone, 
and intercommunications. 
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ENERGIZED 
with NEPCO Header Duct 
Wiring System 


National Electric Header Duct is an all-steel 
grounded feeder raceway from the distribu- 
tion panel to the raceways formed by the 
structural steel floor panels. Electric wiring 
through this combined raceway system pro- 
vides the availability of electric outlets in 
any square foot of floor area, 
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NATIONAL ELECTRIC’S DISTRIBUTORS 


NEPCO ELECTRIFLOOR! 


Cellular Steel Floor System 


In line with National Electric's position as a single 
source of supply for everything in wiring, we are pleased 
to announce to the electrical trade the new Fenestra- 
Nepco Electrifloor, the latest development in cellular 
steel electrified flooring. 

Now, two leading manufacturers—Detroit Steel 
Products Company and National Electric Products 
Corporation—have combined their talents in the devel- 
opment of an electrical floor distribution system 


utilizing the large area ducts of cellular building panels. 


NATIONAL ELECTRIC DISTRIBUTOR 
POLICY REMAINS UNCHANGED! 


Nepco Header Duct is available to a// National 
Electric’s distributors. 
This is in conformance with the distributor policy 


that has distinguished National Electric’s operation 


for half a century. Today, with Electrifloor, distributors 


hav e another new avenue to greater profits. 


WHAT DOES THIS MEAN TO THE 
ELECTRICAL INDUSTRY? 


iP It means more electrical business. With more than 
one type of electrified floors now available, there 
is an expanding market for this type of wiring. 
Provides distributor ‘“‘foot-in-door”’ for kindred 
electrical products. 
Electrical contractors are no longer limited to one 


e 
source of supply. 


Nepco Header Duct has successful, time-proven 
a ° 
features. Produced by the leading manufacturer of 
steel roughing-in wiring systems. 
NEPCO Header Duct is: 
Listed by Underwriters’ Laboratories, Inc. 


Sold through leading electrical distributors, 


National Electric sales engineers are prepared to tell you more about Electrifloor. Or write direct for new catalog. 





HERE’S HOW ELECTRIFLOOR WORKS: 


& Header duct is installed on top of 


to feed the panel cells selected for 
electrification, 


>. Electrical service fittings are installed 
cellular steel panels according to pre- as specified in office 
determined layout. Access holes are used fittings may be established anywhere 
along the cellular raceway. 


- & Selected raceways may be energized 
layout. Service when header duct is installed or at a later 
date. Service extensions or re-locations can 
be easily made, in less time than ever before, 


with less interruption to office routine. 








EVERYTHING IN WIRING POINTS TO 


National Electric Products © 


PITTSBURGH, PA. 


3 Plants . 
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GRUI" Universal 


ARTE" Switch Unilet 
Fitting 


EFU" Fluorescent 
Lighting Fixture X-Ray Film Iiluminotor 


Type ARTC Ex- 
plosion- Proof 
Tumbler Switch 
Unilet. Made of 
unbreakable 


MALLEABLE 


SF § Protect all Hazardou 
‘ex Locations with 
APPLETON EXPLOSION-PROO Filia 


EQUIPMENT £ 


Hospital Pilot Light 
and Switch Unilet 
eeeeeeeeece 


Hospital Dead End 
Receptacle 


AA-51" Vented 
Lighting Fixture 
@eeeeeseeoeee@ 


APPLETON 


It’s a comfortable feeling to know that all hazardous 
locations in your plant have Appleton positive protection Interlocking Type 
AA-51 Series Quo. against fire or explosion from electrical causes. Safety Switch and 
tt tind es « Appleton Explosion-Proof Equipment confines all short Plug Receptacle 
lighting fixture circuits, switch arcs, flames or explosions within the]j@hdh/hd/hd/h/h/hdhiaie 
i cats switch box, conduit fitting or fixture. All threaded con- 
service. nections have five full threads to imprison flames or arcs, 
and to cool escaping gases after an internal explosion 
has occurred. Flat joints at cover openings are accurately 
machined for flame-tightness, and have extra screws 
for added strength. “EFSC” Switch 
Unbreakable malleable iron gives extra strength and 
lightness. Appleton Explosion-Proof fittings 


withstand at least four times the maximum h A 
possible internal pressures without T ere re 
> bursting or loosening screws AP oO 
Or joints. PLET N 
All Appleton Explosion- Explosion-Proof 


Type EFU Explosion-Froof Proof Equipment meets the 


fluorescent lighting fixture. Avail- 


able for two 40 Watt, 48” lamps; ? requirements of Class I, Fittings 


or two 100 Watt, 60" lamps, Groups C and D, hazardous 


locations. Write for details. for Every 
Requirement 


Current Tap with 
Feed-in Plug 
@eeeeeoeoee ees 


Ie) 
= 


Pilot Lights 


ones va} 


& Bitar 





‘ 7 > 
f & : 
x 
Type FSQX Explosion-Proof and "WSU" Visible 
. Sealing Unilet 


Dust-Tight plug and receptacle 
with interlocking safety switch @eeeeeeeneee 


Sold Through Electrical Wholesalers i] 
APPLETON ELECTRIC COMPANY h 
1734 Wellington Avenue @ Chicago 13, Illinois 
CONDUIT FITTINGS ¢ LIGHTING EQUIPMENT ¢ OUTLET AND 
SWITCH BOXES ¢ EXPLOSION-PROOF FITTINGS © REELITES 


Sales Engineers in All Principal Markets 


MSSS" Motor Sentry 


Hospital Receptacle 
and Plug 
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STRAWS 


CONSTRUCTION BOOM e¢ The construction industry has just polished off its best first 
quarter in history. During January-March 1953, the seasonally adjusted rate of total 
construction reached $34.7 billion. This rate is even higher than the government's 1953 
forecast of a 33.5 billion volume—4 per cent above the record-breaking 1952 rate 
And so far there's no sign of any slacking. The unexpectedly big total of new con- 
tracts assures a high level of building activity well into the third quarter. For the year 
as a whole, the construction volume stands a good chance of exceeding Washington's 
optimistic forecast. 

Most of the increase in this year’s construction volume comes from private building, 
particularly in the commercial category—stores, offices, warehouses, restaurants, garages 
which are being built half again as fast as last year. But industrial construction and 
hospital building are going to decrease. The former, for example, will be off about 
one-fourth, or over $600 million from last year, according to early industry estimates 
That's the biggest cut for any segment of the business. But during the past quarter, 
private industrial construction lagged only 5 per cent behind last year 

Don’t expect housing to keep up the substantial gains that have been racked up so 
far this year. To date, private non-farm housing has exceeded last year's rate by 11 per 
cent. But housing authorities hedge: the large number of new housing starts in fourth 
quarter 1952 is responsible; first quarter 1953 housing starts total the same as last year 

New housing accounts for one-third the total construction volume. For the most 
part, the size of the new home market will determine just how big the construction 
year will be. If the number of new homes under construction should begin to drop, total 
construction won't even match last year, let alone top it 


TAX RELIEF e Prospects for tax relief this year—both business and personal—are improving 
The Administration still is cold to the idea. Admittedly, it's making big savings on 
Truman’s fiscal 1954 budget; but not enough to achieve a balance. So the White House 
wants to hold taxes where they are for a while. The final decision is up to Congress, 
however, and Congress wants to cut taxes. The showdown will come within 60 days 


BORROWING COSTS e The cost of borrowing will probably go up for both residential 
and industrial construction. One big cause: the new 30-year government bond issue, 
which adds to an already tight money market. The interest rate of 344 per cent is the 
highest in 20 years, and will compete with private borrowers for long-term money 
The recent raise in FHA and VA rates from 4 to 4!2 per cent should stimulate investment 
by banks, insurance companies and savings and loan associations 


CONSUMER INDEBTEDNESS ¢ The Commerce Department reports that mortgage and 
short-term indebtedness of individuals now totals $82 billion, compared to $24 billion 
at the end of World War II. Last year's increase alone was $10 billion. Factors responsible 
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increased credit purchases of automobiles and other consumer durable goods, the high 
volume of new housing, and suspension of credit controls 

Despite the large increase, the department doesn’t think the current volume of debt 
is of unmanageable proportions, thanks to consumers’ present income and liquidity 
position. Outstanding consumer mortgage and short-term credit now represents about 
15 per cent of disposable personal income. 


FEDERAL POWER FACILITIES ¢ The Administration is not too sympathetic toward pro 
posals to sell federal power facilities to private industry. The proposals have been made by 
the U. S. Chamber of Commerce, the Farm Bureau Federation, and former Defense 
Mobilization Director Charles E. Wilson, among others. Most specific action has been 
taken by Rep. Frederick R. Coudert, Jr. (R., N.Y.), who has introduced two resolutions 
in Congress, which provide for an investigation into federal enterprises that compete 
with private industry, with a view toward eventual disposal. 

Administration viewpoint is that such moves are not politically feasible. Assistant 
Interior Secretary Fred G. Aandahl, in charge of water and power agencies, and former 
North Dakota governor and congressman, says: “The public will be just as critical 
of big business for trying to gobble up these government assets as it now is of the 
government for trying to expand power activities beyond the limits of propriety.” 

Aandahl is vigorously critical of Roosevelt-Truman hydro-power policies during the 
past two decades. “The Eisenhower Administration,” he asserts, “inherited a federal 
power structure conceived with the ultimate objective . . . a completely federalized 
generating system and a fully monopolistic marketing situation.” 

Here are Aandahl’s views—and presumably the Eisenhower Administration’s—on 
federal government responsibility for power development: 

1. Fullest possible power development by the federal government in connection with 
huge multi-purpose projects, which do not lend themselves to development by private 
enterprise or local governments. 

2. On marketing, the distribution systems should be retained in the local com- 
munities; energy from federal projects “should be dropped into communities and dis- 
tributed by whatever system is in operation.” 

3. The preference clause is “basically and fundamentally sound,” but must not be 
administered to foster the cause of public power. 


PRIVATE ATOMIC ENERGY DEVELOPMENT e¢ The White House has approved a plan 
for private use and development of atomic enegry. Legislation will be recommended by 
the Atomic Energy Commission to Congress that would end the government's monopcly 
The Joint Congressional Committee on Atomic Energy will soon consider these pro- 
posals to authorize AEC to sell, lease, or loan fissionable materials to private industry 
to design, construct, and operate atomic reactors to produce power. Some AEC officials 
predict that the gradual impact of atomic power on industry will be comparable to the 


internal combustion engine's. 


LABOR LAW e The Senate Labor Committee is seriously considering the exemption of 
the construction industry, small business in general, and electric utilities from the Taft- 
Hartley Law. The theory is that building trades, small business, and the utilities are 
predominantly local activities, and that Washington should get out of their affairs. 
The exemption would force the states to handle their own labor troubles. 


( Washington, D.C—May 1, 1953) 
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APPLETON REELITE 
Pozttive Safety 


FOR PLANT AND PERSONNEL 


Automatically Takes Up, Pays Out Conductor Cable 





TYPE ‘‘YS” 
FOR TRAVELING 
HOISTS 


The Appleton Type “YS” Reelite for traveling hoists 
is built with a swivel base, permitting cord to be fed in 
any direction. Mounted at the mid-point, a Type “YS” 
Reelite equipped with 45 feet of cord will serve a 
stretch of track 90 feet long, straight or curved. 

The Type “YS” Reelite eliminates the necessity for 
exposed current collectors, trolleys or wires. Outer cover 
easily removed to service brushes and power spring, or 
to make solderless line connections direct to terminal 
block. Oil-less bearings at all points of rotation. 


RATING: 15 Amperes, 550 Volts A.C.; 250 Volts D.C. 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue * Chicago 13, Illinois 

Field Engineers in all Principal Markets 


SEND TODAY for free copy of new Bul- 
letin 504. Fifty full pages describing 
Appleton Reelites shown here, plus spe- 
cial types and combinations for power 
tools, air and liquid lines. 











=: A= REE BEacerans 
> 


Now...A GREAT 
New APPLETON REELITE 


Here's the new, a// new, Appleton 7S Portable Reelite— 
an automatic cord reel that takes light right where it’s 
needed, in carloading, stock-keeping, machine inspec- 
tion, building maintenance—on hundreds of jobs that 
require bright, safe, movable illumination. Now equipped 
to swivel continuously in either direction. Keeps cord 
reeled up out of the way. Positive stop action holds cord 
at desired length—re-reels cord when job is done. Avail- 
able accessories include six types of hand lamps, machine 


tool connector body or key socket. 


CONSTANT DUTY TYPE 
FOR HEAVY JOBS 
Carries smooth, uninterrupted power 
to moving electrical machines. Auto- 
matically winds up and pays out rubber 
covered cable to cranes, hoists, eleva- 
tors, lifting magnets, generator sets— 
heavy mobile equipment of every kind. 
Pays for itself in efficiency, safety, cable 

protection. 


ConpuIT FITTINGS « LIGHTING EQUIPMENT » OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 





“Cut costs with Buckeye Conduit-- 


it bends so uniformly!” 


MIDWEST CONTRACTOR TALKS ABOUT 
CONDUIT: “When I pay good money for 
workers, I want the utmost in production 
That’s why I use Youngstown “Buckeye” con- 
duit. My men bend and install “Buckeye” in 
short order without wasting precious time.” 


ELECTRICAL WHOLESALER DESCRIBES 
BUCKEYE CONDUIT: “My customers tell me 
that bending “Buckeye” evenly takes a mini 
mum of time and effort. This enables them to 
cut down on overtime work. As far as I’m con 
cerned, I recommend “Buckeye” highly.” 


Youngstown makes rigid steel conduit from start to 
finish. This enables Youngstown to control the 
complete manufacturing process which insures 

that each length of ‘“‘Buckeye” Conduit is made 
of topgrade steel. Since only high quality steel 
makes: for easy bending, it’s no wonder 
Youngstown “Buckeye” conduit is favored by 

electrical men. 
Shipments of “Buckeye” rigid steel con- 
duit are now being made from our con- 
duit mills at Indiana Harbor and Youngs- 

town. 














THE YOUNGSTOWN SHEET AND TUBE COMPANY S=*"!&tist — Yossonows 1, onc 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
sO) :10) 9.0; me 2:(@) 0) 0] Os Mure @1@). 90)0) & EPID | @) 0) Era.) « 0 2) 0 UCD 2 Wt -  - 7 0 st 100 (O70 Ou 8.0.1 O) Gan) 28.4 2) 
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All Advance core and coil assem- 
blies are completely enclosed in 
moisture resisting, dust-proof 
containers, die-formed or drawn 
from heavy gauge cold roll steel, 
thus affording sturdy, uniform 
construction. All containers are 
coated with a rust protecting, 
lasting black japan finish. Rubber 
covered cotton braided heat-re- 
sistant U. L. approved lead cable 
is firmly anchored to the coil 
leads. All external lead lengths 
are sufficient for easy installation 
without splices. 


The capacitors used 
in Advance Ballasts 
for power factor cor- 
rection and phase 
displacement are of 
highest quality con- 
struction. Rigid in- 
spection and tests 
ate conducted of all 
Capacitors of pre- 
scribed ratings. 


The core of Advance 
Ballasts is constructed 
of high-grade silicon 
steel laminations, 
stamped to close tol- 
erances and annealed 
and treated to insure 
low wattage core los- 
ses. Objectional noise 
emanating from the 
laminated core and 
shell becomes almost 
non-existent by the 
unique Advance meth- 
od of precision stack- 


CERTIFIED 








The Advance forced 
core design makes 
possible the proper 
placement of 8 riv- 
ets at the points of 
magnetic stress out- 
side the flux path, 
thereby providing a 
most efficient core 
and shell assembly 
that insures positive 
low noise level 


All Advance coils are 
precision- wound on 
rectangular cores of 
high grade varnish 
impregnated paper 
with quality annealed 
copper wire. Special 
ly designed high pro 
duction multiple coil 
winding machines 
insure firmly wound 
compact coils of 
identical size, shape, 
weight and charac 
teristics 








ing and riveting 





























To insure rapid heat conductivity and the consistency necessary to dampen 
vibration and noises, a compound containing a high percentage of silica is 
used in each Advance Fluorescent Ballast. Complete and careful filling of 

each unit seals out moist- 


ure and increases insula- 


WORLD'S LARGEST MANUFACTURER 


ee Eiclusively es 


PRODUCTION OF FLUORESCENT BALLASTS 


ale BS all“ ut CHEESE ADERESS: 


1122 W. CATALPA AVE, CHICAGO 40, ILL., U.S.A. 


tion resistance, thus 


Apvance 
TRANSFORMER 
CO. 


insuring quiet, trouble- 
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MOVES AHEAD... 


ght CABLE 


GENERAL CABLE 
1 BS UNS 


me 
a>? 


Pt He Only through alertness to industrial growth can a manufacturer antici- 
pate the demands of a fast moving industry. And so it is at General Cable — for 
over 70 years a dependable, ever-expanding source for thousands of different 
wire and cable products. With one standard of quality—the highest possible— 
General Cable’s vast service and manufacturing facilities stretch across America 
to make fast delivery an actuality on every construction job—in every section of 
the country. 


When considering wire or cable, specify General Cable! 


Siz 
“More Power: “) to You's 


GENERAL 


BLE 


EXECUTIVE OFFICE: 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK © SALES OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 


~ > 


cA 





Step Down 
High Voltage 


\ 
2) 


ety at’ 


TyPe «3 





with y 
TRE Pa _< rr ve 


} 


} Enamel baking oven rated at 12 Kw. Jefferson Trans- 
former steps down 480 volt oven voltage to 110 volts 


for the control circuits 





Jefferson Transformer with built-in Overload Circuit 
Breaker supplies 115 volts for lighting and con- 


venience outlet 


Jefferson 
Transformers 


Jefferson Power Circuit Transformer mounted directly 
on machine stepping down 460 volts to 115 volts for 
control circuit and machine lights. Note Overload 
Circuit Breaker with Reset Button. 


a ad : . : 
Quick conversion of “transplanted” machine to new || 
voltage is possible by installing compact dry-type 

Jefferson Transformer to allow operation on this j 


§ plant’s 460 volt supply 


SR “ae J 


SUPPLY LOW VOLTAGE WHERE YOU WANT IT— ECONOMICALLY! 


Jefferson Power Circuit Transformers installed at the 
point where low voltage (115-230V) is required elimi- 
nate long secondary feeders, save copper, conduit and 
maintenance. You improve voltage regulation, elimi- 
nate secondary voltage drop. Save money by taking 
advantage of the economies and efficiencies of modern 
high voltage power distribution. 


Installing Jefferson Transformers is fast and easy. 


Sturdy mounting brackets, roomy wiring compartment 
and 12” and %4” knockouts are provided. The small 
compact design permits mounting directly on, or near 
machinery or other point of low voltage use. Relocating 
is as easy as Moving a switch. 

Stock Sizes: 50 V.A. to 15,000 V.A. — 460/230 V. 
Pri. — 230/115V. Sec. — 575 V. Pri. — 230/115V. Sec. 
Listed by Underwriters’ Laboratories, Inc. 


JEFFERSON ELECTRIC COMPANY 


qs) 
AEA ASS 


a) Jefferson 


Bellwood, Illinois 


Transformers 


SOLD THROUGH LEADING WHOLESALERS 


ELECTRICAL WHOLESALING—May, 1953 











Years Ahead \N DESIGN 












FLO-LINER 


THE NEWEST ADVANCE IN 
FLUORESCENT LIGHTING FIXTURES FOR 
SCHOOLS, OFFICES, STORES AND PUBLIC BUILDINGS 





 Tomorrow’s fixture today — 
the new Wheeler FLO-LINER 
combines high efficiency 
and smart styling with 
unique maintenance ease 
and economy. When 
detached, louver assembly 
is automatically suspended 
below channel by supporting 
chains — allows quick, 
easy access to operating 
equipment. Amazingly 
flexible — 2 lamp and 4 lamp 
units available for both single 
pin and bi-pin lamps! 
45° CROSSWISE SHIELDING — provided by 
the unique use of a plastic center panel which 


85% EFFICIENCY 
gives comfortable shielding to this shallow, 
smartly styled unit. 


translucent 

plastic side panels and center panel 
give low brightness for more comfortable 
seeing and high efficiency. For further seeing 
National Association of Electrical Distributors 


45th Annual Convention 
Conrad Hilton Hotei — Chicago, Illinois 


VISIT US AT BOOTH 40 


comfort, 51% of the light is directed 
above the horizontal and 34% below. 


EASILY JOINED — in continuous 


rows by simply joining ends together 
with two screws which are 


Wrage supplied. Units may be 

tm suspended from pendant stems 
{ a ai Distributed Exclusively Through Electrical Wholeselers 
\@ s) WHEELER REFLECTOR COMPANY 


or attached directly to ceiling. 
| 278 Congress Street Boston 10. Messechusetts 
Th" REPRESENTATIVES IN PRINCIPAL CITIES 


How to prolong the life of wire 
and cable by proper storage 





Protect cables from the weather. Moisture is especially injuri 

ous to fibrous coverings. When stored out-of-doors, if 

they become wet and then freeze, they will be weakened 

and the saturant will flake off. In humid weather, mold 
growth is accelerated, weakening the covering and making it 
easier to damage the cable during installation. (Rubber and 
thermoplastic insulated and jacketed cables may be stored 
under moderately humid conditions.) The larger sizes of 
fibrous covered and rubber jacketed cables and all lead- 
sheathed rubber insulated cables must be stored on reels 
which must be properly lagged—or the cable must be other- 
wise suitably protected against mechanical damage. Reels 
can be stored out-of-doors if the cable is protected against 
sun and weather, and the ends are properly sealed 


Reels should be kept off the ground, so that moisture will not 
harm the cables, reel flanges and lagging. Sound reels 
are easier to handle and there is less chance of injury to 
the cable as it is removed from the reel. 


Don't expose wires and cables to extremes of temperature. Chemi- 
ca] reactions occur at a higher rate at high temperatures 
than low. The greatest deterioration of low-voltage cables 
is due to chemical changes, oxidation or internal changes 
in the compound itself. Never store reels in the boiler 
room unless you use a fan to blow hot air away from the 
wires and cables. It’s best to store cables at room temper- 
atures indoors out of direct sunlight. Rubber insulated 
cables may be stored and handled without damage at 
the lowest temperatures ordinarily encountered, but 
thermoplastic synthetic insulated cables should not be 
handled at temperatures below —10 C. (14 F. 


Coils should be stored one layer deep on the floor or shelves, with 
the axis either horizontal or vertical. To save space, they 
may be stacked, but not more than 5 coils in height 
otherwise there is harmful pressure on the insulation 
Don’t remove brown paper or box that protects against dust 


and light until used. 


Rubber insulated fibrous covered, rubber jacketed or lead-sheathed cables in storage should 
never be bent to a diameter less than I.P.C.E.A. recommended diameters 
Never let coils or reels drop more than a few inches. Always roll a reel in the 
direction indicated by the arrow on the flange. When rolling an unlagged 
reel, put planks under the flanges to avoid pressure on the cable. Coils, reels and 
spools should always be rotated when wire and cable is removed to avoid twisting 


the cable 


DO YOUR CUSTOMERS A SERVICE—SEND THEM REPRINTS OF THIS PAGE LET US KNOW HOW MANY YOU WANT. 


UNITED STATES RUBBER COMPANY << 


Electrical Wire and Cable Department 


ROCKEFELLER CENTER 


NEW YORK 20, NEW YORK 
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Now -—capture the panelboard market with 

















YOU'LL REALLY see sales soar when you give 
instant delivery on panelboards. And you can do 
this easily! Just carry a stock of chassis and com 
ponents of Flexunit Plug-In Power Distribution 
Panelboards and Stab-lok NSTB Panelboards for 


lighting and small power loads. Then your cus- 


ert 


away with the required panel 


important too, Federal Noark 


tomers can walk 
board assembly 


Panelboards sell at lowest prices 


FEDERAL ELECTRIC PRODUCTS COMPANY 
50 PARIS STREET, NEWARK 5, N. J 


Visit us at Booth #167, NAED Convention, Conrad Hilton Hotel, Chicago, May 24-29. 





FEDERAL NOARK 
NSTB PANELBOARDS 


With single and double pole 
Stab-lok Circuit Breakers your cus 
tomers can meet any NSTB re 
quirement up to 42 circuits. Noark 
design cuts installation costs. 41/2 
gutters make wiring easy... in 
terior is quickly removable for 
speedy wire pulling. Trim lines up 
automatically. Polarity sequence 
bussing provides flexibility for 
almost any circuit requirement 


Literature is always avail- 
able to help Federal 
Noark distributors 





boost sales. 











Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, 
industrial Circuit Breakers, Panelboards, Switch- 
boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 
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FEDERAL NOARK FLEXUNIT 
FUSIBLE PLUG-IN DISTRIBUTION 
PANELBOARDS 


These panelboords are made in o 

range of five standardized surtace 

binet ir sizes of mains 

400, 600 amp.) The full line 

of 30, 60, 100, 200 amp 

provides for any required com 
bination of circuits 


three 


plug-ins 


There's effective, up-to-the 


minute printed material 
P 
” - oh 


on every type of 
Federal Noark product 


ie 2 OE 38 5 oS 


NOARK 














Cat. 633-618 Flush or Surface 


“General brings you a “Main and Range Plus”! The quadruple 100 Amp. main lugs feed 4 pull- 
outs connected in parallel. One 


pullout unit that actually plans for the future. Not only does this 


all-in-one unit take care of today’s wiring requirements . . . it 60 Amp. functions as a main dis- 
connect for eight 30 Amp. plug- 


anticipates tomorrow's needs. Eliminates costly auxiliary wiring 
fuse branch circuits and the 60 


equipment, and unsightly additions. The “General Quadruple 
agli sitted G P Amp. sub-feed lugs. Three addi- 


Pullout unit is neat, compact, thoroughly dependable. It saves you 

P gmy cep Y tional pullouts (one 60 Amp. and 
time and materials . . . at a price you want to pay. No wonder noe 3D fap) conte epalionens 
wholesalers and contractors all over the country are saying: such as, Ranges, Water Heaters, 
Switch to *Gpneral today! Available everywhere exclusively Dryers, etc. Other combinations 


may be ordered. 


Sales Offices n e rea 7 
Write for 


in every os rite 
Major City Switch Corp. cetalog 


through wholesalers. 


45 ROEBLING ST. - BROOKLYN 11, NW. Y. 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE EQUIPMENT e BRANCH CIRCUIT PANELS 
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— SALES 


CORNISH WIRE COMPANY, ic 


@ATLANTA ‘ P - r iNA auaaae 
@OALLA C . T DENVER KANSAS Ty _ § ANGELES @MINNEAPOL 
50 Church Street, New York 7, N. Y. SPI ADEUCPHIA @ ROCHESTER st: 10urs sant SRANCISCO @ SEATTLE 


REPRESENTATIVES ——— 








WESTINGHOUSE DISTRIBUTORS: 
Here’s where product design 


becomes your star salesman 


Westinghouse provides strong selling help for its 
distributors by designing products that consistently 
give more customer benefits. 


For example, the new Westinghouse NPLAB 
Plug-In Panelboard answers users’ needs for modern 
and economical circuit protection. Check these 
leading sales features: 

1. Industry’s first quick-make, quick-break 
De-ion™ circuit breaker panelboard ... at 
new, lower prices 

. Both panelboard and circuit breaker are 
smaller—saving critical space, yet providing 
same Circuit Capacity 

. New plug-in breaker simplifies installation 
and wiring 

4. Snap-on covers for neutral bar and main 
breaker cut installationand replacement time 


By engineering standout features like these into 
every product, Westinghouse is able to demonstrate 


them dramatically. This is being done with such 
aggressive selling helps as the Life-Line Starter 
blindfold test, product feature aids and sample 
product demonstrators. 


Additionally, the Westinghouse product story 
is being told with powerful national advertising. 
Each year these ads reach out to pre-sell your 
customers and prospects in the industrial and 
commercial markets. 


And supporting the entire program is expert en- 
gineering assistance. Westinghouse application 
engineers are ready to help you and your customers 


on any application or installation problem. 


For complete information on the new NPLAB Plug- 
In Panelboard, get in touch with the Westinghouse 
Panelboard Application Engineer in your area. Or 
contact the Agency & Construction representative at 
your local Westinghouse Office. Westinghouse Elec- 
tric Corp., P. O. Box 868, Pittsburgh 30, Pa.  J-94968 


you can 6€ SURE...1¢ its 


Westinghouse 


Dramatic Demonstration. Blindfold test helps salesmen 
demonstrate how Westinghouse Life-Line Starter design 
simplifies installation and maintenance. All parts are 
front-removable —can be taken out by blindfolded man. 


Product Feature Aid. Cutaway bearing is used effectively 
to show design feature of Westinghouse Life-Line* 
Motors. Ball bearings are pre-lubricated and perma- 
nently sealed against dirt and moisture. *Trade-Mark 
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New Westinghouse NPLAB Plug-in Panelboord has been 
designed for both modern and economical circuit pro- 
tection. Panelboard and circuit breaker require less 
space... yet provide same Circuit capacity. 


TTA oa Ys ys 


Sample Selling. Here, product demonstrator features 
design advantagés of Westinghouse Shallow Surface 
Luminaire Type SC. Louver hinges from either side for 
easy relamping. Side panel slips out for easy cleaning. 
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PROVEN QUALITY ... FOR YOUR 
INSULATED WIRE REQUIREMENTS 


TW Building Wire 

Machine Tool Wire 

Thermostat Cables 

Asbestos Fixture Wires 

Switchboard and Boiler Room Cables 


Write 
Dept. EW-5 Apparatus, Motor Lead, Power Cables 


for illustrated 


Asbestos Stove Wires 
catalog. 


Flexible Cords and Fixture Wires 


Sold through recognized electrical wholesalers. 


WE'LL SEE YOU AT THE N.A.E.D. CONVENTION 
BOOTH NO. 105A * MAY 24-29 * THE CONRAD HILTON, CHICAGO 


RHODE ISLAND INSULATED WIRE CO., INC. 
50 Burnham Avenue, Cranston, Rhode Isiand 
National Sales Offices: 624 South Michigan Avenue, Chicago, Illinois * HArrison 7-6050 
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Wonderful news about 
ILG’s new, competitively 


priced kitchen ventilator! 


I. is with pardonable pride and unrestrained enthusiasm 


that I can now tell you [LG has accomplished the well- 


nigh impossible! 


As you know, our Company was the originator of electric 
ventilators for kitchens, bathrooms, laundries, and recrea- 
tion rooms. Since those early pioneering days, [LG has had 
the best-known name in home ventilation . . . the most com- 
plete line of equipment for this purpose... and the repu- 


tation for highest-quality products. 





But... and this was a stickler in the highly competitive 
builders’ market... this premium quality demanded a higher 
price than many builders wished to pay. As a result, sales 
in the lower segment of the market went to competition 
which had only one thing to offer—price. Our products New ILG LC8 — designed to make history as 
went into homes where top quality was respected. the finest, quietest electric ventilator ever developed. 
Now, however, our engineers have performed a near Now you can go after every builder, every home- 


miracle, Starting out with an utterly new design, planned owner. Call our Branch Office for a convincing 


for modern manufacturing methods, they have come up demonstration... get new selling helps and prices 


with an 8” fan which is the hottest thing I have ever seen. schedules... and take advantage of this unparal- 


P : : : leled rtumity : , , 
At full capacity, it operates so quietly you can hardly hear d opportunity to build real volume and profits in 
; cenues , home ventilation! You can’t miss! 
it purr. By an adaptation of our “Q” wheel, capacity has 


been increased to 425 efm—and this rating is certified under 4 Send coupon—attach to your letterhead and ne 
; <A\t ail today for complete details on this re chacerte Coating 
Os 


the NAFM Seal of Certified Ratings, also Commercial ) markable new ILG Electric Ventilator 


Standard 178-51 issued by U. S. Dept. of Commerce. Yet 


i » _ PTS sate e » . tits . ragtge f 
this new LC8 meets or beats eve ry competitive price. ILG ELECTRIC VENTILATING CO 
2822 N. Crawford Ave., Chicago 41, Illinois 


| Send the complete story on your new LC8 model 


J 


Firm Name 


etna netted 
e * i 
Individual 
a 


Address 


ILG ELECTRIC VENTILATING CO. 
2822 North Crawford Ave., Chicago 41, Illinois 
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USED FOR THEIR @ 


QUALITY & 


FRDM 
MOBTEN 


WAGNER Malleable Electrical Fittings are tough, ac- MET AL 
curately cast, precision threaded, perfectly finished and 

quality inspected. Every step in their production is done 7 

in our own foundry under complete chemical laboratory 

control. FIN HED 


There never is a variance in the quality whether a few or 


many of one kind is ordered. PRQRUCT 


WAGNER MALLEABLE PRODUCTS COMPANY 


222 W. Adams St. Chicago 6, IIlinois 
Foundry and Plant Decatur 60, Illinois 
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hourtime 


visit us! 


May 24 thru 29 
NATIONAL ASSOCIATION i eatin: watabiaeiittiins, 


and the skill born of thorough experience, 


eM S72" for fr producing the 


industry's outstanding line of electrical 
supplies. Quality controlled from raw 
materials to finished goods, Rcyal prod- 
ucts add the crowning touch to our 
customers’ sales efforts. 

ONE SOURCE for a special requirement 
or a complete line of electrical specialties 


a . . » buy ROYAL — you can’t sell better! 


| ROYAL ROYAL ELECTRIC COMPANY, Inc. © Pawtucket, Rhode Island 
me 


Y i” © CORD SETS * WIRING DEVICES 


FUSES *© DECORATIVE CHRISTMAS LIGHTING 


Conrad Hilton Hotel. 
Conference Booth +79 
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°NEW LISTING! 
°NEW LABEL! 


¢NEW RANGE OF 
APPLICATION! 








“)/ Fits like a 
fuse in any 
standard 

Edison base 
fuseholder! 


FOR RESIDENTIAL, 
Produced in Three Ratings— 


yen 


“No need to fuss with blown out fuses! Millions of homes 
can now afford this new permanent circuit protection! 





BREAKER: 


Now Listed and Labeled as a “Circuit Protector” by 
Underwriters’ Laboratories, Inc.! 


MAGINE a Circuit protective device so basic in concept, yet so revolu- 
I tionary in design and operation that an entirely new product classification 
had to be established in order to permit its proper listing by Underwriters’ 
Laboratories, Inc. Well, that’s MINI-BREAKER! Because, though it fits like 
a fuse in any standard Edison base fuseholder, new MINI-BREAKER actually tavon man 


moves (owla! 


MC TUsTONS Hemeet 


provides permanent protection against overloads and short circuits! Nor is {aren rem 


it just another variation of conventional circuit breaker design. Because, fs ruomone 
. *.9 . * ¢ ° ° ertuem sree 
while it’s capable of meeting the most rigid test and operating requirements, 


MINI-BREAKER has no switch mechanism, no intermediate position. 


INSIDE MINI BREAKER! 25 precision built part 
carefully assembled and permarently enclosed 


That's why, after careful analysis, a new classification had to be created 


That's why, today, MINI-BREAKER is the only device of its kind listed as a within a durable, protective insulating case 


. : - s _ 7. Only two movable ib- assemblie and 
“Circuit Protector” suitable for both branch and main circuits the only these operate only when required to break 


and make the iv t 


device of its kind now bearing the label of Underwriters’ Laboratories, Inc 


Easy to Install, Simple to Reset! dangerous overloads and short circuits it positively will not maintain a circuit 
No wonder MINI-BREAKER takes a tripping instantly on “shorts”, that has not been cleared of the con- 
I onde I . ake ‘ . 

how ac “ teeet eaneeiieaiin to but with a built-in time lag for han- dition that caused the interruption! 

« a , 4 rCC >< ° : 


dling temporary starting loads and . ? 
stalled permanent circuit protective ‘8 ay oo dane rl WANT MORE INFORMATION ON Mini-Breaxer 
device on the market today!” Anyone ine surges renever an interruption Regardless of what vour interests may 
can install MINI-BREAKER in a matter OCCUFS, however, service can quickly be, we'd like to tell you more about 
; ee be restored . . . normally within 10 ; o ne , / 
of seconds simply by screwing it into a merely by pressin 2 nd nlc Mactan 
, ¢ T seconds... Te ’ -ssing | « "gue ] 0 *tte > 

an Edison base fuseholder. No addi- BP iaddé sienticbe tg Sage request on your company letterhead 
j releasing the reset button. Simple! Yet, or the coupon below will 

tional equipment required, no special . 
: ' in spite of its quick recovery, MINI- bring you the complete story by 
wiring or rewiring necessary! Anyone 


; BREAKER is 100° trip-free. That ts, return) mail 
can reset the device to restore service. 


MINI-BREAKER is a rugged, precision ’ y ’ To ’ va Cy 
built circuit protector. Dependable in M ECHANICAL PRODUC TS, INC, \ 


operation, too. It safely interrupts all 1824 RIVER STREET « P.O. BOX 116 « JACKSON, MICHIGAN \n eA pp 


COMMERCIAL, AND INDUSTRIAL USE! 
15, 20, and 30 Ampere—for A. C. Service to 125 Volt Max 


MECHANICAL PRODUCTS, INC., Dept. 10> 
1824 River St. + P.O. Box 116 * Jackson; Michigan 


Gentiemen: Please send me the complete 
MINI-BREAKER story at once 


COMPANY 


ADDRESS 


! 
i 
| 
! 
| 
| 
NAME 
| 
| 
| 
[ 
! 
f 


CITY. ZONE STATE. 


tn industry, Mint-BREAKER meets maintenance y 
needs, plus new product design requirements. Se ee ee EE SES Se a 





Investigate C&E om SAFETY PRODUCTS 


THE BROADEST LINE OF ELECTRICAL SPECIALTIES 
EACH CaE (ericson) ITEM 18S A LINE WITHIN ITSELF 


ALL KINDS OF PORTABLE LAMPS ALL-RUBBER SAFETY PLUGS AND 
CORD CONNECTORS 
Many sizes, for both heavy duty and 


standard service. Several kinds of 
Flexible shanks 


guards, available also as separate and Cord Grip 
items. Sockets with or without CGE ' Bee as ae. 
Cord Grip Clamp. Complete line of gi gy — 


vapor-proof lamps. All-rubber (live) 2 nothing to 
. loosen. Sold sing- 
handles. ly or in combina 


ALSO, LAMP 
GUARDS ALL-RUBBER SOCKETS 


An almost limitless va- Keyless and switch sockets with remov 
riety of combinations of able inserts. Standard and heavy duty 
wire guards, non-rolling, service. With or without Cord-Grip 
reflector, heavy duty Clam 

and standard, open or P. 
closed end, hooked and 
inspection light guards. No. 4-W weather-proof heavy duty 
Tubular and vapor-proof socket with standard leads. Also avail 
guards with reflectors able with various length leads 

for small-area use. 


No. 110-R INSPECTION LIGHTS 


insulated guard 











No. 70-N Standard and vapor-proot 

vapor-proof lamp. lamps to go through holes 
as small as 34” diameter 
With or without extension 
handles. Several guards to 
choose 


EXTENSION CORD REELS New No. 155 battery- 


operated light will go 
through ' 2” diameter 


25- and 45-foot models. Non-kinking, aoe 

non-fraying, sealed-in lubricant: no 

ratchets or pawls, but locks and re- EXTENSION CORD SETS 

leases at any point. Totally enclosed 

housing, but easy to clean or service. A distinctively CGE 
product, consisting of 
safety cord (any length 
or size), handle, plug 


STATIC ‘ and guard for user's 


choosing. Convenience 


DISCHARGE REELS outlet additional if desired 


5 ; : 
everal models, with varying cord Mesteated. 
a lengths, fill safety requirements where No. 7H040-R 
without wiring combustible materials are handled. 


device. Reel can 
he fasahied Numerous safety features protect user 





with any port- Not illustrated, but equally as important to the Ericson line 
able lamp. in additionally against danger of explo- and to users, are ae plug boxes, multiple outlet cords, 
—— = cord sets, cord protectors, test leads, broken iamp base re- 
movers, rubber handles and socket pullers. 

For 25 years the whole Ericson line, distributed solely through 
electrical wholesalers, has won and held their confidence. 
First to manufacture a rubber handle for a portable lamp 
guard, C & E (Ericson) has continually developed other items 
to meet every requirement of safety and protection for in- 
dustrial plants, mines, shipyards, railroads, public utilities, 
steel mills, packing plants, chemical plants, oil refineries, 
breweries, etc. Furthermore, our Engineering Department can 
evolve Special items to fill your exact needs. 


Write on your letter- 
head for our new, il- 
lustrated catalog No. 
53-W, giving com- 
plete information on 
the C&E (Ericson) 
line of Safety Prod- 
ucts. 











ERICSON MANUFACTURING CO. 
5209 Euclid Avenue Cleveland 3, Ohio 


CLEARER STIGUT CAN MAKE Feewe eee HT 
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True current rating 





is what counts in an 











I-T-E circuit breakers will safely carry full 
continuous current rating indefinitely 


A circuit breaker and a fusible switch may have the same con- 
tinuous current rating. But—there’s an important difference. With 
a fusible switch, the current rating is not necessarily the frue current 
rating of the complete device. This is never the case when a cir- 


cuit breaker is used, 


Here’s the important difference: 


1. Every I-T-E circuit breaker is tested and rated as a complete unit 
The rating permanently engraved on the breaker is the (rue cur- 


rent rating of a protective device, as well as of a disconnect device 





An enclosed fusible switch is tested and rated as a switch alone 
If tested as a unit, complete with conventional fuses, it would 
not carry its full-rated current continuously. The heat generated 
before the fuse would blow could be terrific; the switch portion 
Here’s sure-fire sales ammunition you can might not stand it 

use to maximum advantage. Here's further 
proof that performance-wise—and often cost- 
wise—I-7T-E Circuit Breakers provide 
outstanding benefits. 


That’s why the National Electrical Manufacturers Association 
recommends that “fused switches should be selected so as to have 
a rating at least 50 percent in excess of the load, lor continuous 


duty.’ Circuit breakers, however, are taken at “face value.” 


Result: for many applications that require a fusible switch to be 
of a given current rating, a circuit breaker of a lower current rat- 


ing can be employed to do the same job 


INDIVIDUALLY ENCLOSED CIRCUIT BREAKERS 
1-T-E CIRCUIT BREAKER CO. * 19th and Hamilton Streets, Philadelphia 30, Pa. 
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GET EXTRA VOLUME FAST 
WITH GREENLEE 
TIMESAVING TOOLS 





Greenlee Hydraulic Conduit Bender 


Easy to sell because it’s the number one choice of 
electrical workers. Conduit installations go faster 
... meat, tailor-made jobs result every time with a 
Greenter Bender. Many owners report labor sav- 
ings from 50° to 90%... and the cost of many 
manufactured bends and fittings is eliminated. For, 
with the GRrEeNLet , one man in but minutes makes 
smooth, accurate bends in pipe up to §”, rigid and 
thin-wall conduit, tubing and bus bars. Compact 
and portable, the Greenvee Hydraulic Bender can 
be casily and quickly moved for on-the-job bending 
exactly where and when wanted! Users say it often 
pays for itself on the very first job. 


= ~GDGoo0on 
ee eo nee 
iG ar ‘> 


Boring Tools F.. quickly making clean, 
smooth openings for conduit and wiring. The 
Knockout Punches and GREENLEE line includes Electricians’ Unispur and 
Solid-Center Auger Bits, Bell Hangers’ Drills, Exe 
Hydraulic Punch Driver passiee Gin aid te Cements iniiriehes 
Quick, casy way to make knockout colargements 

for 4" to 4” conduit. Simply inserts GREENLEE 
Knockout Punch in knockout or small! drilled hole, 
then curn with an ordinary wrench. For an even 
Hand Benders for Tubing ante, SUNY Cee eyed, drive de 
Punches with powerful, portable GREENLEE 


trlv { a ma fius bends to 
f Hydraulic Driver shown below. 


ung. No flatt g or « 
nders are especially a | 

» fit sharp corners, 

Eliminates need for Cable Puller Easy-operating, compact 
tongs. Various sizes unit for 7,500 pound pull. Fastens direct to conduit 
and hand pa tools to GREEN- for pulling i with conduit no loosened 
LEE Hydra Bend to kly stom mak- hangers. Attachment available for concealed con- 


ing” complete conduit installations raght om the job, duit work. 








See us at the Convention, May 24-29 .. . Conrad Hilton, Chicago . . . Booth 175 


OTHER GREENLEE TOOLS THAT BOOST SALES. .. Joist Borers @ Spiral 


Screw Drivers @ Automatic Push Drills @ Hydraulic Pipe Pushers @ Chisels and Gouges @ and many GRE LEE 


more, Get complete sales facts, catalog pages, prices, etc. Write Greenlee Tool Co., 1845 Columbia 


Avenuc, Rocktord, Illinois, 
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SUT 


MEKOH 


—— 


it’s here! | colorline €.M. 


Raceway becomes traceway 
See it bend it...test it yourself! 
Electricians asked for it 


NIKOH deve loped it 


B ja 
& 
iu = 
4 oy 
—_ 





See Nikoh colorline €.M.1. at 


May 24 to 29—The Conrad Hilton — Chicago 
or call your Nikoh distributor 


or sales representative 


NIKOH TUBE COMPANY 
A ae 5000 S. WHIPPLE ST., CHICAGO 32, ILLINOIS 
P GROVEHILL 6-6500 

a, & “15 
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the N.A.E.D. Convention — Booth No. 13 | 
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ELECTRONIC EQUIPMENT — 


/ 
CONTROL CIRCUITS— 
MOTORS, GENERATORS— 
ELECTRICAL’ DEVICES— 


used increasingly throughout industry for sensitive 
indicating and control applications. 


whether built into your products, used in your proc- 
essing, or rigged up in the lab. 


as well as relays, transformers, and similar electri- 
cal mechanisms. 


of all sorts...either at the test bench or right in 
the shop. 


@ Yes, you can check just about any circuit from sensi- 
tive electronic equipment to electrical motors with this 
Weston Model 785 Industrial Circuit Tester. Here, in 
one case, is all the equipment you need for most circuit 
testing: 


D-C VOLTS: 0.1/1/10/50/200/500/1000 volts. 

A-C VOLTS: 5/15/30/150/300/750 volts. 

D-C CURRENT: 50 microamps; 1/10/100 milliamps; 1/10 amps. 
A-C CURRENT: .5/1/5/10 amps. 

RESISTANCE: 0-3,000/30,000/300, 000 ohms; 3/30 megohms. 


Other features not available in testers of this type in- 
clude: unlimited current measurements with the use of 
external transformers or shunts—voltage and current 
circuits completely isolated to provide greater flexibility 
and meter protection — potential and current connections 
can be made simultaneously. ’Phone your local WESTON 
Representative, or write-WESTON Electrical Instru- 
ment Corporation, 617 Frelinghuysen Avenue, Newark 
5, New Jersey. 


WESTON Yxumenll 
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Insulated 
Conduit 
Bushings! 


Top quality and economy 
go hand and glove with 
UNION'S integrated pro 


duction 


All operations under one 
roof, from raw material 


to distributors stock. 


McGRAW HILL 
ELECTRICAL 
CATALOGS 


7 a ee 
Vie a 
Ragen) oe Wee 
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SMALLER... LIGHTER... 


REPLACES 3... 


How to get smaller, quieter fixtures 
with the new G-E Clamped Core Ballast 


You can reduce the weight, size and noise level of your small fluo- 
rescent fixtures by equipping them with General Electric’s new 
cl Una yye d core ballast. 

You can streamline your ballast stocks and simplify your ordering 
heeause the new clamped core ballast is designed to replace up to 
nine previous -E i lings (three case sizes). 

You can solve design and production problems with the compact 
clamped core ballast because its universal mounting clamp allows 
you te iastall it in any postion, 


\nd for partially open fixtures which must meet ‘suitability of 


enclosure’ requirements for U.L. listing, you can order G.E.’s 


clamped cove ballast with a metal lock-on cover, 

Phi loel on cover is a unique feature of Gz. 3 clamped core 
design. Tt lets you incorporate savings in size, weight and cost into 
nearly every type of small fluorescent fixture except those which 
are open ol “wide open” that is, where the ballast is directly 
exposed either to air or to the fixture mounting surface. 

In sign ppl itions, the G-b clamped core ballast with lock-on 
cover is considered by Underwriters’ Laboratories to be an enclosed 
unit, and can be used as encased and compounded units have been 
used previously. Most other small fluorescent fixtures which have 
reasonably close fitting joints and seams and no openings except 
those needed for assembling and mounting can use the clamped 
core ballast with no extra cover whatever. 

For detailed information on how you 
can use the new G-E clamped core 


Gf? Re ballast to make your fixtures smaller, 
a < 


s ohte ‘ter. ¢ ; » near. 
“7” 1878 1953 a lighter, and quieter, contact your neal 
7 Se est G-E Apparatus Sales Office or 


May! ARS OF ELECTRIC Mee authorized G-E Distributor. Or write 

AY nisiialictataten Wl for Bulletin GED-1868; address Section 

~~, L* 112-104, General Electric Company, 
Schenectady 5, New York. 


You can faut your confidence n— 
GENERAL @@ ELECTRIC 


60 


COSTS LESS 
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shout LOW COST 
TRENGHWIRE 


for underground use 


Now is the time to be thinking of spring business. 
Get all the information you can NOW on the ad 
vantages of 


CRESCENT 
IMPERVEX 
TRENCHWIRE 


Approved by Underwriters Laboratories os Type USE Underground Service 
Entrance Cable. Conforms to NE. Code 


By all means, you and your customers should have 
complete information on this low-cost durable wire, of which tens of 
millions of feet have been installed over many years with an outstand- 
ing record of service. 


This Bulletin gives readily understood, technical information on 
the selection of the proper size of conductor, method of installation, ete., 
which you can pass on to Electrical Contractors. Their files are not 
complete without it. 


CRESCENT 


\ sesee J 


“ 


WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 


May, 1953—ELECTRICAL WHOLESALING 





...for Motorized Valves 


PYLE- 
NATIONAL 


PLUGS and RECEPTACLES 


*Triploc, multi-circuit series. 1, 2, 3, 4, 
6, 8, and 12 pole contact units inter 


h sable and reversible s ; : 
cinakal dans Memiaes dh pees ¢ Shorten out-of-service time 
steel with automatic lock or of cast 


metal threaded for watertight gasket be ¢ Assure proper reconnection 


seal. 2, 3 and 4 gang unit types for up 


to 48 poles also available Hi | ¢ Save time and labor 


ae 


Pyle-National’s safe, easy-to-handle 
heavy-duty plugs and receptacles quickly 
pay for themselves when used for 
connecting motorized valves or any other 
electrical equipment that must ever be 
relocated or disconnected for inspection 

or repair 


These prepolarized connectors not only 
eliminate the labor expense involved in 
disconnecting individual wires from 
junction boxes (or breaking soldered 
connections) and marking wires and 
terminals, but in addition, cut to a minimum 
the length of time valuable equipment 
is kept out of service 


The multiple-pole TRIPLOC series will 
handle any combination of power and 
control circuits. The heavy-duty QUELARC 
series will handle loads up to 200 
*Quelare, circuit breaking a Rat | amperes Indeed, there is a Pyle connector 
250 volts dic. 600 volts ac. 2,3, and oes Seen an ane 

explosion proof series for hazardous 


4 pole. Threaded cap, plain and hinged ar 
spring door housings. locations. Write for detailed literature. 





{ 


*Trademark Reg. U.S. Pat. Ott | 
MN — natignally through electrical distributors 


i — 


THE PYLE-NATIONAL COMPANY 
1352 North Kostner Avenue, Chicago 51, Illinois 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada 
EXPORT DEPARTMENT: International Rail Supply Co., 30 Church St., New York 
CANADIAN AGENT: The Holden Co., ltd., Montreal 


CONDUIT FITTINGS + FLOODLIGHTS + TURBO-GENERATORS + GYRALITES + MULTI-VENT AIR DISTRIBUTION 
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Business Index: 


NATIONAL PICTURE 





estimated 


—1947—49=|00% 
3090 —- Full-Line Wholesalers 
250 


200 inventories a po 


Ve “s. 
50 — / Neeronsy 


Nea oe 
100 


Sales 





INDEX (above) 
Feb. 1953 Jan. 1953 Feb. 1952 


107.6 97.0 99.8 
143.4 131.0 162.6 


Feb. 1951 


123.3 
119.9 


Sales 
Inventories 


1997-49=|00% 


—— 0 PPPRE rrr ek a ee ic 1. POLE IR 1 4d. 
1950 i951 





| 
INDEX (above) 


Feb. 1953 Jan. 1953 Feb. 1952 
142.6 150.1 151.8 
177.4 163.0 159.8 


Feb. 1951 
137.3 
135.0 


Sales 
Inventories 


1947-49= 100% 
_— 300 — Appliances and Specialties Wholesalers 








INDEX (above) 
Jan. 1953 Feb. 1952 
138.2 147.4 
157.0 162.8 


Feb. 1951 
225.0 
181.6 


Feb. 1953 
164.5 
158.5 


Sales 
Inventories 


SOURCE: 


inventories reported to the Bureau of the Census. March-April projection 
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Feb. 1950 


86.4 
92.1 


1947-49=|00% 


1953 


Feb. 1950 


93.7 
104.9 


1947-49 = 100% 


1953 


Feb. 1950 
156.3 
108.9 


Index positions as determined by ELECTRICAL WHOLESALING are based on dollar sales and 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS Sales Inventories 
FEBRUARY 1953 Per Cent Per Cent Per Cent Per Cent 


Change From Change From Change From Change From 
Jan. 1953 Feb. 1952 Jan. 1953 Feb. 1952 








NEW ENGLAND 





Full-line "e | 20 


Wiring supplies and 
construction materials ‘ + 3 


Appliances and specialties 1 T u e 


MIDDLE ATLANTIC 


Full-line 


Wiring supplies and 
construction materials 





Appliances and specialties 


EAST NORTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


WEST NORTH CENTRAL 


Full-line 

Wiring supplies and 
construction materials 
Appliances and specialties 





SOUTH ATLANTIC 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


EAST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


WEST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


MOUNTAIN 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 





PACIFIC 
Full-line 114 


Wiring supplies and 20 5 


construction materials 


+24 +10 


Source: Bureau of the Census 


Appliances and specialties. . 
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BULLDOG VACU-BREAK SAFETY SWITCHES 


wide open 
wiring spaces 





Extra-large wiring gutters are bul one of 
the any thoroughbred features which 


make BullDog Vacu-Break Safety Switches 





easier and cheaper to install and maintain 


BullDog’s silvered wire grips—cold-forged 
from pure copper for maximum strength 
and conductivity help make wiring in 
these roomy gutters a snap suave valu 


able time 





Unequalled protection is yours, too, witli 
BullDog switches because BullDog’s exelu 
sive Vacu-Break Arcing Chamber smothers 
dangerous ares before they can damage or 
heat up the contacts. And patented Clamp 
matic contacts mean bolt-tight) contact 
connections give vou a smoother opera 


ting, cooler swit« h. 


BullDog's simplified line of Vacu-Break 
safety switches handles all requirement 
Write today for free Bulletin SS-250 con 
taining complete information BuallDoy 
Klectric Products Company, Dept. WHE53 
Detroit 32, Michigan 


VISIT BULLDOG’S EXHIBIT AT THE 
N.A.E.D. CONVENTION IN CHICAGO 
MAY 24-29, BOOTH 96 


LLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMERT E L E Cc T R I Cc Pp R oO D U Cc T Ss Cc oO M PA N Y 
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buy 


on man Vee 
SILVALINE 


If you're looking for a longer-lived, more weather-resistant, 
more dependable service entrance cable — take a good long 
look at what Silvaline* Type SE with true URC Weatherproof 


protection offers you. 


GENUINE URC SATURANT — not an inferior substitute — makes Silvaline’s 
durable fibrous covering indefinitely resistant 


to weather. 


TOUGH NEOPRENE TAPE covers each individual conductor— 
increases resistance to moisture and weather . . . in 
2 colors, black and red — gives the preferred means 


of conductor identification. 


OVER-ALL MOISTURE-SEAL TAPE AND BRAID COVERING pro\ ides high 
resistance to deterioration and adds life to the covering. 


SILVER-FINISH COATING provides clean handling and an attractive surface 
... makes greatly improved base for house paint — 
permits use of URC saturant and finish without 
discoloring externally applied paints. 


Silvaline will sell itself to your customers, once you show it to the right cable for the job 


them. If you aren't already familiar with this outstanding 


service entrance cable, just ask your Anaconda Representative ey 
: SA ® 


to demonstrate its features to vou. Then you will see how easy 4 BE » 
, ; Meni, e's 2 Bhs 


it is to convince your customers. Anaconda Wire & Cable 
Company, 25 Bre vaudway, New York 4, N. Y. “Trademark 


WIRE AND CABLE 
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TIMES and TRENDS 


Is The Wholesaler On The Team? 


Actually this editorial should be entitled Chapter 2 of 
a discussion commenced on this page last month. If dis- 
tribution is the point of greatest difficulty in the flow of 
products from factory to user then its because of a lack 
of understanding and appreciation of the wholesale dis- 
tributor’s operation. Last month we attempted to clear 
some of the air by distinguishing between a full-scale elec- 
trical wholesale distributor and the self-styled distributors 
who do not make a constructive contribution to our 


industry. 
We have included three articles in this issue which 


develop additional thoughts concerning the responsibilities 
of manufacturers, wholesalers, contractors and dealers in 
producing, selling and utilizing electrical goods. We rec- 


ommend them to you 

Our campaign for a better understanding of the distribu- 
tor's place in our economy has been launched because we 
believe it is vital to all organizations in the electrical trade 
channel. With a competitive market growing stronger and 
stronger it is essential that the industry not waste its ime 
arguing about who is falling down on the job 

There appears to be a general realization that there must 
be a rise in private spending to offset an anticipated let- 
down in defense spending. Yet there is some concern in 
many informed circles today because even with an increas- 
ing population, high incomes and a desire for a continuing 
rise in the standard of living, customers indicate that they 
have a limited capacity to consume 

It is obvious that when supply commences to run far 
ahead of demand, something has to give. As the tension 
mounts and orders to the factory dwindle down to a mere 
trickle, there's a natural pressure to strike it off by blaming 
the wholesale distributor 

The cry that “wholesaler salesmen are nothing but 
order-takers” or that “wholesale distributors are backdoor 
dealers” simply denotes a complete lack of knowledge as 
to the operation of this important cog in the trade wheel 

There is much evidence today that the key ingredient of 
1 well organized, efficient partnership between the various 
branches of the electrical industry is missing. The weakest 
link in this chain along which electrical goods must travel 
appears to be intra-industry communications. All busi- 
nesses that manufacture a product have problems in main- 


taining production lines, sales organizations, rest arch and 


development laboratories when the economy commences 
a readjustment. The aim of these firms is, of course, t 
keep the products flowing smoothly and at satistactory 
volume from machine to user 

The wholesale distributor can contribute heavily toward 
this goal. Most of the functions performed by the whol 
sale distributor can be summarized as warehousing. selline 
and extending credit. But the wholesaler is qualified to 
perform another important function. A function that has 
not been utilized fully by the manufacturers. The whole 
saler is the best source of information concerning the 
demand and market for the manufacturers produc ts He 
is in the key position to offer valuable marketing assistance 

If a manufacturer has built a solid position with all his 
distributors and has informed them of his plans and goals 
then the distributor can and will produce a « ntinu us 
flow of marketing information back through the pipeline 
to the manufacturer . 

The distributor can offer advice on new markets and 
the acceptance of new products being contemplated, He 
can help level out the peaks and valleys in production 
schedules by offering factual information on demand. He 
can caution manufacturers about shifting markets, adjust 
memes in industry, changing tastes among consumers 
There's a wealth of information that the whol sale dis 
tributor—and only the wholesale distributor—can and 
will supply if he is made part of the team 

What the wholesale distributor and every man and 
woman in his organization has to say about plans, programs 
and products in the electrical industry packs quite ul 
impact in the area he serves. There are a number of firms 
in the electrical field that nave learned this fact and today 
enjoy an excellent standing for themselves and their prod 
ucts because the distributors and their entire organizations 
are proud of them, enthusiastic about their products and 
ready to put forth an extra effort on their behalf 

There is no trade channel that realizes more than the 
wholesale distributor and his salesman that scarcities can 
become surpluses within a matter of weeks. He's the vuy 
holding the bag 
paid for 


a warehouse full of goods that he has 


The problem of gearing national sales effort to a de 
clining economy requires a lot of headwork by all organiza 
tions concerned in moving goods. It needs penuin 
cooperation and a scientifically planned marketing progr im 


not a political goodwill program for the distributor 


Qa ee gee 


EDITOR 
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The Relationship between the 
ELECTRICAL MANUFACTURER AND WHOLESALER 


F anything should be crystal clear 

about the relationship between 

manufacturer and wholesaler, it's 
the importance of a real, well-defined 
partnership. 

Little has to be said about how much 
partnership means to both the manu- 
facturer and the wholesaler. To each, 
it 1s the only vehicle for expressing his 
vital interest in their common objec- 
tive—bigger and better distributor 
sales. To the wholesaler, an effective 
partnership sparks his whole sales ef- 
fort; to the manufacturer, it assures 
healthy arteries of distribution. Clearly, 
then, the establishment of a real, profit- 
able partnership should command the 
keen and constant consideration of 
both 

In building the right kind of part- 
nership, each partner must first adopt a 
proper attitude. Each must recognize 
that mutual understanding and con- 
fidence are the pillars of any successful 
relationship; and without goodwill 
and sincere effort, little can ever come 
of any partnership. This attitude must 
become and remain the guiding prin- 
ciple. For each partner, it can find its 
expression in an ever-ready willingness 
always to do “just a little more than I 
see as my share of the load.” 

e Shared Selling — Once on the 
sound ground of proper attitude, part- 
nership can be made a living, breath- 
ing reality by analyzing the joint re- 
sponsibility. Both manufacturer and 
wholesaler must realize that they share 
a responsibility to “sell” the product 
In this selling, each has separate and 
distinct functions which when fulfilled 
and coordinated will create the maxi- 
mum sales punch, boosting, of course, 
the sales volume. And just a little clear 
thinking will point up the necessary 


Mr. Noel is N.Y.-N.J. district field repre- 
sentative for the Burndy Engineering Co., 
Inc. Mr. McPartland is technical consult- 
ant for ELECTRICAL WHOLESALING and an 
assistant editor on Electrical Construction 
and Maintenance. They are authors of the 
article, “No Salesman Is a Soloist,” appear 
ing in the August, 1952, issue 
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Distribution Is 


dovetailing of their individual efforts. 

A look at the manufacturer's operat- 
ing limits clearly shows the framework 
for his vital interest in close coopera- 
tion with the wholesaler. First, he can- 
not possibly effect complete sales 
coverage economically by himself. The 
limits of his sales staff alone prohibit 
reaching potential users in every nook- 
and-cranny of the country. Further, 
mass production also places strict lim- 
its on his marketing efforts. To pro- 
duce in quantity, production runs of 
single items are made, and then there 
is usually a time-lapse between individ- 
ual item runs. For the manufacturer to 
effectively market his product himself 
under these conditions, he would have 
to hold large inventories of all of his 
lines to cater to the needs of individual 
users. Although possible, such a mar- 
keting procedure is economically un- 
desirable. 

As an answer to his marketing prob- 
lem, therefore, the manufacturer looks 
to an effective partnership with the 
wholesaler. To assure a full and com- 
plete marketing program for his prod- 
ucts, he needs those services which can 





products? 


effort of the week” etc.) 


products can be used? 
“Merchandise” the products? 





V CHECK YOURSELF 


AS A WHOLESALER, DO YOU — 


“Push” individual lines periodically? 


be furnished locally by the wholesaler. 
There are, however, many limita- 
tions on the marketing contribution of 
the wholesaler. Handling, as he does, 
hundreds or even thousands of product 
lines, the wholesaler cannot possibly 
offer a sales staff thoroughly trained in 
the varying features of each of the 
products he sells. Furthermore, his 
sales staff cannot be expected to solicit 
consultants and architects on specifica- 
tions for products, nor can they devote 
their selling time to any one particular 
line. Economy also prohibits advertis- 
ing by the wholesaler in national trade 
publications and confines his efforts to 
local newspapers and magazines. 
Inasmuch as the wholesaler’s sales 
effort must be tangibly profitable for 
the most part, he, like the manufac- 
turer, simply cannot undertake the full 
marketing effort. Again, partnership 1s 
the necessary vehicle. 
e Defined Responsibilities—W ith a 
thorough understanding of the eco- 
nomic limitations of the other, each 
partner should appraise the details of 
his own responsibility. The manutfac- 
turer must outline his share of the 





Maintain a well rounded stock of the manufacturer's 


Have a working knowledge of the products you handle? 
Distribute promotion material the manufacturer provides? 


(Promote — “Sales 


Inform manufacturer of jobs or applications where his 


(Offer display space for 
“point of purchase’ aids the manufacturer provides.) 


Temper product complaints? (Do you satisfy the customer 
in the manufacturer's behalf?) 


Reciprocate the manufacturer's marketing efforts? 


Add to the manufacturer's goodwill by your praise? 
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By Richard W. Noel 
And Joseph F. McPartland, Jr. 


A Two-Sided Job 


marketing burden in relation to what 
the wholesaler can do; and the whole- 
saler must do the same for his share of 
the responsibility. Where one or the 
other is particularly limited in his 
ability to measure up to any standard 
“set of services,” both must face-up to 
the situation and work out the integra- 
tion of their individual efforts to 
achieve the well-rounded marketing 
program. Their common _ interest 
should always provide a friendly meet- 
ing ground. 

Although no standard set of services 
exists to define the responsibility of 
either the manufacturer or wholesaler, 
consideration can here be given to 
some of the specific functions which 
each might perform. As outlined, these 
functions represent fair sharing of the 
common responsibility for only a hy- 
pothetical partnership between manu- 
facturer and wholesaler. Application of 
this apportionment of duties will of 
course require give-and-take to suit the 
needs of any real partnership. But it is 
a two-sided job; and when one falls 
down, the other soon will. 

On the manufacturer's side of the 


ledger, a number of important services 
can be listed. Perhaps the most im 
portant is advertising on the national 
scale. This builds recognition for the 
line and paves the way for the dis 
tributor's effort at the local level. Other 
services to supplement advertising 
might line up as follows 

e Offering promotional literature 
and material for distribution by the 
wholesaler. 

e Using direct mail promotion of 
his product lines to the wholesaler’s 
customers 

e Making specialists or sales engi 
neers available to the wholesaler to 
create demand, aid the wholesaler’s 
salesmen, provide technical explana 
tions and demonstrations and build 
that all-important “Good Will 

e Holding sales meetings for the 
wholesaler’s sales force 

e Exhibiting in local trade shows 

e Merchandising in the wholesaler's 
place of business, with point of sales 
units, etc. 

e Providing the wholesaler with po 
tential sales leads picked up from the 
information available to the manufac 





AS A MANUFACTURER, DO YOU — 


Maintain a sound distributor policy? 
Advertise your products nationally? 


1. 
2. 
3. Offer technical service for your products where needed? 
4. 


Offer promotional material for local distribution by your 


distributors? 


Have “missionary” men working to solicit for specifications 


and help promote sales? 


Offer sales aids and give sales 


distributor's staff? 


Simplify product information as much as possible for 


distributor interpretation? 


Offer catalogs for general distribution? 
Offer “leads” about possible applications by industry 


classification or job names? 


meetings to your 
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turer's nation-wide network. 

e Maintaining close liaison with 
the wholesaler to meet emergency 
needs and to keep his follow-up serv 
ices efficient and productive. 

e Soliciting tor specifications of 
products 

To dovetail with these functions of 
the manufacturer, the wholesaler can 
organize his own services. Typical ot 
these are: 

e Keeping the manufacturer's lines 
in mind and seeking sound applica 
tions for the products 

e “Pushing” the manufacturer's line 
from time to time 

e Sending out the promotional 
literature and material which the man 
ufacturer prov ides 

e Maintaining a well-rounded stock 
of the manufacturer's demand items 

e Developing among his own sales 
force a working familiarity with the 
manufacturer's products 

e Helping the manufacturer main 
tain goodwill in the trade 

e Passing on to the manufacturer 
information on jobs or product appli 
cations where the manufacturer's sales 
force can “pick up the ball.” 

e Tempering product complaints 
received from end-users and providing 
the manufacturer with the details of 
any complaint 

Taken together, these services of 
both manufacturer and wholesaler con 
stitute a solid program for marketing 
Although the services have been set 
down here in separate lists, they 
should, as much as possible, be co 
ordinated and complementary efforts 
And, in keeping with the partnership 
some of the services can and should be 
transferred from one of the partners to 
the other where necessary to assure 
their inclusion in the over-all program 

Based on the principles and services 
discussed, manufacturer and wholesaler 
can form their alliance. Theirs are the 
opportunity and the challenge to estab 
lish and develop an effective, profitable, 
necessary association a partnership 


steeped in mutual pride in each other 
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The Relationship between the 
ELECTRICAL CONTRACTOR AND WHOLESALER 


By Frederick P. Coffey 


President and Treasurer 
Anderson-Coffey Company 
Boston, Mass 


electrical wholesalers 


EW 


enough consideration to the meth 


Rive 


ods of operation in which an elec 
trical contractor conducts his business 
In my opinion, a study of a contrac- 
tor's business by the wholesale supplier 
would be of great assistance in Closing 
out a contract for the sale of electrical 
supplies and equipment. Practically all 
electrical contractors carry on their op- 
erations by one of the following meth- 
ods, namely 
(1) Cost plus work (actual cost of 
insurance and taxes, 


materials, labor, 


plus a for overhead and 
profit ) 


(2) Cost plus a fixed fee 


percentage 


(actual 
cost of materials, labor, insurance and 
taxes, plus an agreed amount lump 
sum fee to cover overhead and profit ) 

(3) Firm price lump sum contract 

(4) Labor only contract 

It would be of great advantage to 
the wholesaler’s representative, when 
approaching a contractor to sell sup- 
plies or equipment for a specific job, 
if he knew in advance what type of 
agreement the electrical contractor held 
on a particular job. One must keep in 


) 


mind that under Methods | and 2, the 


electrical contractor is only an agent 
and is purchasing supplies with some 
one else’s money 

Under Method 3, he is spending his 
own money; and under Method 4, he 
has no materials to purchase, and the 
electrical supply salesman should be 
looking to the owner for the order and 
not the contractor 
e A Solid Agreement—In our own 
organization, when we are invited to 


submit a competitive bid along with 
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Understanding 


other contractors and where we find the 
job a desirable one, we invariably call 
in three reputable electrical suppliers 
We tell each one of them that we are 
very much interested in obtaining this 
contract and we would like his help 
We then give them an idea as to the 
length of time required to make a com 
plete take-off of all of the materials and 
equipment. We agree to furnish each 
one of the suppliers with an identical 
list and ask that he give us complete 
quotations one or two days prior to 
the closing time of the job. We do this 
in order that we can incorporate the 
low figures in our estimate and include 
them in our bidding price. It is under- 
stood and agreed between these three 
suppliers and ourselves that 

e All material lists and quantities 
are to be treated by them on a strictly 
confidential basis. That is, they can not 
any 
our Competitors any information con- 


under circumstances disclose to 
tained in the list given to them 

e Any quotations given to us by any 
one of the wholesale suppliers must be 
treated in the utmost confidence and 
under no circumstances shall the prices 
be disclosed to any competitor 

e It is agreed that the supplier quot 
ing us the lowest price shall be carried 
by us in our estimate and ts definitely 
entitled to the business, provided we 
are the successful bidder and are 
awarded the contract 

e It is understood that after the 
contract has been awarded, all quota- 
tions are made available to any one de- 
siring to see his standing on that par- 
ticular job 
e We Don't Shop Around 


that 


It is my 
opinion a wholesaler can render 
a valuable service to a contractor by 
this method of quoting on competitive 
work. I have felt that where a contrac 
tor carries the low quotation of any 
supplier on any specific type of mate 
rial or equipment in his estimate, and 
bidder and is 


he is the successful 


awarded the contract—that the sup 


the 


plier is definitely entitled to the busi- 
ness on that job. Many contractors in 
contract is 


their dealings, 


awarded to them, feel that they must 


once a 


shop around and match one supplier's 
price against another in order to drive 
the price down for their own benefit 
and profit 

Prior to the closing of a bid, a whole 
saler should have an understanding 
with an electrical contractor that if the 
wholesaler quotes him the lowest price, 
then he is assured of being awarded 
the order for the materials or the sup- 
The that he 


will extend to the contractor the best 


plies wholesaler agrees 
possible price prior to the bid closing, 
rather than after the bid closes 

A contractor, on cost plus work, 
should not attempt to drive a hard bar- 
gain on the purchase of electrical sup- 
plies or equipment, but should be will- 
ing to pay the prevailing market price 
or a price slightly lower if he can 
obtain it. In most instances, he holds a 
contract on the job with a manufac- 
turer or an industrial concerned with 


some standard product. Usually the 
price of that product on the market is 
held at a 


owner, of 


stable level, and the same 
manufacturer, would resent 
any effort to cut the price of his own 
particular manufactured item coming 
out of the plant where the electrical 
contractor is doing the work 

e Cutting Profits Hurts—It 
business when 


is bad 
a contractor expects to 
drive a hard bargain with a wholesaler 
and attempts to buy materials at cost, 
extremely small 


or at an margin of 


profit. It has been proved down 
through the years that in the long run 
the relationship between contractor 
and wholesaler on this basis eventually 
falls apart and “boomerangs” against 
both parties 

No business can be carried on suc 
cessfully for any great period of time 
without eventually running into difh- 
culty if it attempts to do business with 
out a No electrical 


profit contractor 
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Contractor's Business 


can live without a reliable source for 
obtaining electrical supplies and equip 
ment. Many contractors have felt that 
they could by-pass the supply houses 
by either establishing their own supply 
department and doing business direct 
with manufacturers, or else buying into 
some supply house for the benefit of 
their electrical contracting business. In 
most instances, it has proved unwork 
able for the 
wishes to operate an electrical supply 


that if a 


reason fellow 
business, he should devote all his time 
and energy to that particular business 
On the other hand, if an individual de 
sires to operate an electrical contract 
ing business, all of his time and energy 
must be devoted to it 


e One or the Other—A 


business requires constant supe rvision 


successtul 


by competent people, but where two 
distinct operations are conducted to 
gether, invariably either the supply de 
partment is hurt in order to help the 
contracting department, or the con 
tracting department is retarded in ‘its 
operations by endeavoring to help the 
supply department 

The type of representative chosen 
by a wholesaler to call on the contract 
ing trade is Of utmost importance An 
electrical supply salesman, in his daily 
routine of othces 


Visiting various 


shops, jobs, etc., invariably picks up 
confidential information in these vari 
ous places, and any disclosure of this 
information in visiting from one con 
tractors office to another can prove to 
be extremely detrimental to the supply 
this salesman. A 


house employing 


salesman must not carry information 
from one contractor's office to another 

as to what jobs are being figured, 
what prices the materials are being 
purchased for, or what quantities are 
involved in various estimates 

The average electrical contractor is 
a fairly busy fellow and his estimating 
hang 


When 


da salesman 1S 


rooms should not be used as a 
out” for the suppliers’ salesmen 
an occasion arises where 
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required to spend time in a contra 
tor's office, either waiting for appoint 
ments or for other reasons, his time 
should be spent with clerks or recep 


hanging around 


tionists rather than 
with the estimators or the engineering 
staff. Many salesmen prove to be ex 
tremely helpful to electrical contractors 
because in their travels about their ter 
ritory, they invariably learn of electrical 
construction work which is proposed 
or planned by certain industrials and 


utilities. Sometimes an inside tip to a 
contractor by a salesman brings in a 
considerable amount of business. A 
contractor, successful in obtaining work 
from a tip of this nature, is bound « 
turn the orders for materials over 
that particular party where it is pos 
sible to do SO 
e Salesmen Recommend Often 
manufacturers, industrials, and utilities 
inquire of reputable electrical supply 
four 


salesmen the names of three or 


electrical contractors in the area who 


are reliable and to whom the owner 
can address an invitation for bids. Con 
tractors deeply appreciable the recom 
wholesaler’s 


mendations of repre 


sentatives in this connection. Some 


representative of a particular supply 
house is often in a position to recom 
mend, to a manufacturer or utility, a 
particular contractor for a large special 
electrical job. The contractor is bound 
under the circumstances to favor the 


supplier as much as he possibly can 


with the order for the supplies and 


equipment for that particular project 

Many electrical contractors are found 
to do business only with one supplier 
and usually the background of this 
situation is invariably that either the 


j 


contractor 1s interested in the owner 


Ship of the supply house, or the supply 
house has a financial interest in the 
contractor's business. Certainly there is 
not much to be done from another 
wholesaler's point of view where this 
Situation €xXIsSts 


e No Single Source—Many times in 


Frederick P. Coffey 


the past, a contractor has been assisted 


through some financial difficulty by a 
certain wholesale supplier, or even has 
been helped in obtaining a large elec 
trical contract by a supplier and feels 


obligated to the extent that he should 


business with this pat 


place ill ot his 


ticular wholesale firm. There ts no 
doubt that business should be done on 
a reciprocal basis. However, a contra 
tor should never confine himself to one 
source of supply Irrespective of Is 
obligations to others 
Th whe lesa I who makes 1 con 


stant practice of incorrect — billin 


methods is at an extreme disadvantag 
too much incorrect billing b 


find 


because 


comes a nuisance, and he might 


himself cut off a contractor's list com 
tinues for any len 


One of the 


letely provide 1 this practice con 
th of time 

Most Lp. rant services 
i wholesaler can render to the 
clectrical Contractor 1s his Counter sery 


truck 
j 


POMP im and 


ice, where pick-up drivers 


ilways be issured of r¢ 


ceiving immediate attention and rece 
with the least 


Where the counter 


good on 


ing good service amount 
of time expended 
service of a supply house 1 
the sa f small materials, it IS be und 

ite effect in the sal 
of larger n through the yvood 
will built up by the treatment of con 


tractors cmpit yecs 





Number of displays at Phoenix Air Conditioning and Appliance 


room air conditioners 
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Huge Market, Many Problems, 


As room air conditioners head into another boom market this year, problems 
must be faced and solved and responsibilities assumed in order to insure a 


long-range, profitable market for the electrical distributor and his dealers 


HAT electrical distributors in most 
Tesctions of the country will reap a 

bonanza in sales of room air condi- 
tioners during the season now opening 
has been almost certain since this re- 
vitalized appliance began soaring into 
popularity in 1952. But what the new- 
found success of the room air condi- 
tioner may mean to the electrical dis- 
tributor in new responsibilities to his 
dealers and his customers, and what 
problems these distributors find crop 
ping up in the midst of this boom 
market have been given little consid- 
eration. That the rapid development of 
the air cooler market will bring these 
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responsibilities and problems seems 
evident in a survey of the market in 
Phoenix, Arizona. 

Phoenix lays claim to having a larger 
percentage of air cooled homes than 
any city in the world. On April 12, 
the Appliance Merchandisers Associa- 
tion closed its four-day Spring Air 
Conditioning and Appliance Show 
Nearly 30,000 people were in attend- 
ance, and the interest shown in the 
room air conditioners forecast the be- 
ginning of the industry's largest year 
But while this show was on, ELEC- 
TRICAL WHOLESALING surveyed the 


local distributor and dealer group, 


checking to what extent the room air 
conditioning market was developing 
in an orderly and sound fashion that 
would insure a long-range profitable 
market for both electrical distributors 
and their dealers 

Conclusions drawn here indicate that 
the electrical distributors selling room 
air conditioners face these responsibili 
ties 

e Procuring electrical contractors 
who will handle changes on house wir 
ing for those appliance dealers who 
have no staff electrician 

While this problem is as old as the 
electric range, it is beginning to rear 
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indication 


of how heavily .. . 


ig Responsibilities 


By Howard J. Emerson 


itself again. And there is well-founded 
belief that it will become serious when 
more electrical contractors stock room 
coolers. The situation will be aggra- 
vated by the seasonal peak that will 
attend cooler sales, putting a strain on 
any locality’s facilities. The distributor 
who neglects providing a source of in- 
stallation work could easily find the 
room cooler business paralleling the 
history of dishwashers, in which for 
several years many of the most experi- 
enced dealers with large sales forces 
dropped dishwasher activity completely 
because of installation problems. 

© Getting electrical contractors to 
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price thei work for appliance dealers 
at a level that is fair to the 

Exorbitant installation charges, as 
certain to show up soon in the room 


customer 


air conditioner field as they did in the 


electric business, can be one of 
the biggest handicaps facing distribu 
tors and dealers in trying to promot 


the full potential of a market. While 


range 


the distributor can side-step some of 
this problem by concentrating his ef 
forts on the combination contractor 
dealer, again he will be missing out on 
the potential that can be developed in 
his area by the work of the appliance 
dealer's specialty salesmen 
e Making dealers exert every p 

sthle that the room ai 
conditioners they 
agreement with the manufacturers’ re 


€ flort 10 See 


, 7 
sell are installed in 


ommendations, the local electric codes 
and the rules of the electric utility 
here that many 


There is evidence 


dealers are circumventing or closing 
their eyes to the type of installation 
that will be given many of the 110-volt 
coolers they One 


mits that many of his dealers are d¢ 


sell distributor ad 
livering his brand of cooler to the 
trunk of the customer's auto. How 
where these coolers are plugged in, the 
electrical 


and 


dealer, the distributor, the 
inspector and the utility don't know 
until trouble or dissatisfaction occurs 
How many of the area's 40,000 televi 
sion sets will give picture trouble be 
cause of voltage drop in cooler-loaded 
circuits, only the coming hot season 
will tell 

One distributor here tells how he is 
making every effort to sell dealers noth 
ing but 220-volt room air conditioners 
Another tells how his efforts to do the 
same resulted in a problem. He ordered 
a carload of 220-volt coolers at 
the beginning of the season when deal 
ers are buying their stocks. It is two 
still 


4 hp., 


two 
The 
dealers wanted and insisted on getting 
110-volt 


months now, and he has 


thirds of that car in his stock 


the same brand's *4 hp. 
model 

© Conducting more frequent and 
more thorough schooling of dealers and 
retail salesmen on methods of estimat- 


(Continued on page 164) 





Because the electrical wholesale distributor serves both the 


dealer and the contractor, he is in a key position to direct 
the solution to an ever-growing industry problem—that of 
making sure that installations of heavy wattage consuming, 
complicated appliances are built on adequate home wiring 
systems. The alternative: injured markets, killed-off public 


interest, piled-up returned goods. Better intra-industry com- 


munications—switched through the distributor—are an answer. 
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"| Want One 
Just Like This’ 






PARTS hard to find in a catalog are 
An often heard request is readily answered at maneies ty fares Sx Pentoigvens, Sekt 
rom the gia nowcas¢ which lisplay 
many complex iten in constant demand 


Mississippi Valley Electric Co., New Orleans, 













Cg WANT one just like this,” the 
man said with harried eyes and 
a bie of uncertainty in his 
voice 
The counter man picked up the 
worn part, placed it in the palm of 
his hand and searched his mind 
those big 


Ir goes on one of 


switches,” the customer said 
Turning to the big display board 
on the counter the clerk moved his 
hand across the rows of parts neatly 
anchored to it. The customer gazed 
eagerly, his eyes brightening as he 
spotted “one just like this” right on 
the board 
That's it,” he said, and the sales- 
man read the part number printed 
below 
: Have it for you in a minute,” the 
counter man said over his shoulder on 
Quickly 


returning, he said, “You'll need screws 


the way to the stock room. 
and this other part to make it work 
properly. 

“Well, I lost one of the screws and 
didn't know about that other piece 
Thought maybe the old one would 
work. I'm sure glad you thought of 
it 

As the customer smiled and hurried 
away with his purchase, the spring in 
his step showed his troubles were over 
e Happens Everyday 
repeated over and over at Mississippi 
Valley Electric Co., New Orleans, La 


This is a Story 
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ing part with the easy-to-match stock in jars 


By E. Dalton White 


La., by salesman V. J. Comeaux (left) compar- 


Counter men have been able to provide 
accurate, speedy service for even the 
The 


Ww ide 


most unusual items attractive 


display boards mount a assort 
ment of small items to help identify 
one just like this 

Small switches and parts, clips, car 
bon brushes, breaker 


circultl parts, 


action springs neatly arranged and 
tagged have proven most helpful to 
Many 


items have been placed in glass jars 
Under each 


counter customers and salesmen 


for quick identification. 
part is the catalog number and any 
other information the counter man 
may need 

Mississippi Valley Electric Co. has 
been primarily a specialty wholesaler, 
catering mainly to the ship trade in the 


Mod- 


ern ships need modern electrical appa- 


great port city of New Orleans 


ratus, much of it specially designed 
But with more industry moving into 
greater New Orleans, this distributor 
has broadened its lines, adding many 
industrial items 

e Complete Stock—MVEC 
cialized in stocking a wide variety of 
It has 


has spe 


unusual items and repair parts 
built a reputation for complete stock- 
ing of everything needed for electrical 
equipment repair. Inventory is based 
on the number of requests for specific 
items. Parts replacement surveys have 
aided greatly in determining inventory 


level. Unusual items, the basis for the 
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CUSTOMERS unfamiliar 


bers or 


part 





narne can quickly mate item: ' 





Customer get 


Harri Jr 


display board near counter 


help from salesman W. H 


































EQUIPMENT displays on counter helj 
suggestive selling ilesman |. ft j 

uses board a ales t to point ta 

vantage and use fa ne f { 







“| Want One Just Like This” 


When an unusual item is requested efforts are made to 


learn how it’s used, how many used, how often replaced 


display boards, are selected from the 


number of inquiries from customers 
who want “one like this.’ 

The surest way for a Customer to get 
what he wants, when he has no parts 
and maintenance catalog handy, is to 
This makes it easier 
and 


match the item. 


for him and the counter man, 
errors are eliminated 

The company can’t say just what 
effect the display boards have had on 
counter sales, but those who meet the 
customers daily say they account for a 
big share 

The boards, self-selling salesmen in 
themselves, have proved invaluable to 
good sales presentation of major elec- 
The 
assured that parts replacements are 
always available and the salesman can 


easily advance sound reasons for the 


trical equipment customer is 


customer to carry extra stock. 

e Stockroom, Too—The idea of sales 
room display boards worked so well 
that MVEC soon adapted it for the 
stockroom. There, small items are 
stocked in glass jars. Pictures of 


parts, with catalog number and nomen- 


i.) 
“ 
tea ie a 


LOCATING exact type of carbon brush the customer needs is 
simple for Mississippi Valley Electric’s Milton Schoettle. All 
compare the worn brush wth display board 


he has to do is 
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clature, are placed on jar-labels for 


quick recognition These displays, 
situated in a special part of the stock 
room, are viewed by many customers 
invited in to see that they're getting 
what they want 

will see 


Frequently, a customer 


something else he wants. Personal 
attention to the customers makes them 
feel at home and is a sure way to win 
new friends. 

MVEC 


standardization in electrical equipment 


has steadily stumped for 


used and carried in stock by its cus- 
tomers. If widely practiced, the com- 
pany feels, standardization would lead 
to quicker equipment repair as well as 
reducing the amount of inventory its 
customers must carry 

To make the most of standardiza- 
tion, this distributor has initiated in- 
tensive studies of the problem. Such 
studies enable company to talk 
over electrical problems with its cus- 


the 
tomers—marine as well as industrial 

and to study their requirements. Re 
MVEC 


and sizes of 


sult has been learning types 


should be 


items which 


BACKING up sales, 
quickly overhaul electrical 
Robertson and President Frank L 


stocked, leading to a balanced inven 
tory 
e Ready Information—Here's how 
the company does it: When a customer 
requests an unusual item, efforts are 
made to learn its component place in 
the larger unit, how used, how many 
used and how often it needs replace- 
ment. This information is cataloged 
for future reference along with infor- 
mation on the source of supply 

So that 
will have a ready reference to all elec- 
trical 
pamphlets, parts lists and special in 


everyone in the company 


equipment items, catalogs, 
formation are made up in triplicate- 
one for counter men, one for the price 
clerk and one for warehouse personnel 
Mississippi Valley Electric Co. has 
grown steadily since it was first organ 
ized by Frank L. Pendergrass and his 
wife in 1927. The firm has gradually 
expanded lines and services to keep 
New 


industrial growth 


pace with Orleans marine and 

Progressive-minded 
James Pendergrass, his son, now active 
in the business, is thoroughly sold on 
the display board idea 


most useful and helpful ideas we've 


It's one of the 


put into effect in a long time. They're 
not only an aid to our customers but 
they've also been a means of pointing 
up features of electrical equipment 

For the customers the display boards 
are the perfect answer to ‘I want one 
just like this 


the company’s repair department can 
apparatus in emergencies. E. J 
Pendergrass look over a job 
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HAPPY HUDDLE—Pleased with their latest issue of 


are reporter-salesman Jerry Carroll, President Bill 


Flashes : 


Griffith 
and printer Bill 


sales Manager Jack Rittman, Sec 
Brown 





Treas. Meta Griffith 


Smiles are there because 


They're Publishing A Paper 


OUR years ago, a Trenton, N.J., 
electrical wholesaler added a silent 
salesman to his staff. Griffith Elec- 
tric Supply's news letter, “Flashes,” has 
been published periodically ever since 
It was originally meant to explain 
the wholesaler’s position on priorities, 
to act as a sort of humanized voice 
of the company, soothing the tender 
points of the irritating mandatory situ- 
ation. The “Flashes” did so—in spades 
What was originally intended as a 
one-shot public relations job caught 
on so surprisingly that it soon became 
a looked-for institution with Griffith's 
customers. The one-page publication 
had sound basic ingredients. It featured 
new products, a frank, man-to-man 
explanation of some new policy—gov- 
ernmental, price, or otherwise. The 
personal touch was there, too. Each 
issue “starred” a member of Griffith's 
organization. A brief biography and an 
explanation of position in the company 
aroused much customer interest. 


By George D. Farley 


e Regular Features — Flashes’ has 
grown in four years 
pages—but the basic 
features 


e New products or a new line 


from one to eight 
ideas remain. It 


e Story on Griffith's employees 

e Recent job or installation supplied 
by Griffith 

e Chit-chat, “gossip” article 

e Unusual electrical product adap 
tation (a la Popular Mechanics ) 

e Manufacturer's sales aid offer 

And the way they're presented puts 
many a slick magazine to shame. Here 
is everything needed to create and 
hold customer interest—copy, pictures, 
layout, color and all. 

Bill Griffith, president of the com 
pany, has been sold on the idea for a 
long time. “When I was just a kid in 
this business,” he says, “I saw the power 
of news letters. When the company | 
worked for had something special to 
offer, I'd make up a little one-pager 
and send it out. Things were tough in 


those days for an electrical products 
salesman but that notice got so much 
attention and the salesmen got so much 
acceptance that we made it a regular 
thing 

e Double Duty—The 


generated much curiosity and interest 


Flashes” has 


in the company as a genuinely service 
The 


good will created is immeasurable. As 


conscious + electrical wholesaler 


concrete evidence of the company’s 


constant effort to be of extra service 
the publication has paved the way for 
salesmen, established advance talking 
points of interest, explained each de 
partment’s service, and warmly intro 
duced the customer to the telephone 
voices he deals with. Total cost: about 
20 cents a copy. Griffith's management 
and staff are thoroughly sold on its 
evident and intangible worth not only 
as a silent salesman but as a popular 
internal public relations mstrument in 
an industry that thrives on service and 


the extra touch 


Turn page to see how “Flashes” looks, how it's put together 
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They're Publishing a Paper (cont.) 





What It Looks Like 


THE FIRST ONE 


\ 
r A 


nitial step in the “Tasnes acveiopment cis ) ¥V BELTING 
Initial step in the “Flashes” develoy 





was this one-pager published back in 
1949, announcing distributorship for a 
new line of products. Employee personal- 
ity sketch, title and company emblem in 
red are carried on in present day “Flashes 


THE LATEST ONE 





\ 
J LET'S KEEP OUR CUSTOMERS 
In sharp contrast to original cluttered IN HOT WATER AND HAPPY! 
look, front page of latest eight-page issuc 
is attractively layed our. It features eye 
catching red-backed title, “teaser” head 
line to create interest and an article on a 
hot water heater line. “Flashes” pocket 
size makes for convenient, easier reading 
and has caused widespread comment. Pub 
lished six times a year at present, the 
paper will soon be turned out monthly 


Page 2 


Carry-over of page one story is tied in to 
preceding page by small cartoon character 
Handy wiring diagram for contractor Cus 
tomers shows relay commonly used in an 
nunciators, burglar alarms and motor con 
trols. This type item is very popular 


Page 3 
WIRING C-H RELAY No. 9575 


Photo and thumbnail sketch of one of the 
Griffith Gang’ at work is evidence of the 
warm public relations tack “Flashes” takes 
Acquainting readers with personnel aids 
distributor-customer relations immeasur- 
ably. Getting-to-know-you profile is fol 
lowed by chit-chat column on how a local 
contractor makes his work easier with a 


pipe bender, plus a “did you know” item 
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Are You Getting Your Share of the 
Lamp and Lighting Fixture Business 


om CRIPKIN FI curt are a tring wre 


May, 
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GEntear COMTBACTOR 
weuam © 


i, 


EC TRC AL CONTRACTOR 
Shoes Mae 


Pree Otter to teriffith ¢ eter 
Hele You Make an Faire Profle 


" 


FISH TAPE TROUBLE? 
HERE'S ONE GOOD ANSWER! 


Pages 4 and 5 


Excellent layout, use of color (red 

trations all combine to make 

Month's Installation” spread a_ polished 
presentation. Featuring in the upper right 
the names of the local contractors wh» 
completed the job, the article catches and 
holds the reader's interest. Incidentally 
Griffith Electric’s part in supplying the 
electrical materials and fixtures for th 
attractive finished job is pointed out in 
the story. It further explains the impor 
tance of proper lighting to any store 
Esper ially to a photo art shop such as this 
Grithth has found a tremendous reader 


response to this installation-type article 


Pages 6 and 7 


Contractor reminder posed in the head 
line, Are You Getting Your Share of the 
Lamp and Lighting Fixture Business 
leads reader right into sound suggestions 
for improving sales approach. Griffith 
otters help reminds contractors of tts 
complete line and attractive showrooms 
Sample lamps and fixtures are displayed 
along bottom of spread and, as an addi 
tional stimulant to its Customers fixture 
business, the company—in item atop page 
offers a manufacturer-created, card 
size miniature catalog. Another new prod 
uct item—this one on fish tape nicely 


breaks up the one theme spre id 


Page 8 


Back COvVeT « loses Flashes with one more 
get-acquainted-with-those-who- serve - you 


urticle. Under the heading, “The Gang At 


Grifhith’s,” are brief sketches on two em 


ployees the swit hb« yard ope rator and an 


order department man. Short history with 


company and several personal notes intr 


luce employees to the reader-customer in 


triendly way, and enables ‘Flashes’ ¢ 


double ; ) ilar house organ 


Turn page to see how 


it's put together 





collecting Flashes’ editorial material, y] Vice President Ben Nacel takes a moments to explain 
one of the story items he’s given to Jerry. Working on the 
little time and hardly 


several interesting 
‘“Flashes,’’ a community-type effort, take 
regular work 


Lespon ible for few 


] Griffith salesman 


item 


routines 


Jerry Carroll receives 
from Frank Csillam, assistant purchas- 
ever interferes with employees 


How They Put 


departmental new: 
“correspondent.” 


Each department has its own 


ing agent 


They're Publishing a Paper (cont.) 





Printer Bill Brown enters the Back in his place of business, Brown begins Once the ‘‘Flashes’’ material is shaped- 

5 picture to pick up editorial ma- 6 work on another edition of ‘‘Flashes.’’ He up, Brown bundles the package and 
terial. He also turns out all the handles the entire production end of the opera- takes it to a Trenton advertising agency- 
organizing and fitting material to form John Gerber G Co to be layed out 


Griffith stationery, invoices 


etc tion 


] Responsible for the actual mailing operation of the 
“‘Flashes,’’ Marian Meluney uses hand-operated addresso- 

graph, can send out the entire issue 00 copies—in one day 

Simultaneous delivery focuses impact, insures wide interest 


Jean 


»y well-kept mailing card delivery index file 
of Griffith's cus 


The system's 


} 


1 Guided t 
Hopkins makes certain that the addresse 


are all correct and up-to-date 
by the postman 


tomer-reader 
in the very few 


efficiency shows up return: 





% 


ai 


Niu : 
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Angles 

on Selling 
otor 

Replacements } 


There are plenty of motor selling oppor- 


tunities in industrial plants. You can un- 


cover them by being on the lookout for 
specific situations and by putting some 


questions to yourself and plant managers 


ACTORIES are full of motors that 
ought to be replaced. There hardly 
was a time when plant owners and 

managers were in a better position to 
buy than right now 
These replacements will be sold if 


replacements 


salesmen put more bite into their mo- 
tor selling. The need is to put teeth 
into selling, then to give those teeth 
a good grip on definite situations 
While motors need replacing, many 
plant owners and managers are not 
aware of it. Apprising them of this 
need is a basic problem of selling. The 
way to solve that problem is to ask 
yourself and the factory executives 
some questions. In the answers to those 
questions lie the opportunities to sell 
motor replacements 
Number 


a motor be replaced?” 


Question One is, “Just 


when should 
the instant it becomes less 


motor may 


The answer 
than fic for its service. / 
become unfit for its service within a 
installation or only after 


There are motors 


month of 
years of hard work 
in operation today that are 10, 20 and 
even 40 years old, and highly modern 
factories refuse to replace them. Yet 
those same plants replace good motors 
afrer less than a year of service 


What 


The second question, then, is, 


82 


makes a motor unfit for its service?” 
There may be three answers: (1) The 
motor is worn, (2) a better type of 
motor for that service has come on the 
market, (3) the service itself has 
changed 

It is in answers two and 
this question that the greatest sales 
potentials exist. Change is a constant 
factor in industty. And when changes 


are made, many factory executives do 


three to 


not realize that changes should have 
been made in motors accordingly. This 
is why the plant managers will not 
know that motors need replacing until 
an enterprising salesman tells them 
They have their eyes on the major 
effects of the changes and often skip 
over small details like the motors af- 
fected. 

What changes have been made? The 
answer varies with every factory. The 
alterations planned may be more im- 
portant than those accomplished, and 
the changes hoped for may be the 
salesman's biggest opportunity. Here 
are some changes to look for in any 
factory 

e Power transmission. 
overs to direct motor drives and to 


Change- 


group drives have overlooked many 
in odd corner. Some changeovers are 


not working as expected and need dif- 
ferent motors here and there 

e New machines. They may be 
overloading group drives and thus 
opening wide doors to direct motoriza- 
tion. Their self-contained motors may 
be upsetting power factor. They may 
have needed better electrical controls, 
which could be applied to better new 
motors on old machines 

e Higher speeds. Machine speeds 
have increased considerably in recent 
years. And old motors no longer eff- 
cient for these machines are being 
“gotten along with.” Many a factory is 
increasing its speeds on paper—but 
with motors which cannot hold the 
higher tempo in fact 

e Controls. New controls are much 
faster than the abilities of old motors 
to respond to them. If a control actuates 
10 times an hour and the motor loses 
one unnecessary minute in fully re- 
machine 


sponding, that is 48 lost 


minutes per day, or an “unseen over- 
head” loss of several dollars daily, 
which for 250 working days per year 
makes Yes, there are plenty of 
such hidden losses! 

e Shock 


higher speeds, harder materials to be 


loads. They come from 


processed, and new mechanical move 
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motor, de 


The 


pendent upon the situation, should 


ments on machines 


cushion them by slowing slightly and 
then picking up, or should overcome 


them without slowing. Old motors 
seldom handle new shock loads cor 
rectly 

e Power contract. Contracts with 
power companies are strong induce 


ments for buying better metors. New 
motors may pay for themselves by cut 
ting demand loads, improving power 
Tell the 


vestigate this way of lowering the cost 


tactor, etc engineer to in 
of a better motor 

e Plant cleanliness, safety 
fire risk. These things are being im 


and 
proved. To meet new programs, old 
types of motors need more cleaning 
and general maintenance than before 
Old motors may be slowing down the 
work of the plant maintenance crew, 
which, with today’s high labor costs 
As a 


preventative, how about splash proof, 


represents a needless expense 
drip-proof or totally enclosed motors? 

e Air conditioning. It produces 
problems of moisture, etc., which old 
motors Cannot meet 

e Furnaces, spot-heated devices 
and other fume makers. They are 
scattered more widely through plants 





1953—ELECTRICAL WHOLESALING 





May, 








of them 


today, and there are more 
They damage some old motors, force 
between re 


management to choose 


locating old motors or buying new 


types and to change the loads on other 


motors so the old ones no longer are 
ethcient 

e General changes. A long list of 
small changes may add up to bad effects 
on old motors. Behind them may be 
high working temperatures, moisture 
dampness, dryness, dusts, corrosion 
vibration 

Many plant changes are being mad« 


The 


walls or 


yust to make room space needed 


may be on floors, ceilings 
These changes represent chances to get 
teeth into replacement motor selling 


especially of motorized units such as 


fans, blowers, reducers, etc. Here are 
some of them 
e Conveyor systems. Power and 


power transmission must get out oft 
their way at almost any cost 

e Pipe lines. They are being put 
into floors, walls and ceilings, for more 
of them are being used and there ts less 
available space on surfaces. They limit 
the places where motors may be in 
stalled and the things to which motors 


may be mounted 


Changeovers to direct motor drives and group 
drives that might have overlooked odd corners 


New machines that may be overloading group 
drives, thus opening door to direct motorization 


Old motors being “gotten along with''—but which 
are no longer efficient for high speed machines 


Motors that do not respond properly to controls, 
resulting in unseen overhead losses 


e Lighting. More window space is 


Situations where shock loads occur—old motors can 
seldom handle them correctly 


Motors that slow down the work of the maintenance 
crew—expensive with today's high labor costs 


be inp used in some plants; no windows 


at all in others. In either case, motors 
must get out of the way of light dis 
Many 


overloaded and no longer can power 


tribution lighting circuits are 


the small motors hooked to them 
What should 


old motors that are 


The final question is 


with the 

The 
for them in the plants of their owners 
And this 


example 


done 


replaced? answer: find new uses 


in fact, isn't too difficult. For 


i laundry recently put in 10 
new conveyor belts with old displaced 
motors. A machine shop, after moving 
from a multi-story plant to a one-story 
building, changed special machines to 
direct drives by the old 


moto}#r using 


elevator motors. A tannery installed 
new motors on finishing and fabricat 
ing machines, then put the old slower 
speed jobs at work on slow paddle 
mixers 

All of these things were done be 
cause salesmen put teeth into their re 
placement motor selling. General sales 
points are necessary; in fact, selling 
But fre 


quently the sales approach is altogether 


can't be done without them 
too general. The way to get motor re 
placement business is to ask questions 
until you can pinpoint situations that 


r¢ pre sent sales Opportunities 






















VICE PRESIDENT CUNY: 
parts selling came easy to us a 


dustrial 


From Cuny & Guerber’s warehouse, electrical products flow to 


PRODUCTS: solderless lugs, connectors 
0.E.M. USE: in electronic devices 


PRODUCT: motor control 
0.E.M. USE: in laundry 


PRODUCT: lamps 
O.E.M. USE: in blueprinting machines 


equipment 


Component Parts 


Are Big Business 


At Cuny & Guerber, Inc., of Jersey City, N.J., sales of 
component parts to O.E.M. accounts have been rising for 


years, now add up to a sizeable portion of total volume 


By George Ganzenmuller 


component 


an in- 


distributor IKE Old Man River, Cuny & e Ship from Stock—When a sales- 


upplie 


PURCHASING AGENT NEUMAYER: if 
the plant is within our delivery area, we 


aiways deliver Component parts 


% 


Guerber’s component parts busi- 
ness just keeps rolling along. At 
first—29 years ago—it was only a 
trickle. But today the O.E.M. business 
done by this electrical wholesaling firm, 
with headquarters in Jersey City, N. J., 
represents an appreciable portion of 
its total volume and, according to Vice 
President E. E. Cuny, is growing at the 
rate of about 10 per cent a year 
Electrical products that Cuny & 
Guerber, Inc., sells as component parts 
to original equipment manufacturers 
are many and varied. They include 
motor controls, for laundry equipment; 
motors, for hose reels on gasoline 
trucks; wire and cable, for elevator sys 
tems; solderless lugs and connectors, 
for electronic devices and circuit sys- 
tems; lamps, for blueprinting machines 


man obtains an order for component 
parts from an O.E.M. account, nine 
times out of ten Cuny & Guerber is 
able to supply the items from ware 
house stocks. Resorting to direct ship 
ments from manufacturer to O.E.M. ac 
count is avoided if at all possible. The 
exceptions: king-sized apparatus, such 
as big panelboards, that would strain 
the wholesalers materials handling 
facilities 

Fulfilling the distributor's warehous 
ing function is one reason why Cuny 
& Guerber handles its component parts 
stock But 
there's another reason, too. Purchasing 
Agent Bob Neumayer puts it this way 
‘Drop-shipped stuff gets lost. Receiv 


business from its own 


ing clerks at plants get confused when 


something that is ordered from us 
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industry as component parts as well as maintenance supplies 


PRODUCT: portable cord 
O.E.M. USE: in elevator control 


comes in under a different name. That's 
why if the plant is within our delivery 
area (northern New Jersey, New York 
City and Long Island), we always de 
liver 

Carrying stock for two purposes 
and construc 


industrial maintenance 


tion supplies as well as component 
parts—hasn't increased the firm's in- 
ventory particularly, according to Neu 
mayer. But then Cuny & Guerber has 
been doing a double-barreled business 
with industrials so long that an ex 
tensive inventory (two warehouses 
full) is standard operating procedure 
e Everybody's Happy Cuny & 
Guerber's suppliers are delighted with 
the firm’s dual sales role. And why not 
it means more volume and less book 
What's more, it 


means getting their products into a 


keeping for them 


vast number of plants that their own 
limited number of salesmen or repre 
sentatives just don’t have time to call 
on. As a sales arm of its suppliers, Cuny 
& Guerber is doing much to extend its 
manufacturers’ coverage of the local 
component parts market 

But the benefits of this wholesaler 
extended O.E.M 


apparent to the qualified 


sales service are most 
industrial 
customers themselves. In the first place, 
to them it represents a pricing service 
Small industrial plants—often in the 
dark about proper price structures—are 
enabled to pay 


parts what legitimate discount sched- 


for their component 
ules entitle them to pay 

Just as important to the industrial 
account, according to E. E. Cuny 
whose firm has specialized in selling to 
industrials since the day it opened its 
intimate 


doors—is the wholesaler’s 
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PRODUCT: motors 
O.E.M. USE: for hi 


e reels on trucks 


knowledge of his needs. Because the 


wholesaler’s salesmen call on industrial 
users every week, year in and year out, 
they are in the best possible position 
to understand a plant's individual prob 
lems and requirements. As a result, 
Cuny & Guerber salesmen are not only 
able to suggest improvements in main 
tenance methods and economies in use 
of supplies but applications of elec 
trical products as component parts as 
well 

Industrials benefit in other ways, too, 
& Guerber’s O.E.M 


Here are a few 


trom Cuny sales 
operation 

e They are dealing with a purchas 
The 
wholesalers purchasing expertness re 
sults from a working familiarity with 
the needs of his customers and a wide 


ing expert in the electrical field 


acquaintance with the lines of manu 


facturers of all types of electrical 
products 

e The wholesaler’s and his sales- 
men’s knowledge of the experience of 
the many plants at which they call 
makes them keen judges of what prod 
ucts will serve a particular Customer 
best. 

e Wholesalers 


that 


and their salesmen 


realize repeat orders are secured 


from industrial customers because 


products have proven satisfactory in 


use 
All of 


Guerber sees it, add up to one thing 


these factors, as Cuny & 
the best possible service for industrial 
customers. What makes the wholesaler 
the ideal means for moving electrical 
maintenance and construction supplies 
to industrials also makes him tops for 
marketing these products as component 


parts to the same plants 


se : 


PRODUCT: wire 
O.E.M. USE: in elevator systems 


and cable 


Naturally, 


Cuny & Guerber is interested only in 


e Volume and Repeat 
providing services that ultimately pro 


duce a profit. And although compon 
ent parts selling is a comparatively 
short profit operation, big volume—and 
repeat business—does make it pay. This 
volume is achieved at a low selling cost 
than not the 


more often 


is selling component 


TOO because 
salesman who 
parts to a plant is also selling it main 
tenance supplies 

Component parts selling came very 
easy to us as an industrial supplies 


distributor,” says Vice President Cuny 
We just grew up with the business 
so did the use of 


Take 


motor controls, for example. When we 


And as we grew 


labor-saving devices by industry 
started, the controls business was nil 
But look at it today 

e Up and Up—As for the future 
Cuny sees a continuing growth in his 
firm's O.E.M. business. He admits there 


war babies in the picture 


are some 
such as supplying electronic parts to 
aircraft manufacturers, that might di 
death if the effort 


But even if defense produc 


a sudden defense 
slackens 
tion dwindles to the vanishing point 
Cuny is reasonably certain that the 
selling of component parts to O.E.M 
a prowing Oppor 
a key 
kinds 


of products are becoming increasingly 


accounts represents 
Why? 
Manufacturers of all 


tunity Because we're in 


industry 
interested in labor-saving devices 

whether it's to cut costs. step up pro 
duction, or to incorporate them in 
their products in order to make them 


And the 


prime 


electrical in 


labor 


more salable 


dustry is the source otf 


saving devices 





How Salesmen 
Spend Their 
Selling Time 


Have you ever wondered where your sell- 
ing time goes? Here are the results of 


a nationwide survey on just that subject 


IME is the salesman’s precious ally, but unfortunately 

he can't manufacture extra hours of the fleeting com 

modity. But if he knows and understands how the 
average salesman uses it, he can make better use of what's 
available 

This survey was made with the help of electrical dis 
tributors’ outside salesmen across the nation. A re present 
ative sample of this group was asked to estimate the 
percentage ot time spent on each of several basic activi 
ties usually involved in the average sales call 

The questions varied, depending on the type of customer 
contractor, dealer, industrial. The 
response totalled 17 per cent of the questionnaires mailed 


sold by the salesman 

Some of the questions were simple; others required 
more explanation. The terms used on the survey form were 
more fully defined. For example, “dealer assistance” on 
the dealer questionnaire means helping the retailer with 
promotion, setting up displays, improving dealer sales 
technique, managerial advice and housekeeping 

“Non-direct sales talk” on all three questionnaires in 
volves non-specific conversation about sports, personalities 
or social events. “Related sales activities” means filling out 
call reports and other company forms 

For the contractor Classification, “service selling” in 
cludes helping with layouts, blueprints, estimates and 
catalog aids. “Service selling” an industrial customer means 
providing engineering help and catalog aids, etc. “Supplies 
selling” would take in replenishing a contractor's stock of 
wiring supplies and checking an industrial firm's inven 
tory for needed maintenance supplies 

The returned questionnaires were averaged on a na 
tional basis and later broken down regionally for easier 
reader comparison. The four basic regions: Northeast 
South, Midwest, and Far West 

ELECTRICAL WHOLESALING presents the survey results 
as an up-to-date picture of sales time spending. This is 
not a study of individuals. It was made to provide a pat 
tern, a checklist for the salesman who can use the know! 
edge to check and improve his own operations 


86 


ON A TYPICAL CONTRACTOR CALL 


waiting for customer specific product selling 


National average | Jational average 


h 


Northeastern average Jortheastern average 


Midwestern average y Midwestern average 
Southern average 13 Southern average 


Far Western average Far Western average 


ON A TYPICAL DEALER CALL 


waiting for customer 


National average 
Northeastern average 
Midwestern average 
Southern average 


Far Western average 


waiting for customer specific product selling 


National average | National average 


Ni 

Northeastern average Northeastern average 
Midwestern average Le Midwestern average 
Southern average 17 Southern average 


Far Western average Far Western average 
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SALESMEN SPEND 


supplies selling 


National average 
Northeastern average 
Midwestern average 
Southern average 
Far Western average 


specific product selling 


National average 
Northeastern average 
Midwestern average 
Southern average 
Far Western average 


National average 
Northeastern average 
Midwestern average 
Southern average 

Far Western average 


THEIR TIME LIKE 


service selling 


National average 
Northeastern average 
Midwestern average 
Southern average 
Far Western averags 


dealer assistance 


National average 
Northeastern average 
Midwestern average 
Southern average 
Far Western average 


National average 
Northeastern average 
Midwestern average 
Southern average 


Far Western average 
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THIS... 


non-direct sales talk 


National average 
Northeastern average 
Midwestern ave rage 
Southern average 


Far Western average 


National average 
Northeastern average 
Midwestern ave rage 
Southern average 


Far Westerr 


average 


National average 
Northeastern average 
Midwestern average 
Southern average 


Far Western average 


related sales activities 


S 


<A 
Nees 


cn 
| 


Northeasterr 
KA 


iverage 
Iwestern average 
uthern average 


Far Westerr 


related sales activities 


National average 
Northeastern average 
Midwesterr average 


ithern average 


Far Wester 


related sales activities 


yationa 


average 
Northeasterr average 
Midwestern average 
ithern average 


rr erage 








hone ainsi cols fetal cml gh 


%. there is nothing finer than d 
> ule 


REG. U.S PAT. OFFICE 


custom-fits any commercial interior —at no more 
than the cost of ordinary fixtures 


50,000 DIFFERENT PATTERNS POSSIBLE 
20% MORE LIGHT 


When you specify MITCHELL MODULE, you specify the 
best in ultra-modern commercial lighting. It’s a revela- 
tion: with just 4 simple, low-cost ‘“‘building blocks of 
light’’, MITCHELL MODULE Offers unlimited lighting pat- 
terns to custom-fit any commercial interior. MODULE’S 
exclusive plastic louver passes 20°, MORE LIGHT. Units 
fit together simply (mechanically and electrically) for 
quick, low-cost installation, and for easy rearrangement 
of patterns to suit changing needs. MODULE mixes all 
light sources smoothly in one harmonious, beautiful 
system—puts the light exactly where it’s needed. No 
ordinary fixtures can match MODULE—the only lighting 
that custom-fits with standard low-cost units. 


Only MITCHELL makes MODULE 


There's nothing in lighting easier to specify, easier 
to sell than MODULE. It custom-fits and ‘‘grows” 
with every lighting need; it delivers MORE LIGHT; 
it stays beautiful, new; it costs no more than ordinary 
fixtures. It's America's No. 1 Commercial Lighting 
with exclusive advantages for architects, wholesal- 
ers, contractors, utility consultants and users. You'll 
want the facts about MODULE—write today for 
full descriptive catalogs. 





ae we 2525 North Clybourn Avenue, Chicago 14, Illinois 
NAED Convention, saneed In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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It Sells Between 
A Salesman’'s Calls 


Sealed Envelope .. . 


HEN a salesman is face-to-face with a customer, con 

trol of the situation rests on him. But what about the 
times in between calls when he can't be there even though 
the customer needs something badly? 

One method of plugging this hole in the sales dike is 
the plan used by salesmen of Tristate Electrical Supply 
Co., Inc., Baltimore, Md. This progressive eiectrical dis- 
tributor provides its sales force with want order forms for 
between-calls service. The customer has but to fill in his 
needs, seal the form and mail it postage free 

On the want order form, space is provided for the sales 
man's name, and frequently, in calling on new customers, 
he will use this form instead of his name cards 





JAMDNO © PORTAL RAPE REG UO FA) OFF THE POSTAORAPH eto 
THIS FLAP IS GUMMED, READY TO SEAL 


&@ NO ENVELOPE OR STAMP NEEDED 
POLD, SEAL AND MAIL # 





DO YOU NEED 


1. Condun and Raceways 

2. Armored and Non-Metallic 

This order form has been left by rer inigens 
Outlet end Switch Boxes and 

our salesman Futngs 

Condulet Type Fittings 

Wire, Cable and Cords 

Wiring Devices, Fuses, Fuse 

Plugs 


Mr. 


le is for your convenience when Annunciators, Belle, Bursere, 


| ’ 
you wish to plece on order dur Telephonic Equipment 
Motors, Controls, Switches, 
ing the interval between the calls Circuit Breakers Panel 
of our representative. This form boards 
Insulating Materials 
is not designed to be « substitute 
Lighting Equipment 
for a personal call. We want our Pole Line Hardware 
Fans and Blowers 
= Water Pumps 
regularly 
“ Tools (Hachaw Blad 
Torches, Phuers Cle 
Ete.) 
APPLIANCES 


men to see all of our customers 


Nu stamp us required. Jus tl 
wut and sign this form, then drop 
Electric Irons Clocks 
aun the mail. Tristate pays the Feamere Cofles Dichace 
postage Radios 
Inter-communicating Systems 
Electric Fans 
Flectric Fence Controls 
Flashlights Batteries 
Ete., Bre 








The company has been using the forms for quite a 
while. Several months ago, an order was received on 
one of the forms from a customer to whom it had been 
given some 10 to 12 years before. A quick check by the 
sales manager determined that the salesman whose nam« 
was on the order had not been with Tristate since that 
time 

Some salesmen have been able to get their Customers to 
use this order form as their want list. At the end of a 
certain period, all they need do is sign, seal and mail the 
form. No postage or transposing the items to another form 
is necessary. Some customers even use them to mail in 


account payment checks. 











Half-Opened .. . 
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HAGERSTOWN, ML BALTIMORE, MI CUMBERLAND, MD 
Phone 2198 Phone HOpbine 7.5608 Phone: 279 


CHAMBERSBURG, PA HARRISONBURG, VA 
Phone 10%e M Pree 


ro. TRISTATE ELECTRICAL SUPPLY CO., INC. 


28th STREET and LOCH RAVEN ROAD 
BALTIMORE 18, MARYLAND 


Ship te 
Address 

Town 

Shipping Pores 
(rentiemen 


Please ship the following items at 
Seate cotelague from which you here selected erncle, giving aummber f posible 





prepee Lee 8g a PK) ree = ee) 





Solem (SIGNED) 

rss 

© TRISTATE Where Diaribaors of 

Bc, Sees «ELECTRICAL MATERIALS, EQUIPMENT AND SUPPLIES 


Tristate operates on a 160 per com Dealer Prove ‘ 
Wholesale prices will be extended to recognized contractors or deale 
Ove Service kagweers are at your servue 











Fully-Opencd 





INSTANT SUPPLY! 


FLAT BELTS 
a 


V-BELTS BELTING 


A Coast-to-Coast Chain of Warehouses 


UNITED 


“U.S.” is really geared to deliver. You actually 
can get immediate shipment—thanks to the 
“U.S.” transcontinental chain of warehouses. 
And the “U.S.” Line is complete, including 
sheaves. In addition, when you handle “U.S.” 


you get sales engineering assistance, valuable 


MULTIPLE V-BELTS 
F.H. P. BELTS « SHEAVES 
FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 


STATES 


training and successful selling aids which in- 
clude catalogs and store displays. 

Every item in the “U.S.” Line is famous for 
durability and for economy in maintenance. 
Every V-Belt has the unique Equa-Tensil Cord 
Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 


write to address below. 


PRODUCTS OF 


RUBBER COMPANY 


MECHANICAL GOODS DIVISION « ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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CONVENTION PROGRAM 





NATIONAL ASSOCIATION OF ELECTRICAL DISTRIBUTORS 
The Conrad Hilton—Chicago, IIlinois 
May 24-29, 1953 





Sunday, May 24 
Monday, May 25 


Tuesday, May 26 
Wednesday, May 27 
Thursday, May 28 





Conference Booth Center Hours 


Open 1 p.m. to 5 p.m. 
Open 9 a.m. to 12 noon 
3:30 p.m. to 6:30 p.m. 
Open 4 p.m. to 6:30 p.m. 
Open 3:30 p.m. to 6:30 p.m. 
Open 3:30 p.m. to 6:30 p.m. 








SUNDAY 
Morning—: 
Afternoon—Nect 


AA 


MONDAY 
Morning— 


Afternoon— 
Evening— 


TUESDAY 
Morning— 
Afternoon— 
Evening—\\/ 

WEDNESDAY 


Morning— 
Afternoon—' 


Evening— 
THURSDAY 
Morning— 


Afternoon— 


FRIDAY 
Morning—' 


Noon—/ 
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SPEAKERS AT 45th CONVENTION 
H. C. Bonfig, t 


Dr. W. R. G. Baker, 
Jos. Zamoiski, 


Cloud Wampler, 


John C. Sharp, 
Richard Sargent, : 


H. S. Schiele, c! 
A. L. (Art) Scaife, ! 


S muel Fingrutd, 
tt G. W. Orr, 


S. G. Fisher, 


L. E. Barrett, 
G. F. Hessler, 
Francis Stern, 


C. G. Pyle, 


Herb Metz, 


Fischer Black, t t Vor Ar- 
thur W. Hooper, o'! t 2, Ken- 


neth Kramer, execu! NVeek: Wil- 
liam W. MacDonald, William T. 
Stuart, Maint 
Laurence Wray, 
Tom Collins, 


Don G. Mitchell, 


S. B. Williams, 


A. W. Hanigan, 


Stanley M. Ford 


W. H. Gove, 








three ways to install 


:. recessed. Only the luminous Plexiglas is visible, 
depth 22" from ceiling line. 


2 surface-mounted. Variform luminaires hug 
the ceiling and blend in harmoniously. Depth only 6%” 


from ceiling line. 


x a suspension-mounted. Hangers can be 
placed to give perfect support to even the largest fixtures. 


Tireo of telling the same old lighting story, again and again, to your cus- 
tomers? Here's something new—the hottest thing in lighting since the introduc- 
tion of the fluorescent lamp twelve years ago! 

Everybody in the trade is talking about the LPI Variform. Beginning now 
an advertising campaign of double-page spreads is appearing in Electrical 
Construction and Maintenance, Architectural Forum, Progressive Architecture, and 
Sweet's Architectural File—PLUS a direct mail drive to 12,000 electrical contractors 
and 8,000 architects and electrical engineers. 

Shown here is an exclusive and dramatic development in fluorescent 
lighting—a designer's dream come true! The Variform uses soft, lovely, molded 
Plexiglas—circles, ovals, rectangles, squares—in a choice of sizes ranging up 
to eight feet in length. 

Think of the possibilities this offers your customers for original and har- 
monious arrangements. There is no limit to the beautiful effects they can 
achieve fora big edge in competitive bidding. Unit for unit, the Variform means 
more dollar volume for your customers—and a bigger profit for you. 

















: | RECTANGLES 24°x48" 
Lyk 24” x 72” a 1 96" 


+ 


: ag 








CIRCLES \ 
6" and72” ) 
diameter / 


OVALS 


ae 36" 148" - 48x72" 


circles-ovals-rectangles-squares 
in beautiful Plexiglas 


—new freedom in creating harmonious designs 


LPT) VARIFORM 


S LIGHTING PRODUCTS, INC., HIGHLAND PARK, ; 

















Variform shapes combine harmoniously with recessed troffers, ee See ee 


; = athe , . v standc 
incandescent down-lights, and other standard equipment. Only standard Lighting Products, Inc. 
straight fluorescent lamps are used. = Dept. H, Highland Park, Illinois 

Plexiglas absorbs less than | percent of luminous energy. Shatter- aiwet. My compony is on LPI distributor. Please 
proof, it will give many years of trouble-free service. Guaranteed not > “te send me, free and without obligation, a 
> complete set of Variform drawings and 
latest LPI catalogs 


to sag, warp, lose shape, or to discolor Light in weight, easy to handle 
Quickly cleaned with damp cloth, using mild detergent and water 
Number of lamps used inside fixture is determined by degree of light 
Output required. 


mail COUPON NOW. If your company is a bona fide LPI 
distributor, we're glad to send you a set of Variform drawings and 
specifications. You will also receive the latest LPI catalog, fully illus- 
trated with photographs and drawings, "New Ideas in Fluorescent 
Lighting.” Lighting Products, Inc., Highland Park, Illinois. 


FIRM NAME 


ADDRESS 


city 





Sell greater customer satisfaction with the 


COMPLETE AMPLEX LINE 


AMPLEX 
ti FLUORESCENT 
TUBES 


There’s an Amplex Fluorescent Tube 
of the right size and color for every 
type fixture. And the cathodes of 
Amplex Tubes are designed for high 
efficiency and long burning life. . . 
special coating methods assure even 
light output from end to end. 
Amplex Fluorescents make friends! 


AMPLEX 
REFLECTOR 
LAMPS 


Here’s the fastest-moving accent 
lighting line on the market! The 
inside surface of these lamps is pure 
silver. Their sealed-beam reflectors 
can’t get dirty... always retain their 
brilliance. And Amplex Reflector 
Lamps come in a full range of watt- 
ages and bulb types... all quality- 
built for topmost dollar value. 


"Se ine 


AMPLEX 
INCANDESCENT 
LAMPS 


With Amplex you've a complete 
range of Incandescent specialty and 
general service lamps in every type 
and wattage. They are built to 
Amplex high quality standards and 
are proven sales leaders. . . setting 
new records of efficiency and 
economy for users everywhere. 


AMPLEX 
INDUSTRIAL 
HI- BAY 
LAMPS 


Amplex R-57 Lamp is designed for 
continuous maximum light output 
in high bays. Hermetically sealed 
pure silver reflector can’t become 
soiled . . . auxiliary metal reflectors 
are not needed... grime and dust 
never obscure the bulbs’ under sur- 
face from which light is projected. 
R-57 comes in 500 and 750 wattages. 


The Amplex franchise is today’s best bet for added sales and 
profits. National advertising, display material, promotional 
pieces and other sales aids are boosting the demand for the full 
line of Amplex lighting products. Write for full information. 
Amplex Corporation, Dept. A-5, 111 Water St., Brooklyn 1,.N. Y. 


PLEX 


Visit us at Booth #3, NAED Convention, Conrad Hilton Hotel, Chicago, May 24-29. 


OTHER PROFIT-MAKING 
AMPLEX PRODUCTS 





Amplex Spots 
and Floods 


[7 





Amplex Par 38 
Spots and Floods 





Amplex Weather. 
proof Lamps 





Amplex 


Swivelites 





Amplex 
Colorbeams 





Amplex Street 
Lighting & Traffic 
Signal Lamps 





Amplex Mercury 
Vapor Lamps 





Amplex “Hi-Hat” 
Recessed Fixtures 





Amplex 
Infra-Red Lamps 
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Complete Lines 


OF TRUMBULL 
SAFETY SWITCHES 


let you fit practically any low voltage ap- 
plication with a new high in dollar value 


Trumbull presents complete and superior lines 


of safety switches, each designed for a clearly 


defined type of service. Trumbull has always 


provided the selling advantage of “more product 


for the customer's dollar.” Now the comparison 


can readily be made crystal clear to contractor, 


specifier, and uset 





























—— $$ 








*HEAVY DUTY INDUSTRIAL 
Exceeds NEMA Type A Standards 


The Trumbull Style HCI Front Oper- 
ated Safety Switch is without any ques- 
tion the finest switch ever built by 
Trumbull, the Safety Switch leader. It 
has every installation convenience, 
every operating and maintenance 
advantage, and all the protection we 
know how to build into a switch. Its 
unique and thoroughly proved pole 
units introduce a Coston superior 
switching principle. It is deliberately 
designed and built to exceed today’s 
requirements and last as near to for- 
ever as a switch can. 





*STANDARD DUTY 
Mects NEMA Type A Standards 


The Trumbull Style HCI Side Operated 
Safety Switch will meet all but the 
most rugged demands with plenty to 
spare. It features the HCI pole unit 
with circuit breaker arc quenching 
action. While it meets NEMA Type “A” 
specifications it offers substantial cost 
savings. No Trumbull safety switch 
ever offered more for the money. 





*The pole units of Style HCI switches 
feature the magnetic-repulsion 


principle of arc-quenching, similar 
to that of a modern circuit breaker. 


Grid pins break up and quickly 
dissipate the arc. Double-break 
visible contacts are actuated 


TRUMBULL 


by a heavy spring, with practically 


instantaneous make and break. 
These exclusive features result in 


high interrupting capacity and longer 


switch life. 


May, 1953—ELECTRICAL WHOLESALING 





GENERAL USE 
Mects NEMA Type D Standards 

The Trumbull Style D Safety Switch is 
designed for many applications where 
service is not severe and centinued 
ove rloads unlike ly 1 his well engi 
neered and sturdily built switch does 
its job at real savings in first cost. It is 
suited for use in many distribution and 
branch circuits, for flood or sign light 
ing, service entrances, heating and ait 


conditioning equipment 


There is a Trumbull safety 
switch to meet practically any appli- 
cation up to 1200 amperes, 600 volts AC or DC 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN, 








O 


Cross Section 
Showing 
indentations. 











Distributed by 





‘OE IN USA 


_@ 



































For many years Contractors from Coast to Coast have used 
Briegel Ali Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


MMICOEL 3 


GALVA, ° ee 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mork & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple $t., Chicago, II!.; Clifton Conduit Co., Jersey City, N. J.3 
The Steeiduct Co., Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn.; Kondy Mfg. Co., itd., Presten, Ont, 
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No. F-1570 < . \S , < 


Z 


SS 
HOLOPHANE Svs 
Unit with LO-BRITE* 


Concave CONTROLENS Specify NO. F-1570 for 


HIGHER EFFICIENCY... Stepped up 25% 
LOWER BRIGHTNESS... cut by more than 50% orrces 
CONCAVE CONTROLENS shields brightness from the observer DISPLAY ROOMS 


LARGER LENS and NARROWER TRIM provide the STORES 
ideal proportion for distinctive design 


CLASSROOMS 


HOSPITALS 


PUBLIC BUILDINGS > 


HOLOPHANE COMPANY, Inc. 


Lighting Authorities Since 1898 * 342 MADISON AVENUE, NEW YORK 17,N.Y 
THE HOLOPHANE COMPANY, LTD THE QUEENSWAY, TORONTO 14, ONTARIO 


We will be happy to welcome you at the 
N.A.E.D. Convention—Booth No. 47 


® Trademark 








DO YOU KNOW 


WHERE TO BUY 
? 


STEPDOWN 
TRANSFORMERS 


Designed to permit operation 
of standard 110/120 volt, 
50/60 cycle electrical equip- 
ment from a 200/240 volt 
circuit. Sizes from 85 wotts 
to 2000 watts. 


AN ACME ELECTRIC STOCK PRODUCT 





VOLTAGE REGULATING 
TRANSFORMERS 


For manual regulation of 
a high or low voltage 
condition to the normal 
voltage required by the 
electrically operated 
equipment. 150 watts to 
10 KVA, 


BELL RINGING, CHIME AND 
SIGNALING TRANSFORMERS 


Heavy duty, bell ringing transformers. 5 
watts, 10 volts secondary, supplied with 
mounting feet or universal mounting, outlet 
box plate. 115 or 230 volt primary. Chime 
transformers of heavy-duty construction 
rated 7 VA, 16 volts secondary, 115 or 
230 volts primary. Standard mounting feet 
or universal mounting, outlet box plate. 
Signaling transformers for belis, gongs, 
sirens, annunciators or relays where a sec- 
ondary output of 4, 8, 12, 16, 20 or 24 
volts are required. Sizes from 50 VA to 
750 VA. 


AN ACME ELECTRIC STOCK PRODUCT 





SIGN LIGHTING 
TRANSFORMERS 


For signs or other applications 
requiring a secondary of 12/24 
volts. Primary 120/240 volts 
single phase, 60 cycles. Avail- 
able in ratings from % KVA 
to 5 KVA, 


CONTROL 
TRANSFORMERS 


Built in a variety of designs 
that meet U.L. requirements 
in ratings from 25 VA to 
250 VA. 115, 230, 460 volts 
primary; 6, 24, 115 volts 
secondary. 


AN ACME ELECTRIC STOCK PRODUCT 





MANUAL VOLTAGE 
REGULATORS 


A laboratory type 
instrument of infinite 
voltage control over 
a range from 0-135 
volts. Available in 
portable and switch- 
board mounting types. 


INSULATION 
BREAKDOWN 
TESTERS 


For checking for grounds, 
shorts or testing insula- 
tion in accordance with 
U. L. requirements. Con- 
nects to 120 volt primary. 
Secondary voltage manu- 
ally pre-set at 500, 1000, 
1250, 1500, 1750, 2000 
or 2500 volts. Supplied 
with high voltage, rub- 
ber covered cable and 
test prongs. 


AN ACME ELECTRIC STOCK PRODUCT 














ACME ELECTRIC CORPORATION xEEEE” 
675 Water Street Cuba, N. Y. Paine 
West Coast: Acme Electric Corp., 1375 W. Jefferson A) Sa 

Bivd., Los Angeles, Calif. 4 35 ici 
Canada: Acme Electric Supply Ltd., 50 North Line SUV procetss — 
Rd., Toronto, Ontario Lesrasusnee ser 


Re 3 


5 
+ 
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THE THREE CUTLER-HAMMER STARS x x x 


STAND FOR THREE NEW STANDARDS 


{Installs easier 


The cost of installing motor control today is 
usually much more than the cost of the control 
equipment, often two to three times as much. 
Thus this new control offers large savings. 


Look for the three silver stars on the famous 
Cutler-Hammer nameplate; they identify the 
new spectacular Cutler-Hammer v7 7% Motor 
Control. These three stars stand for three en- 
tirely new standards in motor control satisfac- 
tion and value. vv 1... Easier, faster, lower 
cost installation any electrician can readily 
prove.  ¢ 2... Time-saving, trouble-saving, 
cost-cutting better performance which any test 
will confirm. 3...Amazingly longer life 
due to advanced engineering features anyone 
can understand. Compare it by features and 
by performance. You too will say it is the finest 
control you know. CUTLER-HAMMER, Inc., 1310 


St. Paul Avenue, Milwaukee 1, Wisconsin. 


Users say, “Nothing like this ever before." 
Smooth, quiet operation with uniform response 
New adjustable overload protection lets motors 
work harder with fewer nuisance interruptions 


va i \|/ 6 
ay | i( ' 
fy 


a 


)\ Lasts longer 


Revises all existing ideas of long trouble-free 
life in motor control. Cuts rate of wear to 
point that maintenance care and cost are vir- 
tually eliminated for 90% of all control uses 


CUTLER-HAMMER 


Se See eee 


Order from your nearby 
Authorized Cutler-Hammer 
Distributor today 


CUTLER-HAMMER * % x MOTOR CONTROL 





CUTLER-HAMMER x x % MOTOR CONTROL 
The 3 Stars stand for } New Standards 


. 


standard of easier, faster. 
lower-cost motor control 
installation. Any 

trician can prove 


Installs easier... 


vr 1...-An entirely 





Just loosen two screws 
and off comes wrap- 
around cover. Screws 
stay in cover, do not 
fall on floor. Just 
loosen three screws 
and out comes the en 
tire mechanism on unit 
plate. 





4 


3-Coil Overload Protection. Another 
Cutler-Hammer ‘‘first!’ complete pro 
tection against single phasing as an 
optional feature in standard starter 
construction in standard enclosure 


Armature pivoted on a 
rolling bearing for 
smooth, quiet opera- 
tion. No rubbing, no 
sticking, no slamming. 
New light-weight mov- 
ing parts. Less weight, 
less bounce; less 
bounce, less arcing. 





2...An entirely new 
standard of dependable 
motor control perfor- 
mance; reliable uniform 
response and more accu- 
rate overload protection. 
Any use will confirm it. 


Making conduit con- 
nections and pulling 
wires is a cinch; no 
starter mechanism in 
the way. No damaged 
starter parts or 
skinned knuckles. 
Wide-open accessibil- 
ity, no side walls. 


Factory records everywhere today show the 
cost of installing motor contro! is usually 
much greater than the amount spent to buy 


fy B..-An entirely new 
standard of trouble-free 
long life: surely the finest 
starters both electrically 
and mechanically vou have 
ever known. Any compari- 
son shows it. 





Easy straight-through 
wiring. All line ter- 
minals are at top, all 
load terminals at bot- 
tom. All terminals vis- 
ible from front, all 
with solderless pres- 
sure connectors. Plenty 
of wiring room. 


the control equipment, often two or three 
times as much. Here you see why this new, 
better motor control actually costs less. 


Better performance; dependably uniform 
operation, trouble-saving and cost-cutting 
more accurate overload protection. These 
are more than mere claims in this new 


Cutler-Hammer control. Field-tested over 
two years. Compared with every make of 
control by actual users...to have most say, 
‘Better than anything we have ever used 


UF 





A 
av 


5-Unit Construction. Just five units 
magnet coil, armature. two centact 
blocks, and overload relay...and 
any unit can be removed from front 
without disturbing any other. 





Many users will ask, 


New pressure-quench 
are chambers. Heat of 
any arc rapidly expands 
confined air; increased 
pressure snuffs arc. Con- 
tacts are vertical dust- 
safe design; twin-break 
contocts further mini- 
mize arcing. 








Cutler-Hammer, Inc.—Milwaukee 1, Wisconsin 


CUTLER-HAMMER + s< x MOTOR CONTROL 


4-Position 
C-H Eutectic Relay now adjustah'e 
so motors can work harder sofely 
without nuisance tripping. Each coil 
offers range of 4 ratings, 
by positioning. 


“Why longer life? We 
have never had a Cutler-Hammer starter wear 


Lasts longer... 23ers = 


longer life. First, it brings better performance 
to those “killer” jobs where industry expects 











%, 


Famous Electrical Interlocks. Interlock blocks 


normally closed, or both 
selected 


on most installations. 


easily added to provide up to 4 ex 
tra control circuits; normally open, 


Cutler-Hammer engineering leadership to pre- 
vail. Second, and most important, it decreases 
the rate of wear to the point where mainte- 
nance care and cost are virtually eliminated 








Your Plan Fer 
LIGHTING SALES 


How to make a 


LIGHTING 
SALES PRESENTATION 


The Market Is Yours for the Asking 


The Verbal Presentation 
1. Initial Selling Approach 
2. Secondary Selling Approach 
3. Final Selling Approach 


The Written Presentation 


1. Purpose of a Written Report 
2. Who Prepares Written Report 
3. What Goes into Written Report 


Conclusion of Sale 


Post-Installation Program 
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The Market Is Yours for the Asking 


Conservative estimate for just relighting runs as high 


Your Plan For — 
LIGHTING SALES 


as $5 billion in lighting equipment alone. Someone is 


going to profit from this—either you or your competitor 


HE national picture for lighting and 

relighting of America’s offices, 

schools, factories and stores is a 
glowing one. The vast untapped mar- 
ket potential that exists today is head 
and shoulders over the estimated $300 
million spent last year by consumers 
of lighting equipment—and this most- 
ly gobbled up by new building con- 
struction 

Just take the relighting market. This 
is conservatively estimated to account 
for over $5 billion in lighting equip- 
ment And 
growing at an annual pace about equal 


alone. what's more, it is 
to all lighting sales each year. 

At this rate, the distributing indus- 
try can increase its lighting sales suc 
cessively over the next ten years and 
still not reach any degree of saturation 
come 1963. Even if it sells four times 
as much lighting equipment by 1963, 
the industry, because of the element of 
growth and of industrial and commer 
cial expansion and modernization, will 
still be required to bone up on its sales 
promotion efforts toward an increas- 
ingly substantial relighting market. 

Boiled down to local relighting fig- 
ures, the average market potential for 
a community the size of 25,COO popu 
lation might run between $1 million 
and $5 million for lighting equipment 
alone—depending upon how exten 
sively the market is promoted. In cities 
above this population figure, the take 
would increase proportionately and 
would be dependent to a great extent 
upon the actions of all phases of the 
electrical industry 

But no matter how large or small 
your potential market in your area of 
operation (according to your own esti 
mates of lighting possibilities for both 
new building projects and moderniza 
tion or relighting jobs), someone is 
going to profit from it, either you or 
your competitor. There's still enough 
to go around to suit everyone if only 
the proper advances are made toward 
it. But a substantial portion of it is 


102 


yours for the cultivation—and the 
asking. 

There is only one way to sell good 
lighting and that’s by convincing the 
prospect of the benefits he will receive 
by installing the kind of lighting you 
are recommending. Too frequently, 
some lighting salesmen think of a 
lighting job in terms of fixtures. They 
should realize that fixtures are only the 
end products, the devices which are 
produced and sold by the lighting in- 
dustry as the means to provide the 
ultimate commodity—light. 

A little thought will convince them 
that prospects don’t want to buy fix- 
tures. They have fixtures—old perhaps, 
but still in good condition—cluttering 
What's 


wrong with them? Why should they 


up the office or the factory 


buy new ones? 
What better 
lighting and what it will do for them 


they really want is 
in terms of production, traffic, safety, 
etc. That's where the selling job comes 
in. That's where your skill at convinc- 
ing prospects of the benefits of better 
lighting will pass or flunk the acid test 

As this lighting market grows, com- 
petition vying for it gets keener and 
keener. This is especially true on rew 
where 
lighting is sold more on a cost than on 


building construction work 
a benefit basis 

Relighting, however, offers an al- 
ternate market that is usually out of 
the “competition” class. These are the 
jobs requiring from five to fifty lumi 
naires each in which the salesman has 
the opportunity to cultivate the pros- 
pect and make the sale before com- 
petition has a chance to interfere. 

There are plenty of sizable relight- 
ing jobs to be had by those who are 
willing to work hard to get them. Many 
are small. So what? In relighting, the 
big market is in the smaller jobs. 

Many lighting salesmen who direct 
their attentions to the big lighting jobs 
start out with good intentions but the 
moment a competitor gets into the ac- 


tion they fall back on their haunches 
and try to bait their customers with 
the only “come-on” they have to offer 

price. And that isn’t the worst of it 
The moment price slashing comes into 
the picture, a sinister industry com- 
panion naturally comes to the fore— 
job slashing 

When these two work side by side, 
the customer gets a poor job and the 
lighting salesman gets a poor profit. 
In fact, nobody benefits. 

If you feel you aren't getting your 
proper share of this market, it would 
be well for you to review the steps you 
take in approaching it. Too much reli- 
ance may be placed on advertising and 
promotion to cultivate prospects and 
too little on the actual personal selling 
job demanded of this market. 

You might be pleasantly surprised 
if you made a few well chosen calls in 
your community. In fact, after a month 
of intensive promotion, a lighting sales- 
man can literally go from door to door, 
from factory to store to bank to school, 
with the story of lighting benefits and 
receive a very responsive hearing from 
each. 

Every salesman has his own tech 
niques for cultivating a prospect, fol- 
lowing through on a planned lighting 
presentation, both oral and written, 
and closing the lighting sale. Individu 
ality is a key to success in selling 
There are instances in this particular 
case, however, where conformity to 
proven methods of sales prospecting 
following a set pattern, taking certain 
steps in logical order—can result in a 
quicker sale 

These steps are given on the follow 
ing pages. They are to be used only 
as a guide. Add to them if you like; 
discard those that don’t apply to your 
particular approach. Develop your own 
these steps 
When you do these things, and you 
use your Own ingenuity, chances are 
you ll sell more and better quality light- 


special adaptations of 


ing installations 
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tion is just the appetizer before the 
main meal of the lighting sale— 


written but it is 


the 
usually the most important part of the 


presentat 1oOn 


whole course. 

As any experienced chef will tell 
you, the tidbits before the main course 
serve only to whet the appetite, not 
satisfy it. Therefore, he dishes them 
out in systematic portions, making sure 
to leave his customers craving for more 
filling, more substantial food 

Any experienced salesman does the 
same thing in conducting his verbal 
a lighting 


presentation to prospect 


First of all, he selects his prospect and 


Next 


he gathers together his selling mate 


discovers his likes and dislikes 


rial and makes it tempting by offering 
the prospect a solution to all his light 
ing needs and showing him the benefits 
a new lighting system can offer 

Then he dishes all these out in small 
enticing portions and leads the pros 
That 


prese¢ ntartion, 


pect into a request for more 


more” is the written 
and after that, the ultimate sale 

For that reason, the verbal presenta 
tion has got to be well planned in 
of the interview 
The 


salesman must have at his fingertips 


advance salesman’s 


with the prospect in his office 


all the selling resources needed to 
arouse the prospect's interest in light 
ing—and keep it aroused. 

Since no two prospects think alike in 
terms of lighting, the salesman, as well 
as his company, has the responsibility 
of seeing to it that each gets as much 
information about lighting as possible 
in the form of direct mail promotion 
and advertising. This will tend to “soft- 


en up” the prospect before the actual 


The salesman then follows 


interview 
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The Verbal 


HE verbal portion of a presenta a Initial Selling Approach 


\ 


tlt \ 


rf 
it 


Presentation 






/¥ 


What to emphasize when first approaching a prospect 
on his need for better lighting 


2. Secondary Selling Approach 


What benefits to play up after prospect shows an inter- 


est in relighting 


3. 


Final Selling Approach 


What plan should be followed when prospect leads con- 
versation around to a request for recommendations 


this up with telephone « lls and | 
sonal calls, working more directly wit 


the prospect as follows 


e Once inside the prospect’s office 
the salesman should be prepared t 
talk the kind of lighting best suited 
to the prospect's needs 

e He should be prey ied to dis 
cuss the different types of lighting sys 
tems so as to get the prospects re 
actions to each 

e He should bs prepared to sell 
the prospect on lighting results not on 


just lighting equip ent lamy 5, Wirin 


ind other materials that make up th 
lighting system 
e He should be prepared to disc 


the benefits resulting from his lightin 


plan—benefits that apply to the ps 
pects own particular operation 

e He should be prepared tO Ssuxyest 
the savings of the new proposed system 
in terms of long-run operation, high 
efficient light output, low maintenance 
costs, etc 

e He should be prepared to follow 


1; 


through on the three distinct selling 


stanzas of the verbal presentation. For 





called 
} 


division we have 


purposes of 
these phases the initial secondary an 
final selling approaches 


The first 


the pr 


involves clarification of 


pects need for lighting. The 


i 


prospect may not be aware that his 


present lighting system is inadequate 
It is up to the salesman, then, to re 
verse this itritude 

Ww hen this has been broached suc 
cesstully, the next tep is to show the 
prospect how relighting plan pat 


terned to his office needs, will benetit 
him, his employees, his customers 


The 


ve rbal 


third and final ipproach in 
presentation 1s the ction the 
salesman takes ipon the icknowledy 


ment by the prospect that there are 
lighting defects in hi 


This 


by a request from the prospect to hear 


| rescnt systcen 


usually accentuated 


approach 1s 


what plans the salesman has for cor 
recting these defects 
A more detailed explanation of the 


three phases of the verbal presentation 
in which the salesman’s participation 
is more prec Ise ly spelled out, 1S piven 


on the following pages 









1. Initial Selling Approach 


Spot these lighting defects: 


What to look for: 


General illumination level 
below I.E.S.-A.S.A. standards 


Office, store or shop is gloomy 


Spotty illumination, dark areas 
in room 


Employees take work to 
windows 


Bare lamps; lamps in reflector 
seen from employee's position 


Brightness of surroundings low 
in relation to brightness of work 


Employees working with shiny 
surfaces, reflected glare 


Employees wearing eye shades, 
customers squinting 


Approved lighting equipment 
not used in hazardous locations 


They are caused by: 


Improper evaluation of light 
needed for sight requirements 


Incorrect spacing and mounting 
of fixtures, low lighting levels 


Walls, ceilings painted dark 
color; spacing is incorrect 


Not enough light for task being 
performed 


Too low a shielding angle; im- 
proper mounting 


Dark or dirty walls, ceilings, 
floors, machinery, equipment 


placement of light 
respect to work 


Improper 
source with 


Lamps from light source in line 
of vision 


No familiarity with National 
Electrical Code requirements 


They result in: 


Increased number of accidents, 
inefficient performance 


Lowered morale of employees, 
no incentive to browse,shop 


Wasted space, dirty atmosphere, 
accident hazard 


Loss of production time 


Glare interfering with vision, 
producing tiring eye condition 


Unnecessary expenditure of en- 
ergy, produces fatigue 


Details of job becoming obscure, 
producing eye fatigue 


Lack of total utilization of light, 
strain on eyes 


Cancellation of insurance, pos- 
sibility of explosion or fire 


2. Secondary Selling Approach 


A Checklist of Relighting Benefits for: 


Industrial Plants 





Increased production 


Offices 


Stores Schools 





Less eyestrain 


Protection of immature 
eyesight 








More accurate work, 
fewer rejects 


Continual production 
by older employees 


Better employee morale 
Less absenteeism 


Better plant house- 
keeping 
Reduction in accidents 


Better public relations 














More clerical production 
Fewer errors 


Less eyestrain and nerv- 
ous fatigue 


More cheerful atmos- 


phere 


Better production by 
older employees 


Better office morale 


Neatness in work 











More cheerful atmos- 


phere 


Attraction to ‘‘pull” in 


customers 
Attraction to displays 


Easier examination of 
goods by customers 
More efficient sales 
people 

Fewer errors 


More sales more quickly 
made 


More, better light for 
the money 





Easier reading and 
writing 

Greater visibility of 
blackboards 

More cheerful 
surroundings 

Better work by teachers 
and pupils 

Less nervous tension by 
teachers, pupils 
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¢ Emphasize the need for better lighting 


¢ Select weaknesses in present system and contrast 
these with lighting industry standards 


* Create an awareness of better lighting practices 


0 NE of the very first things a lighting 


salesman must do is convince the 
prospect that better lighting is abso- 
lutely necessary to supplant his existing 
inadequate installation. The busy exec 
utive may think that the illumination 
in his establishment is sufficient, or 
even that there is “too much” light. 
He may think that just because he has 
had no adverse criticism from employ- 
ees or Customers there is no real urgent 
need for it 

The fact that the human eye is a 
poor judge of the amount of light pres 
ent makes it extremely difficult, even 
with all the facts available, to convince 
your prospects that the light is insuffi 


cient. The existence of bare bulbs, of 


skylights and large window areas, may 


give the that there is too 


much light. But how much of this light 


impre ssion 


is reflected glare? Are there high light- 
ing levels and low brightness—the two 


ingredients a good lighting system 
must have? 
meter 


be ae 


A check with the light may 


reveal there are only 7 to 


certain areas where higher levels should 


be maintained. Placing these levels 


side by side with those recommended 


by the 


American Standards Associa 
tion’s Code of Lighting may make your 
prospect think twice before he express 
es any opinions regarding the whole 
someness of his present system. Point 
ing out some of the lighting defects 
(see box during a 


( pp. site page ) 


cursory tour with him through his es 


¢ Tell the benefit story in terms of business profit 


° Cite examples of benefits satisfied customers have 
experienced as a result of lighting modernization 


A S you get further on into a discussion 
of lighting with a prospect you dis- 
cover that once his interest is aroused 
he is bound to ask the obvious ques- 
tion: “What will a new lighting sys 
tem do for my business?” If you're 
quick to size him up you will have 
anticipated this move and have well 
hardened in mind 


your for quick, 


effortless reference a list of benefits 
for that particular establishment (see 
box opposite page). 

But just rattling off a list of benefits 
that can accrue to the prospect as a 
result of a new lighting installation 
can become too mechanical at times 
—sing-song, as if memorized from a 
script—and often downright boring to 
the prospect. He doesn't care too much 
about generalities like increased pro- 
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duction, less eyestrain, better atmos 
phere. He'll listen, but he won't hear 


What he 


concrete facts about what benefits the 


wants—and deserves—is 
other fellow is getting from his new 
lighting system. With a little probing 
on your part, a little investigation into 
the business effects of some recent 
lighting jobs that you have completed, 
you'd be able to come up with a good 
selling story just like this true case 
history that would be of tremendous 
interest to the manager of your corner 
service station 

A retail gasoline station in Detroit 
16,752 gal 


lons a month, jumped its sales to 27,245 


which had been averagin: 


gallons a month by making improve 


ments in lighting. Net profit was more 


j 


than doubled. 


tablishment may convince him that 


neither he 


nor his employees and cus 
| 


tomers can be e fina idge of light 
ing excellence 
Would the 


care to sce a 
tall wnlicahl 
modern lighting installation applicable 


prospe ct 


to his type of business? If not, have 


photographs with you showing the 


types of lighting inst illations your com 
pany has completed—photos that tell 
story more forcetully 


your lighting 


than any number of words. Show him 
testimonials of other owners of similat 
now 


establishments who are enjoying 


the comforts of a new installation 
Lead him into the discussion. What 
what are his objec 


talks, the 


are his opinions 
The 


interest is generated 


tions? more he more 


If you don't get the prospects 


terest on the first try, don't get di 


that he wants 


difterent 


couraged. Always assume 
a new lighting system. Use 
sales slants the next time around. Send 
him additional promotion material 
often on your 


Always 


let him know you're interested in hely 


Drop in to see him 


rounds of the other prospects 


ing him solve his lighting needs 


Your Plan For 
LIGHTING SALES 


would really sit 


up and told 


factual incident which, by all standards, 


An office 
listen if 


manaycr 


you him this 


is just a personalized blowup of one 
benefit feature—greater production 

A tu 
Bureau / 


Lane J yj L 
j ved that b4 


year government study im a 


Internal Revenue office 
q changing trom 10 ft. 
of poor quality lighting to SO ft.c., and 
introducin a light-colored environ 
mental finish, a gain of 5.5 per cent m 
was achieved 


card punching pre cedure 


All you need are two or three good 
factual cases of what lighting has done 


to stimulate and increase the profits 


of other businesses in your territory 
get corroboration from these 


all the 


the list of benefits as a guide. Go down 


If you can 


satisfied Customers better Lise 


the line and check off those you think 


can be expanded into factual sales 


pegs. Collect these into classified 


groups—according to types of busi 
and apply them often. 
Then when a prospect asks: “What 


will a new lighting system do for my 


ness 


business?” just show him what it did 


for the others 





Your Plan for 
LIGHTING SALES © 


REQUEST FOR RECOMMENDATIONS comes from prospect when 
his attitude on lighting turns from indifference to concern. He'll 
want to know more about light sources, luminaires, intensities, etc 


| l may take months before the pros 
pect becomes lighting conscious 
enough to start asking the leading 
questions you're waiting to hear 
This waiting period can be short 
ened or lengthened depending upon 
your ability to pierce his natural 
sales resistance 

Usually you're on thin ice with 
the prospect all during that part 
of the interview in which you try 
to establish his need for lighting 
It is also a touch and go proposi 
tion when you produce concrete 
evidence showing him that a new 
lighting system can profitably benefit 
his business—you waiting for som« 
sign of approval, he waiting for 
some sign of weakness 

Gradually, though, you find the 
prospect being more open-minded 
about his problems. He may confide 
in you that he knows his lighting 
is far below par. He may tell you 
that he has often thought about 
relighting but, so far, a positive pro 
posal has never been offered to him 

Gradually his attitude turns from 
indifference to concern. This con 


cern for lighting is manifested 1n 


106 


any number of ways. He'll want 
to know what type of lighting he'd 
need if he intended considering a 
new installation. He'll want to know 
what different types of light sources 
there are, and which type would be 
applicable to his business operation 
He'll ask questions about luminaires, 
about footcandle levels and about 
lighting intensities 

Once he shows this interest it is 
time for you to ask his permission 
to prepare a lighting recommenda- 
tion that will cover in more detail 
all the questions asked during the 
interview and all the others you 
feel should be answered to the com- 
plete satisfaction of the prospect. 

Explain that this recommendation 
will attempt to solve his lighting 
problem and that it will be based 
on a plan specifically designed for 
his operations. Point out why no 
quotation can be made until the 
plan has been finished. Discuss the 
importance of making such a light 
ing plan. Tell him it will serve as 
a basis for more detailed discussion 
for both lighting and wiring lay- 


outs. 


3. Final Selling Approac 


LIGHTING SURVEY of old instal- 
lation is made by salesman to ob- 
tain dimensions, existing intensities 


0 NCE permission to prepare a spe 
cific lighting recommendation and 
layout is granted to you by the pros 
pect your next step is clear—the 
preparation of a written lighting 
report covering all the wiring and 
lighting aspects of the area to be 
remodeled 

To make this task more efficient, 
you should obtain a floor plan or 
electrical plan from the prospect 
and supplement this with the sur 
vey you will conduct personally. If 
he doesn’t have these plans on hand, 
contact the architect who laid out 
the building. 

Sometimes the building may be 
so old that the original plans have 
been destroyed or lost over the years 
If no existing plans are available, 
it's up to you to make your own 
survey from the data on hand 

Armed with tape measurement, 
light meter, pad and pencil, you 
start by getting room dimensions 
and ceiling height, then check exist 
ing lighting intensities from all 
angles in the room, consider finish 
of walls, floors and ceilings, and 
inspect the wiring system for Capac 


ELECTRICAL WHOLESALING—May, 1953 





¢ Lead conversation around to request for recommendations 


¢ Conduct a lighting survey of the area to be relighted 


e Establish position of contractor in contemplated installation 


and other data needed for the 
preparation of a detailed written 
lighting presentation 


ity and other pertinent details. Note 
aisles, furniture, machines, etc. List 
all pertinent information 

A lighting recommendation should 
incorporate the ideas and opinions 
of more than just the lighting sales 
man or engineer. For that reason, 
have the prospect accompany you 
on your inspection tour of his es 
tablishment. Take into considera- 
tion the fact that if your recom 
mendation is approved —and you 
are still not certain that it will be 
—it is only because the prospect has 
shown his confidence in you and 
your ability to specify the proper 
equipment 

Show him the meticulous way 
in which you probe his operation 
from top to bottom. Have him give 
his opinions. It will get him to an 
ticipate the final installation that 
much more. His comments may even 
give you some guidance in planning 
the layout 

Invite queries from the employees 
or customers. They, too, can be a 
positive influence in determinin 


val dispos n of the lightin 
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CONTRACTOR'S POSITION in the contemplated installation must 


be established positively by the salesman before going any further 


) as to prevent any possible delays in closing the sale 


BEFORE you transpose any of the 
notes you have taken at the pros 
pect’s place of business into a spe 
cific lighting recommendation and 
layout, your overriding considera 
tion at that time is to establish with 
positive clarity the position of the 
electrical contractor in the contem 
plated installation 

The contractor, as the man whose 
specifications and final quotations 
will round out your complete sales 
package, must be determined before 
hand so as to prevent any misunder 
standings and possible delays in 
closing the sale. 

The prospect may have the nam« 
of his own contractor in mind. If 
that is the case, you ask the pros 
pects permission to get in touch 
with him so that you both can work 
out recommendations and specifica 
trons 

The prospect may not have any 
contractor in mind. If that is the 
case, you can ask the prospect if 
he'd mind 


r t 


' + 
cpultadi 


Possibly the prospect would 
rather have a specification made up 
and put out for bids, if the extent 
of the installation would make that 
move feasible. In that case, you 
would prepare the lighting layout 
and run oft copies of it to be given 
to any number of contractors want 
ing to bid on the job 

ach contractor can then specify 
the wire and other materials and 
quote his price. As soon as the bid 
is let out you remind the contractor 
who was awarded the job that you 
represent the distributor who made 
up the recommendations and are 
supplying the materials 

Establishing the contractor's po 
sition immediately after the pros 
pect gives you permission to make 
the necessary lighting recommenda 
trons places you in an enviable po 
sition. It takes the “competition 
out of the job as far as you're con 


It Rives you an Oppor 





Your Pian For 
LIGHTING SALES 


The Written Presentation 


HE prospect has now given his full 
permission for you to prepare and 
submit to him a written report of 

your findings and recommendations for 

a proposed lighting installation in his 

place of business. While his attitude on 

lighting during the course of your 
verbal presentation may have changed 
from belligerence to acceptance, a lot 
can happen that can make the pr spect 
change his mind again during this 
time lapse between calls 

His permission may have been given 
on the spur of the moment, having 
been influenced a great deal by your 
expert handling of the verbal presenta- 
tion. Now he has been given a week to 
two weeks before your lighting report 
desk to think ever the 
proposal, to reflect on its cost and to 
others in 


reaches his 
discuss his intentions with 
the organization who may not be so 
lighting conscious as you have made 
your pospect. 

All the more reason why you should 
renew in your written presentation his 
confidence in, and his logical apprecia- 
tion of, the practical assets of lighting 
that you successfully engendered in 
your verbal presentation. It should dis- 
play the same down-to-earth enthusi- 
asm that was the basis for the pros- 
pect Ss original acceptance ot your pro 
posal 

In it you should re-state your entire 
sales story, a smattering of which has 
already been given to the prospect 
verbally. It should describe the lighting 
result to be achieved in the proposed 
installation. It should stress any unusual 
features of the lighting layout that 
hadn't been discussed in the verbal 
presentation. It should be a liberal edu- 


1. Purpose of a Written Report 


To be an embellishment of what has already been dis- 
cussed during the verbal presentation. 


2. Who Prepares Written Report 
The lighting salesman, distributor's lighting specialist, 


utility or lighting consultant 


3. What Goes into Written Report 


A discussion and review of each lighting consideration 
incorporated into the proposed installation 


cation in lighting in as few well chosen 
words as possible. 

If you have the technical knowledge 
and skill in and art of 
lighting, then by all means you should 
prepare the lighting layout and final 
report yourself. If this cannot be done, 
then the technical aspects of the light- 
ing layout can be prepared by a light- 
ing engineer in your own company or 
by a consultant from an outside agency 
Either way, the technical specifications 
will be incorporated into your own 
personal written report. 

In this written report, you should 
review for the prospect all the lighting 
information think will interest 
him. From your close association with 
him during the verbal presentation, 
you can discern whether or not he is 
unlearned in the basic details of light- 
ing. You should also take into con- 
sideration that your report will be read 
by others in the organization who may 


the science 


you 


also determine the lighting sale. 

A review of such lighting and re- 
lated equipment as lamps, fixtures, 
paint finishes, wiring, switching, etc., 
should be included in your report and 
should be related to the specific jobs 
they are intended to perform in the 
installation. Explain such 
basic lighting factors as light sources, 


particular 


lighting intensities, lamp color, etc 
Explain your reasons for using such 
equipment. Give him a choice of al- 
ternate equipment. 

To lead off your written report with 
just the statement that “the following 
recommendations for lighting of these 
premises have been designed in ac- 
cordance with present-day lighting 
practices” leaves a lot to be desired by 
the prospect. Your explanation of why 
you recommend such and such a proce- 
dure and how it will benefit the pros- 
pect will do much to make him better 
understand your proposal. 
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1.Purpose of a Written Report 


To put down in writing for the prospect your complete lighting sales story 


DuRING the course of the verbal 
presentation to the prospect, you started 
first by creating an awareness of better 
lighting. You showed him his need 
for better lighting. You pointed out 
where his lighting was under par and 
offered him a plan that would counter- 
act these deficiencies. You finally con- 
vinced him of a need for lighting—a 
need that was urgent and had to be 
corrected immediately. 

What 


sibly have motivated the prospect to 


other reasoning could pos- 


give you permission to write up a 
special report based on his lighting 
needs if he weren't already aware of 
these lighting malpractices in his place 
of business? So, your next considera- 
tion, then, is to see that the prospect 
remains in this frame of mind and stays 
determined to go through with the 
proposed lighting installation. 

The written presentation is designed 
to do that very thing. It is designed to 
refresh the prospect's memory with 
such key phrases as: “As we agreed 
upon during our talk last week,” or, 
‘As we discussed earlier in your office.” 
It is designed to focus the prospect's 
attention on a point that, for some 
reason or other, was not clearly defined, 
by the use of such “lead-ins” as: “You 
remember we went over this one point 
rather sketchily. I hope I have made it 
Clear...” 

The written report should be, among 
other things, a semi-verbatim listing 
for the prospect of the top-drawer sales 
points you made to him verbally and 
a written discussion of various other 
important factors that, because of an 
oversight or because of time limita- 
tions, were not mentioned previously. 

If you brought out in your verbal 
presentation the fact that a new light- 
ing system would benefit the prospect's 
business by increasing his production 
by so many percentage points, or in- 
crease traffic and sales so much, then 
re-state this in your written report. 
Substantiate those claims if you can 
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by giving evidence of those same type 
businesses in your territory that have 
undergone lighting remodernization 
and have achieved like results of which 
you speak. 

If you mentioned only casually in 
your verbal presentation that you 
would be interested in showing the 
prospect or his aides a new lighting 
installation or you would like to bring 


them on a guided tour through your 


company’s lighting fixture showroom 


mention if again in your written re 
port. This can be separated from the 


NOTI 


in which you'd write something like 


rest of the copy by use of a 
"It is suggested that an appointment 
be made at which time you or someone 
you designate can visit our showroom 
have these fixtures dis 


and various 


cussed in detail.” This accentuates yout 


interest in the prospect's problems 


To describe the lighting result of the proposed system 


You may have explained to the pros 
pect during the verbal presentation 
something about what was expected of 
a new lighting installation. You prob 
ably touched upon its benefits in terms 
of approximate footcandle intensities, 
the advantages of indirect illumination 
over direct, etc. 

In your written report you should go 
further by 
lighting system in detail and in a way 


explaining the proposed 


that the prospect will readily under 
stand what you are talking about. 

In nearly every second sentence of 
your written report there will be a rec 
ommendation for a certain type fix- 
ture, light source, lamp color, etc. Give 
your reasons for recommending these 
certain types. Stress the effect these rec 
ommendations will have on the final 
result. Estimate savings in cost per unit 
Why were gen- 
luminaires 


light (lumen hours ) 


eral diffuse type recom 
mended over direct luminaires? 

Make a lighting and wiring layout 
for the prospect. Show a floor plan of 
the area to be lighted. Locate the light 
ing equipment on this floor plan. Show 
wiring Circuits and switch locations 
Detail lighting equipment. 

On larger jobs where the wiring is 
complicated, make a separate drawing 


for the lighting and wiring to prevent 


any possible confusion for the prospect 
Make the drawings neat, easy to read 
and as simple as possible 

In all instances, spell out your pro 
posal in the clearest of terms 


To stress unusual features 


Any lighting plan includes fixtures 
and related equipment. But not every 
lighting plan can boast of an inter 
pretative selection and placement of 


j 


lighting units arranged to meet the 


individual whims and desires of the 
prospect, at the same time that it sticks 
closely to accepted light control prin 
ciples 

The lighting plan forms the basis for 
the lighting contract. It shows the pros 
pect exactly what he is buying to pro 
duce the desired lighting result. Better 
design layouts are found easier to sell 

Don't hide a lighting plan that is 
superior in design by writing it up in 
an average, matter-of-fact approach 
Impress the prospect with the fact that 
you have taken great pains to achieve 
a desired effect through use of unusual 
like 


quality equipment, etc 


features intricate design, better 





-Your Plan Fer 
- SIGHTING SALES 


Lighting Salesman 


You, as the lighting salesman, can 
take on the full burden of preparing 
the complete written report—from 
recommendations to lighting layout 
if you have that rare quality of being 
technically trained and sales trained. 
To perform this task adequately re- 
quires that you thorough 
knowledge of the fundamentals of light 
control and lighting application. 
Your background 
qualify you to discuss the whole field 


have a 


technical will 
of engineered lighting and enable you 
to apply that specialized knowledge to 
the preparation and completion of an 
imaginative, creative lighting layout 
Your sales background qualifies you to 
sell in the very specialized field of 
lighting, and to select and appraise the 
benefits and advantages of good light 
ing as they apply to the individual 


pr spect 


Lighting Specialist 


MANY large size electrical distribu 
tors operate a specialized lighting de- 
partment headed up by a lighting 
specialist who operates the department, 
supervises lighting sales, engineering 
and layout, prepares the lighting rec- 
ommendations and helps the salesmen 
promote and sell relighting. 

Usually, salesmen in this lighting 
department cultivate the lighting pros 
pects and then work closely with the 
lighting specialist in preparing the 
lighting layout and recommendations 

But even though the lighting sys 
tem is designed and layed out by the 
lighting engineer, the salesman who 
sells the job must still be qualified to 
appraise the engineering and design 
features of the system proposed, and 
personally sell the benefits and advan 
tages suggested in the written report 
by the lighting specialist 


oe) 


% 
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Lighting Consultant 


Dis TRIBUTORS who are not 
equipped with a specialized staff of 
lighting experts must depend on out- 
side help in the preparation of the 
written recommendations and specifi- 
cations 

Usually this outside help is supplied 
by the local electric power company 
whose lighting specialists work closely 
with the salesmen in cultivating a 
prospect into a customer. The utility 
lighting specialist sometimes does the 
prospecting and will bring in the dis- 
tributor salesman to quote on lighting 
equipment specified for the particular 
job. Sometimes the distributor sales 
man will cultivate the prospect, then 
call in the utility specialist to make up 
a lighting layout 

In either case, both distributor sales- 
man and utility lighting specialist de 
ther’s sellin; 


pend upon each ability 


ELECTRICAL WHOLESALING—May, 1953 





3.What Goes into Written Report 


THI written presentation is a scien 
tific compilation of lighting informa 
tion, both general and _ specific, that 
serves to acquaint the prospect with 
basic lighting information to enable 
him to understand better the lighting 
plan that is proposed by the salesman 

It is a report of lighting recom- 
mendations arrived at by the salesman 
after thorough examination of the area 
to be relighted. It serves as a guide 
for both prospect and contractor. In 
this lighting report, the salesman dis- 
cusses both practical and technical ap- 
proaches to the solution of the pros- 
pect’s major lighting problems. He 
also discusses some of the benefits that 
will result from the installation 

If the salesman’s recommendations 
cover more than one plan, he will men- 
tion that fact at the very start, usually 
in the introduction on the first page 
of the report. He will state that the 
prospect has more than one choice and 
that the fixture schedule (attached to 
different 


the report) describes the 


types of luminaires in each proposed 
system and the placement of eacl 

If the report is an involved presenta 
tion, it should include an index show- 


ing sketches and drawings which sup 
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plement and form a part of the light 
ing layout 
(detailed be 


General information 


low and on the following pages 
should include a brief pitch on each 
element involved in the lighting lay 
out—lamps, lamp color, wiring and 


switching, maintenance, paints and fin 


ishes, lighting intensities, luminaire 


types. Luminaire specifications should 
ilso be attached 

At the very end of the written report 
the salesman should sammarize all the 
highlights of the layout and attach a 
tentative schedule and 


fixture quota 


tion of the contractor's installation cost 


Review benefits of new lighting installation 


STATE the purpose of lighting and 
what you expect it to accomplish in 
each particular case. Review the bene 
fits to be derived from the new lighting 
system if the prospect follows your 

recommendations faithfully 
Prepare a standard paragraph for 
them 


W ork 
j 


around the following benefit guide and 


each relighting market 


insert into each written report you 


submit to the different market pros 


pects 


Light for industry—plants, factories 


asa production rool 


selling stores, show 


Light for 
rooms, displays as a traffic attraction 


} 


as a merchandiser 


5¢ 
I ight for study schools, libraries 


as a health protection factor 


Light for commerce othces, studios 


as an efficiency tool 


Light for institutions—hospitals, city 


buildings—for comfort, protection 


Light for entertainment—nite clubs, 


theatre bars—for atmosphere and 


for living—homes, apart- 


ments, restaurants—for beauty, com- 
fort and health 
Devote at least a few paragraphs to 


these benefits and expand those you 


have already touched upon during the 
rbal presentation. Impress the pros 
pect with facts and figures about how 


lighting benefited those in your terri 


10 have already installed a new 


ystem. Invite him to inspect 


W Inst ill imions 





Your Plan For 
LIGHTING SALES 


What Goes into the Written Report continued 





Selection of light sources and types for specific lighting jobs 


THERE are a lot of factors to be con- 
sidered in the selection of a light 
source for any lighting job, if making 
the selection on other than a personal 
preference basis. These include: effi- 
ciency (lumens per watt); color qual- 
ity of the light produced by the lamp; 
lighting the 
visual tasks involved; cost of electric 


intensity required for 
power; cost of luminaires to provide a 
comparable lighting result; is the area 
air conditioned or will the lighting 
system cause discomfort from radiant 
heat energy?; maintenance costs and 
frequency of cleaning, et« 

When you recommend a certain light 
source or a certain type lamp for the 
give the 
prospect the reasons for your selection 


proposed lighting system, 
on the basis of the above factors. If 
you recommend fluorescent lighting for 
an office you may state that your pref- 
erence is based upon _ fluorescent’s 
greater economy over a period of years, 
its lower cost of unit light, its long 
life and its ability to provide diffuse 
illumination. 

If you recommend incandescent or 
mercury vapor lamps state that your 
reasons for their preference are to 


maintain a narrow distribution of light, 


These Installations Are Outgrowths of Modern Lighting Plans 








provide a means of correcting color 
quality of light, maintain efficient oper- 
ation at high mounting heights and be 
assured a minimum of maintenance 
costs 


Now the prospect can determine his 


Selection of color in the new 


SEVEN “white” fluorescent tubes are 
available for general lighting purposes 
When a piece of white paper is com- 
pared under each of these: it will have 
a warm beige tone under the deluxe 
warmtone; a yellowish cast under the 
white; a buff tint under the warmtone; 
a pink tint under the soft white; warm 
grey under deluxe cool white; a blue 
grey under standard cool white; and a 
blue cast under the daylight tube. The 
same white paper will be found to be 
a pale orange under the incandescent 
bulb. 

Current standard practice is to use 
standard warm white (warmtone), 
standard white or standard cool white 
for office lighting. Soft white is less 
efficient and is used principally in 
beauty parlors and meat markets or 
places where food is sold, including 


own choice of light sources from the 
information you have given him. His 
choice will usually coincide with your 
written recommendations when he 
realizes the benefits of economy or 


desirability of which you write. 


lighting system 


restaurants. The daylight color is too 
cold for office lighting but is often 
used to light fur salons or in industry 
where north skylight effects are desired. 
The two deluxe whites are used in sales 
areas generally and places where color 
discrimination is a problem. 

Before having your prospect make a 
final decision on selection or standard- 
ization of a certain tube, it should be 
suggested that he visit a display of 
whites at the showroom or an installa- 
tion that combines a number of these 
fluorescent lamps. This suggestion is 
made for the simple reason that per- 
sonal preference is a major factor in 
the selection of fluorescent lamps 
When each lamp has been viewed and 
discussed at length by experts then you 
can let the prospect decide which type 


he wants installed. 








BANKS afford market for standard and spe- 
cial interior lighting designs including lu- 
minous ceilings, decorative, modular lighting 


OFFICES offer prominent market for new light- 
ing concepts to provide beauty along with better 
quality illumination 


SCHOOLS are big remodernization 
targets representing alone a $1 bil- 
lion relighting market 
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Selection of paints and finishes on walls, ceiling, furniture 


EXPLAIN to the prospect that your 
lighting plan is designed on the pre- 
mise that the lighting equipment will 
be installed without repainting. But 
also infer that should the ceiling be 
painted at the time of installation of 
new lighting equipment, also the side 
walls and desks and furniture painted 
a lighter color, even better lighting re- 
sults will be provided. 

If repainting is deferred until some 
future date, tell him that the lighting 
depreciation will have already set in, 
lamps will be older and less efficient, 
and dust and dirt be- 
tween cleaning periods will be taking 
its toll of light so that a new painting 
will merely improve and restore the 
lighting conditions and help maintain 
a satisfactory level of illumination. 

Recommend that ceilings be painted 
white and that mat (flat) finish be 
used. Side wall colors should be of a 
high reflection factor, on the order of 
50 to 60 per cent, of any color that 
may be selected for esthetic or prac- 
tical reasons. Recommend all finishes 
on walls, furniture, etc., be mat finish 
so as to prevent specular reflections 
from the lighting equipment. Specular 
reflections of this type, you point out, 
constitute reflected glare, which is 
highly objectionable in lighting. 

Point out that light utilization in a 
room can be improved by using light 
colored finishes throughout. The elimi- 


accumulation 


nation of dark finishes on furniture, 
machinery and other interior equip- 
aids in providing a better 
ratio in the line of vision 
At inten- 


lamp 


ment also 
brightness 
and better seeing conditions 
50 footcandles, 


sities below 


brightness, reflected back to the eyes 


trom the work areas from a less 
brightly lighted surrounding, produces 
Bright 


ot 


a greater brightness contrast 


ness contrast is in itself a form 


glare 


Wiring and switching of lighting equipment 


IF no investigation has been made to 
determine the wiring capacity existing 
in your prospect's building, recommend 
to him that his present wiring capacity 
be (or contractor 
inspect it) and compared with the 
lighting load for the proposed new 
lighting system listed in the schedule 
of lighting equipment. 

If the present wiring capacity is 
inadequate for the proposed lighting 
load, some arrangements will have to 
be made to take care of the increase. 
Present ceiling outlets, point out, can 
no doubt be utilized for feeding the 
lighting equipment, but this is also a 
detail that should be checked and dis- 
cussed with the contractor and prospect. 

It would be best if the wiring capac- 
ity can be checked beforehand, and if 
inadequate, be adequate 
standards during the installation. The 
contractor's quotation would include 


checked have the 


raised to 


cost of such remodernization 
Discuss the layout of the suggested 
switching arrangement and include it 


in a drawing of the plan. Give the 


reasoning behind your decision to have 


control continuous row orf 


Such as in an office build 


switches 
single units 
ing you could point out that the switch 
ing as layed out would permit turning 
on the lighting in the bays preceding 
the direction of travel when going into 
from the elevator 
lobbies, and turning off of 
lighting in the bays following the di 
rection of travel back towards the ele 


the office areas 


the the 


vator lobbies 
Lighting maintenance 


THE maintenance of lighting systems 
is necessary to keep light loss at a 
minimum. Light loss is paid for at the 
same rate per footcandle as the useful 
light which reaches the working plane 
Thus lighting maintenance becomes an 
economic consideration in 
of the 
lighting installation 
prospect of important 


the course of the written presentation 


important 
prospect Ss new 


Remind 


factor 


the operation 
your 


this in 


Following is a list of the six major 





market for mas 


FACTORIES are 


produced lu 


ig 


“— 


PLANTS today are relighting with 


JEWELRY STORES are a continuing market 
for new display lighting ideas, clever lighting 
design, modern lighting techniques 


minaires and equipment to be applied in ind a view to increasing production and 


vidual design treatments for every new jot working efficiency 
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Your Plan for ~ 
LIBHTING SALES 


causes of light loss and ways in which 
your prospect can combat them: 

Light loss due to lamp aging—main- 
tain proper voltages, clean contacts and 
general operating conditions 

Light loss due to low voltage— 
maintain rated voltage. 

Light loss due to luminaire inefh- 
ciency—select luminaires which have 
a high overall efficiency 

Light Joss in room surface 
nate dark finishes on ceiling, walls, 
furniture, machinery. 

Light loss due to dirt and dust-— 
plan a system of cleaning and washing 


-limi- 


of lamps and luminaires 

Light doss due to lamp outages— 
provide a planned system of periodic 
relamping 


Selection of fixtures 


fixtures becomes a 
which 


SELECTION of 


matter of finding luminaires 


meet a number of requirements. It is 
possible to arbitrarily select one type 
or design and to standardize on it, as 
some establishments do 

Some of (and 


should be explained to the prospect in 


the factors these 
your luminaire specifications) in de- 
light 
distribution of the luminaire; overall 
direct 


termining luminaire choice are 


efficiency; shielding against 


glare; minimizing or preventing re- 


flected glare; mounting height of 
units; spacing between units; method 
of installation (suspended, close ceiling 
mounted, recessed, etc.); appearance; 
cost; material and finish; ete. 

The real solution to the selection of 
luminaires is to have a qualified 
lighting engineer who understands all 
these factors to plan the lighting for 
each area. Stress the fact that the 
engineer who made the specifications 
took into account the physical condi- 
tions existing in each area and other 
details that went into the making of 
this lighting layout 

In general, show him that the lumi 
in one certain area are of one 
type, while those in another are of a 
different general type. Point out the 
many treatments that 
used in the placement and design of 


this lighting equipment. 


naires 


special were 
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Initial and maintained lighting intensities 


AN average lighting intensity of 50 
footcandles maintained in service is 
used as a design level for all open area 
space in an office, factory or store. 
Actually, in practice, it is quite difficult 
to maintain a close tolerance to such a 
design level in a building where the 
area is broken at irregular intervals 
with private offices, bays, columns, 
beams and other structural limitations, 
and still maintain a semblance of uni- 
formity in the location and spacing of 
the units—necessary for good design 
and good appearance. This should be 
brought your discussion of 
lighting intensities in written 
presentation 

Also, remind the prospect that when 
the recommended lighting equipment 
is first installed, and for a period of 
about 12 to 18 months, the lighting 
higher than the 
inten- 


out in 
the 


intensities will be 


estimated maintained 


As the installation grows older, 


average 
sities 
lighting levels drop appreciably. An 
increase of some 20 to 25 per cent in 
lighting intensities could be expected 
if, after a few years time, the ceiling 
should be repainted with a good flat 
white paint, and the sidewalls should 
be repainted in lighter (higher re- 
flectance ) colors 

Point out to the prospect that, for 


long-range planning, any lower design 
level for lighting below 40 footcandles 
is not very practical. The trends in 
lighting intensity growth is to double 
the “standard” about every ten years 
Twenty years ago the accepted recom- 
mended average lighting level was 
about 20 footcandles. During World 
War II, it was doubled to some 35 to 
40 footcandles, with hundreds of instal- 
lations of 50 to 75 footcandles. Today, 
50 footcandles is generally accepted 
as a standard, with the trend still 
upwards, especially as we learn to make 
higher lighting levels more “com- 
fortable” and efficient from a seeing 
standpoint. 

Therefore, standard lighting levels 
installed in every relighted area from 
this time forward will be expected to 
remain, for purposes of amortization, 
sufficiently high that they will not be 
completely outdated in a period of 
two to three years. Also, higher light 
ing levels can be justified on the basis 
that higher intensities of comfortable 
quality lighting promote easier seeing, 
faster seeing, faster work, fewer errors, 
better housekeeping, improved worker 
headaches from eye 


morale, fewer 


strain, less eye trouble, and a sound 
capital investment from a real estate 


point of view 


Summary of recommendations and specifications 


AS long as this report may seem to 
the prospect, impress him with the 
fact that it Tell 
him that from time to time other con- 
and re- 


is not all-inclusive 
will be studied 
ported upon. Remind him that if a 
more detailed report is desired on any 


siderat 10Ons 


part of the layout, or if there are any 
problems which have not been covered, 
you will prepare another report on 
request. 

Attach to your report the luminaire 
specifications for the different lighting 
plans that you recommended. Include 
in these specifications all the informa- 
tion on the different types of lumin- 
aires you feel is pertinent. 

Attach the fixture schedule of light- 


ing equipment showing locations, type 
of unit, number required, type and 
number of lamps, total watts, esti- 
mated intensity, etc. 

Attach the luminaire summary show- 
ing quantity, type, description. Attach 
the fluorescent or incandescent lamp 
summary showing quantity, type, de- 
scription, total wattage required, total 
area covered, average watts per sq. ft. 

Attach a listing of lighting equip- 
ment manufacturers and catalog num- 
bers of luminaires 

Insert lighting plan and attachments 
Pre- 


pare the formal quotation and contract 


into an attractive bound folder. 


agreement and attach to inside back 
of folder. 
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Conclusion of the Sale 


Submit recommendations to prospect 
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As soon as the written report in 
volving recommendations, specifica 
tions and lighting layout is com 
pleted, submit it to the prospect in 
person. 

Go over the report step by step 
explaining as you go every detail of 
work to be done. Describe as clearly 
as you can the lighting result that 
the new installation will try to 
achieve 

Answer all his questions care 
fully and sincerely. Answer all 
objections he may raise about spe- 
cific recommendations in the light 
ing report. Leaf through the report 
and bring his attention to those 


recommendations you know will in 
terest him 

Show him pictures of installa 
tions that combine a number of the 
difterent type luminaires you spe 
cified. Remind him again that your 
showrooms are available to him if 
he'd like to inspect the equipment 

Go over the entire layout with 
the prospect Do not rush him 
Give him time to consider every 
aspect of the proposed lighting sys 
tem. If he asks for more time to 
consider the layout and recom 
mendations with his associates, re 
quest his permission to be allowed 


to sit in on the discussion 


Have contractor discuss installation 


THI electrical contractor who is 
designated to install the proposed 
lighting system can accompany you 
to the prospect's office when you 
submit your recommendations. He 
has worked closely with you in the 
formation of intricate wiring and 
layout specifications and planning 
of the actual construction of the in 
stallation and iS best suited to dis 
cuss these factors 

He can describe better than an 
outsider the part his company will 
play. After all, he is the man who 
will take over the installation job 
and give you that big order for de 


liveries of material and equipment 


Have prospect sign 


AFTER the cost of the new light 
ing installation has been discussed 
thoroughly by you and the con 
tractor—and later referred to only 
as long as the prospect questions 
it—lead up to the signing of the 
contract Be sure the prospect 
inderstands what is included in the 
contract When it is signed the 
sale is clinched 

Your next step is to determine 
the start of installation proceedings 
Tell the prospect you'd like to 
know the exact time it will start 
so that you can set up delivery 
schedules with the contractor Try 


to have it scheduled promptly if all 


He can explain to the prospect 
all the details of the installation 
He can point out whether or not 
the capacity must be raised to take 
He can 


structural 


care ot the new system 
show where possible 
changes must be made, what method 
of installation will be followed (re 
cess¢ 1 luminous ce iling etc. ) He 
can explain the complicated wirink 
syster He can give the prospect 
an estimate of the time it will take 
t] 


t complete € installation 


When the prospect isks the price 
he can give him the quotation, but 
only after he has explained the lay 


out fully 


contract 


rne n iterial are ay tilable 


Once the installation date is de 
termined, make every effort to stick 
closely to your delivery schedule 
If there will be some unavoidable 
delay, inform the contractor so that 
his men will not be idled on the 

se as lirtle inter 
ru} tion to your customers regular 
business by your prompt delivery of 

l] lighting equipment and related 

iterials 

During the course of the actual 
installation, visit the customer's 
place of business and offer any 
technical help you can to the con 


tractor 





CIGHTING SALES 


ost-Installation Program 


Call on customer after installation 


CREATING good will among your 
customers is an important part of 
your selling job. One good way to 
do this would be for you to follow 
up the lighting sale with a visit to 
your customer's office after the light- 
ing job is completed. 

Take him 
through his establishment. 


tour 
Take 


along a light meter. Show him the 


on a_ guided 


lighting results achieved by the new 
Explain the installation in 
detail. Show him where such and 
such a lighting technique, explained 


Sy srem 


in your W ritten report, has been in- 


corporated into the installation 
Point out the advantages of the 
installation; him the 
benefits of it. Explain the wiring 
details and the switching arrange- 
ment. Show him how cheerful and 
comfortable looking the area is. 
Discuss the quality of the fixtures, 
the color of the lamps, the modern 
effect of the entire lighting layout. 
It will only take about an hour 
to talk over installation and 
make sure the prospect 1S satisfied 


new show 


the 


with the job. The good will created 
makes the time well spent 


Take a picture of new installation 


PHOTOGRAPHS of other installa- 
tions may have been an important 
factor in impressing the customer 
on need for better 
Add to your file of pictures by 


taking shots of this latest lighting 


his lighting 


job. Keep one copy for your com- 


pany files. Give one copy to the 
customer. 

Don't 
supplementary lighting 
to “wash out” any natural effect of 


use flash or any other 


This tends 
installation. Set up a tripod 
and Cut the 
aperture down so that you get dis- 


the 


use time exposure. 


tinct depth of focus and detail. If 
you do not take pictures yourself, 
have someone in your company or 
a professional photographer take 
them. 

Show the customer that you are 
proud enough of your workmanship 
to display pictures of his new in 


stallation to other prospects 


Acknowledgment is made to Berlon 
C. Cooper, Eastern Editor, Electrical 
Construction and Maintenance, for 
his assistance in the preparation of 
this 


} 
— 
ariicte 
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SCOTCH 


SBR ANL 


Electrical Tape 
No.27 


GLASS CLOTH WITH 
THERMOSETTING ADHESIVE 


TRoll “Ain. x 6G ft. 


a 
Ser Sitive Adhesive Tape . 


HOT SELLER FOR HOT SPOTS! 


(Every electrician needs it) 


insulating tape for in 1 hour at 300°F t 


strength—and it 


Why risk selling an ordinary 
high-hez at application? Sell the right tape for the job— 
“Scotch” Electrical Tape No. 27—and you not only © strength a 
sell more tape, but you make satisfied customers as well! Stock up on “ 

Glass cloth backing and thermosetting adhesive And when you'r 
make No. 27 tough when the heat’s on! The backing four other ““Scotch’ 
won't burn, stretch, shrink or rot. The adhesive cures — below. Make 


wWuUul Oo 


“SCOTCH” P 


Tape Ne for 


/ SCOTCHFIL” Electrical “SCOTCHLOK” Fiect: “SCOTCHKOTE” | 


| 

I 

In 

Can ber 


“Scotch” and the plaid design are registered trademarks fe 
y Minnesota Mining & Mfx Co. St. Paul 6. Minn i 
ea € oatir Scotehiit } A iu 
Electrical Insulating 


jeneral Export: 122 E. 42nd St., New Yo ric 17, N.Y. In Canada: Les Ca ; 
Products 





GOOD WAY 

TO GET OVER 
THAT OLD 
BARRIER 

TO NEW BUSINESS 


Sell ’em something besides the same old line of lamps. 
Sell °em CHAMPION Lamps and give yourself a fresh, 
new crack at those accounts that have always bought 


the same old lamps from the same old source. 


CHAMPION Lamps have the quality. Once you get that 





first order, they’li keep coming back for more. You'll 
get the repeat orders — not the next lamp salesman 


that comes along. 


CHAMPION Lamps are handled the same, straight- 
forward way as other high quality items outright 
sale, no consignment rigamarole, no extra paper work 
or red tape. They have what it takes to get the orders — 


and to develop the volume and profit. 


Why not get the whole story on Champion Lamps and 


what they can do for you? 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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\ 
INSIDE KNURLING .. . another ELECTRU- enataa Tess 
NITE exclusive*. By actual tests makes 
wire-pulling easier. 

*Iin sizes V2", 34” 


PLASTIC ARMOR 
INCH-MARKING . . . an exclusive sales 
feature that teams up with the ELECTRU- 
NITE Bender for easier fabrication and 
installation’. 


A NEW ITEM TO SELL.. 
for your salesmen 

ELECTRUNITE ‘‘Dekoron 
for 
ELECTRUNITE exclusive 


a door-opener 
and 1”, longer lasting 
Coated” E.M.T, 


an 


*In sizes 2", %4” and 1”, 
severe-corrosion locations . . . 





BENDING INSTRUCTIONS .. . for your 


ACCEPTANCE .. ELECTR 
an ELECTRU- 


brand-name in unbiased surveys . . 
ELECTRUNITE feature. 


. first in preference by 
.an 


customers’ convenience .. . 
NITE extra, 


these ELECTRUNITE E.M.T. Exclusives 
over the counter... across the desk... 


Your countermen and your salesmen 
can sell more Republic ELECTRUNITE 
E.M.T. and wiring supplies when they 
tell contractors, maintenance men, and 
journeymen the exclusive trouble-sav- 
ing advantages that make Republic 
ELECTRUNITE the first-preference E.M.T. 


Show this page to your sales people to 
remind them to learn and tell the sales 


points, and capitalize on Republic 
ELECTRUNITE Brand Acceptance. If you 
need the sales promotion illustrated 
below, ask your Republic ELECTRUNITE 


.. Or write us. 


salesman . 


STEEL AND TUBES DIVISION 


REPUBLIC STEEL CORPORATION 
215 EAST I3ist STREET © CLEVELAND 8, OHIO 


Make these ELECTRUNITE sales aids work for you 


Reprints of our 8-page 
Sweet's Catalog section 
for your distribution. 


Reprints of ELECTRUNITE 
E.M.T. advertisements 
to contractors 
tects, and specifiers. 


archi- 


es ‘eal 
‘a 
cai 


Envelope stuffers for 
ELECTRUNITE Distributor 
promotional mailings. 


See us at Booth 110 
45th Annual 
NAED Convention 
Conrad Hilton Hotel 
Chicago * May 24-29 
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ALL-STEEL EQUIPMENT iné,-- 800 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED** 
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PARANG 


Will Deliver 
the Right Pitch 


with insulated wires and cables 


that give a great performance, 


These are Paranite products and Paranite is a 
name that has stood for quality for 63 years. 


HYDRO-THERM®« Building Wire combines 


in a single wire the heat-resistant qualities of Type 
RH and moisture resistant qualities of Type RW. 


PARA-USE® Type “RR” Cable provides per- 


manent underground installation from power line 
to meter and for connecting several buildings. 


PARAFLEX Non-Metallic Sheathed Cable lays 


flat. Won't squirm or twist. Clean to handle. Plainly 
marked. 


iF it’s PAR AN|TE irs ricar: 


_— 


PARANITE WIRE AND CABLE om 


Division of ESSEX WIRE CORPORATION mel 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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ITS NO FLIGHT 
OF FANCY... 


the record Long Life of 
St jlvania Fluorescent Lamps 


Ye ( Ps a 

NUP 7 A 
m! MA 
sd \ ow 


It’s no empty claim about the 
bigger savings and longer life 
offered by Sylvania Fluorescent Lamps. 
They're rated at 7500 hours and 
guaranteed to give your customers 
best all-around performance or 
their money back. 

You see, Sylvania is a pioneer 
in fluorescent lighting. We draw 
our own tungsten wire ... design 
and test our own coils. 

This quality production plus 
research in coil coatings and 
fluorescent powders have resulted 
in lamps of outstanding performance 
and record life. Remember, 
“Fluorescent at its Finest’? means 
Sylvania. 


SYIVA 


vy 


LIGHTING e 


122 


y ? 


AK- 
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RADIO -« 


Extra rugged Lamp Holders win customers approval ! 


Your customers will appreciate 
the splendid performance and 
durability of Sylvania Fluorescent 
Lamp Holders. 

These holders are especially 
designed for easy lamp insertion 
with little risk of breakage at 
the insertion point. Strong, 
precision-tested springs also keep lamps 
permanently seated ... prevent them 
from becoming loose or falling out. 
Available in types and sizes for every need. 
For full details call your Sylvania 
Representative today! 
































| 


TT 




















Sylvania now offers the most complete line of quality starters on 

the market. All are ETL Approved, UL Approved, and CSA Approved. 
And, all are fully guaranteed for an entire year. 

Remember, Sylvania fluorescent lamps and starters are made for 

each other. That’s why every Sylvania lamp sale presents a bright 
opportunity for an extra starter sale. New illustrated folder 

gives detailed information about the complete Sylvania Starter line. 
Ask your Sylvania Representative for your copy NOW! 


*SYLVANIA* 


Sylvania Electric Products Inc., 1740 Broadway, N.Y. 19, N.Y. 


In Canada: Sylvania Electric (Canada) Led 
University Tower Building, St. Catherine Street, Montreal, P. Q. 


ELECTRONICS « TELEVISION 
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Extra shifts, not speed-ups are 


the way Chester catches up on 
production to meet your deliv- 


ery dates. Chester Wires and 
Cables are never rushed 
through...every foot is qual- 


ity controlled according to the 
highest standards known to 
the industry. This is the reason 
Chester Wires and Cables are 
of uniform quality, always de- 
pendable, whether you use a 
foot or a spool. For an extra 
measure of reliability, specify 
Chester, for your next electri- 


cal or electronic requirements. 


WIRE AND CABLE DATA SHEETS 
Contains complete information on 
Chester Quality Conductors. Cal! c 


write for yours, today! 


TW 
BUILDING WIRES 








WEATHERPROOF 
WIRES 


THERMOSTAT 
CABLES 





FLEXIBLE CORD 


FIXTURE 
WIRE 


HEATER 
CORD 


OFFICE AND 
BELL WIRES 


TELEPHONE 
WIRES 


ALARM AND 
SIGNAL WIRES 


NEON SIGN, OIL 
IGNITION CABLE 


“ ” } 
INVITES INQUIRIES concerning custom 

constructions including polyethylene, polyvinyl chior- 

ide, nylon, braided and iocquered wires, special in- 

sulating materials, glass, yorn or any known material. 

Recommendations will be made 

without obligation. 


CHESTER case corp 


CHW 8S TER ° 
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N E W Yor K REGISTERED 
U.S. PAT. OFF, 








80% LOWER LAMP COSTS! 


Cut your Electric Cost up to 1/3 
Get Brighter, Whiter Light 


ONLY PATENTED* | = Thaw 
MIROFLECTORS | : 


can transform the ordinary 15¢-20c 
bulb into the most efficient “Spot” and 
“Flood” lighting available. This rev- 
olutionary, money-saving nationally 
used lighting improvement is engi- 
neered to permanently replace your 
need for expensive reflector type bulbs. 
Easily fits into any socket. The Miro- 


Flector stamp is your patent protected STOP WASTING MONEY SAVE WITH MIROFLECTORS 





guarantee of laboratory proved per- CONT USE EXPENSIVE RERECTOR USE PERMANENT MIROFLECTORS WITH 


ORDINARY LOW COST LAMPS. EVERY 
manent performance that can not be Wihitei= LAMP BURN-OUT COSTS YOU ONLY 


1S¢ - 20c TO REPLACE 








copied. *U.5.Potent #2629046, other U.S. For. Pats. Pend. 


9 GUARANTEED MIROFLECTOR BENEFITS: OVER 100,000 


SAVE LAMP COSTS — Use ordinary 15c-20c lamps instead of expensive reflector-type lamps. SUCCESSFUL 
SAVE ELECTRICITY — 100 Watt ordinary lamp with MiroFlector will better your present effective lighting levels. INSTALLATIONS 
MORE LIGHT — 150 Wott ordinary lamp with MiroFlector gives up to TWICE AS MUCH effective lighting. 
WHITER LIGHT — MiroFlector's patented finish gives brilliant whiter light; displays natural true colors. 
LONGER LAMP LIFE — Ordinary lamps cooler burning because MiroFlector reflects heat away from lamp. 
PERMANENT FINISH — MiroFlector finish is pre-oxidized to prevent tarnish. Never needs replacing. Bullocks 
GUARANTEED — Unconditionally against deterioration of finish in normal use for 5 years. Filene's 
LABORATORY TESTED — Tested and approved by Electrical Testing Laboratories. L. S. Ayres 
SCREWS INTO ANY SOCKET — Fits Hi-hat — Bullet — Open Socket. Nothing to change or replace. Burdine's 
Sanger Bros. 
Alex Loeb 


So +, USE ORDINARY BULBS! Miller & Paine 

; Lb & NS7, SCREWS INTO a 

INSEE LY ANY SOCKET 
— 2 — — 





J. C. Penney 
Sears Roebuck 
The Fair Store 








A. Friedlander 
Abraham & Straus 
Bloomingdales 


| ] «ia Heer's, Inc. 
a, J \ wie. L. S$. Donaldson Co. 
BR , Joske's 
O'Neill & Co. 
/EX\ Pomeroys, Inc. 
‘iy wit F S. PATENT 32629046 Quackenbush 








BEWARE OF 





IMITATIONS 
THE MIROFLECTOR 
NAME IS STAMPED 





B. Altman & Co. 





Mangels 


< 
INTO EACH UNIT Lerner Shops 
Si og MIROFLECTOR €0., INC. 2225 
SOLE AUTHORIZED o9 e Bigelow - Sanford 


MANUFACTURER, 


148 NINETEENTH STREET, BROOKLYN 32, N. Y. 


Peoples Furniture 
Zale Jewelry Co. 
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— WE WILL BE AT THE WFD: CONVENTION 


CONRAD HILTON HOTEL e BOOTH NO. 151... 


MAY 24th THROUGH MAY 29th 


Anerson Brass Works has for more than a quarter of a 


century been a leader in the engineering and manufacturing of aluminum 
and bronze power connectors, clamps, fittings and accessories. The prac- 
tice of selecting only the finest of materials, without regard to precedent, 
and developing them into superior products through exacting engineering 
and imaginative design, has always been our standard. We sincerely hope 
you will take this opportunity to visit with our representatives, and become 
better acquainted with our “quality-controlled” products. 








4 ABW DESIGN 
MEANS . . . QUALITY 
and STRENGTH IN 
THE RIGHT PLACES! 

















Aluminum and Brow 


POWER 
CONNECTORS fer on RA: 
e 


CLAMPS INCORPORATED 


7 
FITTINGS 
and 
ACCESSORIES 
for 


SUBSTATION — TRANSMISSION — DISTRIBUTION 





only %” thick 


unconditionally 


guaranteed 


new one-piece 
molded case 
better insulated 


- 


— 
\ 
\ 


now unconditionally guaranteed no. 41 Levotter switch 
improved with new one-piece phenolic case 


You can save money by specifying the 
Model 41 Levolier Switch because its use eliminates the 
need of replacement and reduces maintenance costs. It 
is the only switch unconditionally guaranteed against 
failure in lighting circuits, And now the Model 41 has 
a new rugged one-piece molded Phenolic case that pro- 
vides better insulation and makes wiring easier and fast- 
er. Requires only removal of mounting nut to slip mech- 
anism out of case and wire easily accessable terminals. 
Insert in case, slip lever through mounting means and 
replace nut. It is a 6 amp, “T”, 125 volt; 3 amp, 250 
volt switch, only ¥g" x 144” x 1344”. The No. 41 insures 
dependable lifetime service for conduit box and canopy 
mounting, incandescent or fluorescent lighting and for 
FHP motor control, Underwriters’ Laboratories Inspected, 


Send tor the new McGill Catalog No. - 
19-A describing the full line of Levolier . 
Switches, Sockets and Lamp Guards. 


MSGILL 


electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 
250 N. Campbell St., Valparaiso, Indiana 


126 





model 1010 


10A “T” 125V 
model 71 
. 6A “T” 1267 
> 
5 
Py 
® 
C 
all are MSGILL quality 
model 25 
SA “T” 1257 
Colored plastic levers 
a 


@ 


model 2020 4100 series 
; Industrial socket 
600 watt — 250 volt 


20A 125V 
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Another ‘“‘Best’’ Seller with a Smash Profit Story 








for IDEAL DISTRIBUTORS! 


~ = Per Safe 


 @eADNoltage Tester 


With ALL the Features Thousands of 
Electrical Men Told Us They Wanted 


Sales come easy when the market is 
big and you're selling the best. In a 
nutshell, that’s the story of the new 
IDEAL Voltage Tester. Point by 
point and feature by feature it was 
designed to be—and is—the finest, 
safest voltage tested ever built and 
offered to the industry. 


IT’S PRICED COMPETITIVELY 
— AND IT GIVES YOU YOUR 
FULL IDEAL PROFIT SPREAD! 
Order today — and order enough! 
You'll need them as you show and 
sell this profit-maker on practic- 
ally every call you make! 


No Other Tester Has All of These: 


a 

















aM) 


Plastic nameplate 
bonded 

to case — 

no surface metal 


""Foq-Free"’ 





PARP 
rd Woe 


ry 























window keeps 
out dirt 








P| U S Famous 


“DOUBLE PROTECTION”’ 





a solenoid, calibrated indicator 

~ AND a neon test lamp, each inde- 
pendent of the other—-NO CHANCE 
OF FAILURE TO DETECT VOLTAGE 





IDEAL INDUSTRIES, Inc. 
1047 Park Avenue, Sycamore, Illinois 


Piease send me complete catalog information or 
Voltage Tester 





Name 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS SEE Company 
IT NOW — OR MAIL COUPON FOR COMPLETE CATALOG DATA Address 
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Every question concerning lighting quality is answered... 


es 


FOR ELECTRICAI 


. en Company 
Elecite 
in 


yring Comp? 


<n oe 


WORK 


_.when this new w RLM poner and ANSWERS BOOKLE ty 
is attached to the industrial lighting bid! 


Industrial lighting bids submitted by 
progressive contractors have this new, 
pocket-size RLM Questions and Answers 
booklet attached to them. This ts a 


valuable service to the buyer, because 


the booklet explains the importance of 


quality in lighting equipment and the 
meaning of the RLM Label on the units 
recommended by the bid. In eight pages, 
the booklet answers the buyer’s most 
frequently-asked questions in regard to 
increased lighting efhciency, improved 
and longer life. It gives 
dollars-and-cents reasons 


performance 
him sound, 


why it pays in the long run to put out 
the slightly-higher price for lighting 
equipment which conforms to RLM Qual- 
ity Standards. 

lo the seller, too, this booklet per- 


forms a valuable service. By promoting 


a keener understanding of the merits of 


quality lighting equipment, it helps build 
a sound business, based on good will and 
satished customers. 

Whether you buy, sell or specify in- 
dustrial lighting equipment, we'd like to 
send you a copy of the new RLM QUES- 


TIONS and ANSWERS BOOKLET. Address 
request fo RLM STANDARDS INSTITUTE, 
Suite $17, 326 West Madison Street, 


Chicago 6, Illinois. 


Copies are available for distribution 


in quantity, through the 28 leading 
mz anuf: acturers, who are members of the 
RLM Standards Institute. 

A list giving the names 

and addresses of these 

lighting equipment 

manufacturers will be 


sent to you upon request. 





Rie2 
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Receptacles, 
Plugs and 
Switches 











Angle Type Plugs 
and Receptacles 


—first line of defense 
against weather, water 


and industrial hazards! 


R&S receptacles, plugs, 
connectors and switches are available in an 
endless variety of weatherproof, waterproof 
and explosion-proof types, sizes and 

“ assembly combinations—the most complete 
aes of fittings ever made to meet every 


‘ Huscrial operating requirement. 


assell & Stoll quality adds maximum 
permanency and protection to your wiring 


Delayed Action = fp gn , 
Receptodes end Plog : ty plans. The finest in materials, rugged 


construction, precision manufacture and 
exclusive design features, combine to 


Explosion-Proot assure ease of installation, reliable operation, 


Push Button Stations 
and Heavy Duty interlocked Switch 
Tumbler Switches Receptacles and Plugs 


RR Write ger Aternature concerning items in which you have a specific interest. 


low maintenance and long service life. 





RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y. 


USSELL & STOLL 


PRECISION-BUILT ELECTRICAL EQUIPMENT SINCE 19% 
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a EWA RT Anticipates Needs of Electrical Trade 











@ The first of the solid type switch boxes was pioneered by 
the Newart Mfg. Company and successfully presented to the 
electrical trade in 1927. Since that time, numerous solid 
boxes have been produced to suit the various requirements 
and demands of different territories. 


In recent years, the need for a solid beveled corner switch 
box was anticipated. Here again, Newart Mfg. Company pio- 
neered the field by producing this type of box which, having 
demonstrated its’ superiority over the gangable box for certain 
types of construction, soon found its’ acceptance by the trade. 
The demand for the solid type box over the gangable box 
was of such an extent that other manufacturers were also 
prompted to produce this type of box. 





Progress did not end here. The acceptance of the single gang 
switch box for certain types of construction demonstrated the 
need for a solid two-gang box. The solid two-gang box elim- 
inates the excessive cost of having to convert two single gang 
boxes into a two-gang box on the job. In many cases the 
rigidity of such a box is inadequate. The progressive increase 
in the use of Mercury switches makes the two-gang box more 
advantageous than heretofore. 


This new two-gang solid type box is furnished with R-2 clamps 
for Romex. They are also supplied with or without bar hangers 
on the opposite sides of the bracket, depending upon local 
building code specifications. Mounting ears are supplied with 
this box for old type wiring. 

For economical and efficient construction, specify Newart 
solid switch boxes, gangable switch boxes, outlet boxes, 
covers and bar hangers. 











The NEWART Manufacturing Co. 


6725 MACHINERY AVENUE * * * CLEVELAND 3, OHIO 
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The basic reason is clear-cut. ELECTRIC 
FEEDRAIL, with its enclosed conductors, 
eliminates the hazards of exposed wiring 
and reduces maintenance. In other words, rd . 
from the power standpoint, ELECTRIC a, a 
FEEDRAIL makes hoist and crane 7 ss goa pas 7S Fae le Sy, 
operation as near 100% safe as it t—-7 ae. 4 LT Ak tale >) 
can be for both personnel and equip 
ment. It's trouble-free and a real c 
money saver. le 


a 


/ ee >) 


Write for descriptive literature 
The ELECTRIC FEEDRAIL system, with Its standard 


which gives you full details about pene P aan“ aeehinn iano a 
° . straight, curvea an ranster track sections, 's readi y 
ELECTRIC FEEDRAIL, including “tailored to fit'’ practically any crane and hoist in- 


facts and data on capacities, instal- stallation. It’s the safe, convenient, adaptable system 
lation, planning and the prepara- for both new and existing installations. Full engineer- 
tion of specifications. ing cooperation Is at your service—without obligation, 


Write For Literature 
= om Sold by leading electrical distributors 


FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc. 
125 BARCLAY STREET @© NEW YORK 7,N.Y. 


SPECIALLY QUALIFIED REPRESENTATIEVES IH PREIENCEIPAL cirees 
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_ HOW TODAY’S 


ty CAN “ 
Bd ASSURE 
TOMORROW'S 























JUST REMEMBER THAT 


You Make a Friend When You Recommend 
STEEL CITY BOXES and CONDUIT FITTINGS 


Designed to Give Your Customers Getter Jobs Quicker 


Easy to remove knockouts, properly placed nail holes, correctly designed clamps 
providing free access and positive clamping of wires, staked screws that can’t 
fall out during transit—all combine to save time when installing Steel City 
boxes, as do the accurately machined, smooth-running threads on Steel City 
connectors, couplings, bushings and other conduit fittings. And, careful inspec- 
tion along production lines and before packing, insure against defective items. 


and 
STEEL CITY-KINDORF CLAMPS, HANGERS AND OTHER DEVICES 


for installing conduit in an easy and workmanlike manner, at 
a saving of costly time, are making more and more 
friends for wholesalers who recommend them 


VISIT OUR BOOTH (No. 146) AT THE N.A.E.D. CONVENTION 
STEEL CITY ELECT RiG=g 
PITTSBURGH 33 {= \ PENNSYLVANIA 


ELECTRICAL BOXES AND ak Sf KINDORF DEVICES FOR 
CONDUIT. FITTINGS ares INSTALLING CONDUII 
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BULLDOG 


Oshmatic 
ELECTRI-CENTERS 


..- give 


Push-button 
Control 


Complete protection plus unequaled convenience — that 
tells the story of the constantly growing demand for 
BullDog Pushmatic Electri-Centers 


i 
- 
: 
: 
: 
’ 
2 
5 
‘, 
’ 


For only Pushmatics give you simple-to-operate push- 
button control of light and power circuits. Only Pushmaties 
enable you to tell by touch which circuit breaker is “OFF” 
. a priceless advantage when circuit failure plunges a 
room into darkness 
When a short circuit or overload occurs, the Pushmatic 
automatically breaks the circuit; the push button snaps for- 
ward and the word “OFr” appears. To restore service—once 
the trouble has been remedied—simply push the button! 
Available in sizes up to 42 circuits, BullDog Pushmatic 
Electri-Centers fill every industrial, commercial or home 
requirement. Write today for free Bulletin PM-355, giving 
complete information. BullDog Electric Products Company, 
Dept. WH538, Detroit 32, Michigan ©) BEPCO 


VISIT BULLDOG’S EXHIBIT AT THE 
N.A.E.D. CONVENTION IN CHICAGO, 
MAY 24-29, BOOTH 96 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT ELECT RI Cc PRODUCTS Cc OMPAN Y 
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for CONNECTORS... 








ALWAYS PAYS TO CONSULT 


YOUR BASIC SOURCE 
FOR LATEST DEVELOPMENTS 


IN ELECTRICAL CONNECTORS 


ASK YOUR BURNDY DISTRIBUTOR 


Seeeeeveeeeee ee ee 
®eeeeeeeee ee eee 


SERVIT SCRULUG VERSITAP 


OKLIP QIKLUG 








With more than 30,000 individual 
Burndy connector designs—Burndy 
is ready to serve your connector 
needs promptly, efficiently. 

70 graduate engineers will help you 
solve any connector problems in 
joining, terminating, clamping, or 
grounding every size and type of 
electrical conductor. 


Burndy connectors and tools 
provide maximum mechanical 
strength and electrical efficiency 
—at low installation cost. 

Write for free technical counsel 
or catalogs... to 


BURNDY—NORWALK, CONNECT. - FACTORIES: NEW YORK - CALIFORNIA 53-14 


134 
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ML panelboards give yOu" 


STALLATION & MAINTENANCE COST 


i 
| 






circuit BREAKER UNITS 
rmal-Magnetic, vic 
—indice Quick-Breok minimiz 
ANDLE-LOCKING ATTACHMENTS 
revent ynauthorized 


self-aligning 
Bee | available to Pp 
circuit switching 


, 
| 7 ae 


LUSH Lock 


VAULT or F 
safety feature 


—important 


~~ 
; 


Box widths range 
from 20” to 40” 


: 


SOLDER-SOLDERLESS LUGS 
i onnections to 


ADEQUATE GUTTERS 
ng space f 
— REMOVABLE 
simplify drilling 
; conduit openings 


—generous wiri 
ADJUSTABLE INTERIORS 
facilitate neat flush installations 
CONVERTIBLE 


Breoker units 
interchangeable with 


E ML CIRCUIT BREAKER _ werhonscot 
higher oF ower ratings 


SQUARE D's TYP 
DISTRIBUTION PANELBOARDS 
ough the use of 


PTtTriiiti ti 
suusse Bune cas ee 












a 
aa 
oat | + provide complete, 2-way protection thr 
oe yy i thermal-magnetic breaker units. Costly “down time” is 
S inimum since circuit breakers can be reset 
a has been cleared. 
een 
aAgae 
saan 
aan 
aeee88 
See 
uece 
HH 
ot 
Ht 1903 ° 50 YEARS OF DESIGN 
ood 
news e i+ 4 as t ++ 
! Sanz | 
J cceeseer GoSeeeen : 
J 
a 
e 





fe. 7 


1-WS 
Electro Bronze for 
to copper 
Also available 
Cadmium Plated for Gen 


eral Purpose Use 


12 Outstanding Advantages 
Competitive Prices 


Cast of high strength electro-bronze or aluminum alloy in our own 
modern foundry 


Two clamps accommodate all main line wire sizes from 8A Copper 
weld to 1/0 Aluminum Over Armor Rods and all tap wire sizes from 
8A Copperweld to 2/0 Copper or 1/0 ACSR 


Ampere rating exceeds rating of maximum wire size. 


Clamps will withstand tightening torques far in excess of normal 
operating requirements. 


Sufficient clearance provided on all sizes to make application on max- 
imum wire sizes easy and efficient 


Main line saddle attached securely to tightening pin eliminates break 
ing or loosening. 


Free running threads efficiently convert tightening torque to pressure 
on conductor 

WwsB-C 
Cadmium Plated for Gen 
eral Purpos® Use 
Aluminum alloy clamps are heat treated for maximum strength Also available in 


Weaver exclusive lubricated bronze insert on aluminum tlamps pre 
vents seizuro between pin and body 


Electro-Bronze for Copper 
to Copper or Heat Treated 
Main pins furnished with National Course or National Fine threads at Aluminum for Aluminum 


Round or V-Shaped wire bearing surface available 


no difference in cost to Aluminum or” Alum 


All types and sizes will fit standard hot sticks inum to’ Copper 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES 
| VISIT US WHEN YOU ARE IN ST. LOUIS. 


J. A. WEAVER 


Pediat. = 


TELEPHONE CEntral 0881 
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1. Quality Products—Rome Cable 
manufacturing processes start with basic 
raw materials with quality controlled, step 
by step, all the way. Inspection is entirely 
independent of production or sales. 


4. Personalized Service —There is a 
Rome sales office or warehouse close by 
to give you a personal type of service. If 
you have to call our plant at ‘Rome 3000" 
you will get the same kind of attention. 


Rome Distributor? 


Here are SIX important answers -You decide 











2. Full Line—Rome Cable offers a full 
range of wires, cables and conduit.* You 
have the convenience of one reliable 
source for all requirements 

*Conduit sales restricted to the West 








§. Sales Assistance-Rome Cable 
sales and engineeri:.g personnel welcome 
the opportunity to assist you in your sell 
ing. Call your local Rome Cable repre 
sentative for technical or sales help 


- v 
™ 
CUSTOMER 


aw: 


3. Strong Distributor Policy — Rome 
Cable not only talks “distributor policy, 
but practices it unfailingly. It believes the 
electrical distributor performs a real func 


tion in servicing its customers 








6. Emergency Shipments —When 
material controls Rome Cable 


maintains warehouse and factory stocks 


permit, 


for prompt shipment. Rome is “geared” 
for quick action in emergencies 


It Costs Less to Buy the Best 


These are but a few of the things a Rome 


distributorship means to you. We like to 
think of the arrangement as a partnership 
in selling. We know from experience that 


a Rome Cable distributorship can be just 


that. 


SEE US AT N.A.E.D. CHICAGO 


Booth No. 124 


May, 1953—ELECTRICAL WHOLESALING 


ROME 


TORRANCE 


ROME CABLE 


NEW YORK 


CALIFORWNIA 


omes 





Through Research, Tomic 
adds something 
& 


ryite 
AN) FITTINGS 


NOW WITH 


ORE PERFECT BOND! 


PROVIDES M 


GREATER PULL TEST! 


Lock washers are now pre-flexed at the 
factory to make your jobs easier... to make 
Tomic Fittings the best in the business! 


TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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Prominent Distributor tells why 


he prefers to sell fluorescent fixtures 
using CERTIFIED BALLASTS 


ARTHUR N. ANIXTER, of Englewood Electrical Supply Company 


“We prefer to sell fluorescent fixtures that use Certified Ballasts because they reduce ballast 
trouble and keep our customers satisfied,” says Arthur N. Anixter of Englewood Electrical 


Supply Company, an outstanding Midwestern fixture distributor. 


Architects, engineers, fixture manufacturers, contractors and distributors alike know that 
CERTIFIED BALLASTS assure — 


Full Lamp Life Rated Light Output Long Ballast Life 


CERTIFIED BALLASTS are made by 10 leading manufacturers to 
precise specifications, then tested by Electrical Testing Laborato- 
ries, Inc., which certifies they conform to these high standards. 


Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


am @& Participation in the CERTIFIED BALLAST program is open to 
any manufacturer who complies with the requirements of 


we, CERTIFIED BALLAST MANUFACTURERS. 


| FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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ALL-OUT G-E PROMOTION 
KICKS OFF SUMMER LONG 
SALES OF YELLOW LAMPS 


Bugs don’t go for General Electric yellow 
lamps. But people do! Because the yellow 
lamps don’t attract insects as ordinary bulbs 
do, homemakers will buy plenty of them 
for porches and outdoor lighting. 


And right at the start of the bug season, 
General Electric goes all-out to make sure 
folks know about G-E yellow lamps, creates 
a demand that will last all summer long! 

The G-E promotion is sparked by full- 
color ads in national magazines, commercials 
on the Jane Froman ‘T'V show, and some of 
the most arresting display material you’ve 
seen in a long time. 

Don’t miss out on this boom for General 
Electric yellow lamps. Get set now to make 
all the advertising and display material pay- 
off for you and your customers. Urge them 
to set up displays of 60 and 100-watt General 
Electric yellow lamps today. 


‘or insects mA ov seu0oWw 
’ «at 

wes prom white Tro Yu.ow 

ua ® 


Get set for 
the bug season: 
Start taking orders for G-E yellow lamps now! 


GENERAL @@ ELECTRIC 
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EPL LT ILD 


has proved 
the PENN-TAP’S 


Unequalled Strength 


No other fitting of this type has matched the Penn-Tap 
in tensile strength, in numerous tests to destruction. The 
reason is obvious: 

The Penn-Tap is more sturdily constructed . . . exceptionally tough 
silicon bronze alloy and more of it (at no added cost). 
For taps, service entrance connections, dead ends . . . indoor or out. 
Quickly installed with ordinary wrench. 
ONE PIECE—no loose parts ... swivels on one locked bolt. Holds tight 
permanently. 7 sizes, for cables 10 Str. to 1,000 MCM. 
ee 


Only one other Split Bolt Connector can take 
as high clamping pressures as PENN-UNION 


Hundreds of competitive torque tests, of Penn-Union Split Bolt Connectors 
against other fittings of this type, have shown: 

The Penn-Union Connector is definitely stronger than all others except one, 
which closely follows Penn-Union design and is nearly equal. 

Excepting this one similar fitting, the Penn-Union Connector withstands 
clamping pressures 15% to 55% higher. 


MAKE THESE TESTS YOURSELF. We will gladly furnish sample Penn-Union 
Connectors for tests against any other make. Just fell us the sizes. 





Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 
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You get these advantages with 


ome Aluminum 


i : 


ROPRENE SELF-SUPPORTING SERVICE DROP CABLE 


WIRE 
ROPRENE OR ROLENE LINE 


3 BIG REASONS... 


Why you are bound to save money with Rome Aluminum Self- 
Supporting Service Drop Cable and Rome Aluminum Line Wire... 
lower purchase cost... lower installation costs... longer service life. 


Lower purchase cost... Depending upon the service involved, aluminum conductors cost less 
today. 


Lower installation costs... Aluminum’s lighter weight means easier and cheaper handling ... 
in many instances permits longer spans with fewer poles. The simplic- 
ity of Rome’s Self-Supporting Cable construction means increased 
savings through cheaper hardware and ease of installation. 


Longer service life... Aluminum has proved itself as a long-life conductor material. RoPrene 
(Neoprene) as well as RoLene (polyethylene) as either insulation or 
covering has exceptional resistance to sunlight, moisture, corrosive 
atmospheres and abrasion. With no braids to rot and festoon, re- 
placement is minimized. 
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Rome Aluminum Self-Supporting Service 
Drop Cable i: regularly supplied with two Ro- 
Prene (Neoprene) insulated power conductors of 
aluminum, spiralled around a bare neutral 
messenger of aluminum or ACSR (aluminum 
conductor steel] reinforced ). This time-proven 
construction provides high strength, simplicity 
of installation. 


Rome Aluminum Line Wire is available 
with coveiing of RoPrene (Neoprene) or RoLene 
(polyethylene) as specified. Here is low cost 
Line Wire having ease of handling, as well as 
long, non-festooning service life. Uniformly 
small diameters provide neater appearance, 
plus reduced wind and ice loading. 


SEE US AT N.A.E.D. CHICAGO 
Booth No. 124 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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% nous Type 28: Two-bolt Clamp — Ideal for Cop 
tapping large stranded wire and cable Gro 


; | Hi-Strength ; 
ois —., — also excellent for dead ending. coppers 
pletely 


better be steel core,” 
CFC process. lent rod ## 
pendable 
source, 


Type GG: A quality 
Ground Rod Clamp— 
pressure pod protects 
ground wire and 


— St ' 
i: Lugs rong aligns it with rod 


oc , neatly designed, 
ithe low price range. 


Type GP-10 
Bottom Gro 
—Embossed far 
ity and ease of 
ing. Hos stre 
pendable wir 
Is best on 


of 
NM: Service Entrance 
ietor—Most econom- 
connecting house 

| to service drops. 


GS FOR 


rg 


‘It's sure easy 
to sell a 
Quality Line like 
oe BLACKBURN!" 


seeeeethe 


7h 
~ 


HOIST 


— says this Wholesaler’s Salesman 
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~E.M.T. 


; 2ast fisting’ 





The smooth, clean inside enamel finish 


of Columbia E. M. T. makes 








wire-pulling easy. The galvanized 


coating prevents corrosion. Every 









length is thoroughly inspected before 





shipment—always uniform. Plus, 







Columbia gives you service that keeps 





eelebmm rat iectitclaleelmme)slr esse itll ome 








Colurnbia 88+ « suicraic cone 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT , A.B.C. ARMORED CABLE 





Sales Representatives in These Cities 


Atlanta, Ga Denver, Colo Minneapolis, Minn St. Louis, Mo 
Boston, Mass Detroit, Mich New York, N. Y San Francisco, Calit 
Chicago, Ill. Glassport, Pa Philadelphia, Pa Seattle, Wash 
Dallas, Tex Los Angeles, Calif Portiand, Ore Thornwood, N.Y 
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American Insulated Wire Co 
Powtucket, Rhode Island 


three great plants... 





two strategic warehouses... 


Los Angeles 


and...in Canada 
Leviton (Canada) Ltd. 
Montreal, Quebec 


one purpose...fto assure you an adequate supply of... 


LEVITON 


...quality wiring devices and wire 


LEVITON MANUFACTURING COMPANY main office: Brooklyn 22, New York * Offices in all principal cities 





it’s here! £ colorline &.M.T. 


yy” N 


NIKOH 
bh 4 


raceway becomes fraceway 


See it... bend it... test it yourself! Electricians asked for it 
NIKOH developed it. See NIKOH colorline E.M.T. at 
the N.A.E.D. Convention, Conrad Hilton Hotel 
Chicago — or call your Nikoh distributor 


or sales representative 


booth no. 13 N.A.E.D. CONVENTION chicago + may 24 to 29 


NIKOH TUBE COMPANY - 5000 S. WHIPPLE- CHICAGO 32+ GROVEHILL 6-6500 
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UE CLEAR THR, 
G 
@ 


I | 











Quality is a set of charac- 
teristics that go well beyond 
the surface. For KILLARK, 
it literally means “clear- 
through” depe ndability: 
Solid Alumailoy construc- 
tion for a lifetime of corro- 
sion-proof service with satin- 
smooth finish for attractive 
appearance. 











ELECTRIC MANUFACTURING COMPANY 


VANDEVENTER AND EASTON. ¢ ST LO URS, 13, Mao SOUR! 











For the Industrial Plant of Today and Tomorrow 


SL 


IN $15 fon 
PRODUC 


New Production Unit — 
ATWOOD VACUUM MACHINE CO 
Rockford, Illinois 


PRODUCTS for the control and distribution 





of power and light have been specifically geared 


to the needs of the factory of today and tomorrow. 
OP QUICKLAG P ' tees 
PANELBOARD 


SHUTLBRAK 
SWITCHBOARD P oe 
Besides being safe, efficient, dependable, eco- 


nomical, long-lasting and trouble-free, all 
g £ 


switchboards, panelboards, busduct and other 
POWERPLUGIN 


(Midget Size) ° ° : : : 
similar equipment used in modern industry, have 


been designed to provide the electrical capacity 
needed for today and allow for future expansion 


POWERPLUGIN La by the simple addition of necessary units. 


If any of your customers are planning a new 
plant, or modernization and improvement of an 
existing factory — regardless of size — urge them 
to install ¢) products — the equipment with a 


future. 


For additional information consult your near- 


est representative, listed in Sweet's. He will 





be glad to be of any help he can. 


DUSTITE 


OANELEOARD PULFUZSWITCH 


PANELBOARD 


cpuum rr Srank e(dam 
Glectric Co. 


P. O. BOX 357 
ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e SERVICE EQUIPMENT @ SAFETY SWITCHES @ LOAD CENTERS @ QUIKHETER 
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TYPE YS 


Unflanged junction box 
with cover. Flush or 
Surface mounting. 


' 
| 


east Won | 





TYPE YW 


Weatherproof pull box. 
Complete wits one- 
piece rubber gasket and 
hinged cover surface 
mounting. 





TYPE YE 


Explosive resisting 
junction box designed 
in accordance with 
Underwriter’s Labora- 
tory requirements. 
Cover and flange are 
accurately machined 
and correct bolt spac- 
ing provided. Flush or 
Surface mounting. 


COMPLETE LINE « COMPLETE LINE « COMPLETE boxe |. an LINE 


~ 
~~ 
ce 


When you specify O. Z. Cast Iron Boxes for industrial, 
railroad, airport, oil refinery and other heavy-load cir- 
cuits, you specify the best. Cast from close-grained, grey 
iron, these sturdily constructed boxes are accurately 
machined to your requirements and then hot-dip gal- 
vanized to provide maximum corrosion resistance. 


No matter what the operating condition . . . explosion 
resisting, watertight or weatherproof . . . you'll find a 
box to fit the job in O. Z.’s complete line. All boxes can 
be supplied with or without bosses or mounting lugs 
and are drilled for conduit entrances as required. 


For detailed information on O. Z.’s Cast Iron Boxes as 
well as 150 other electrical fittings, write for our catalog. 


@ CAST IRON BOXES 

@ SOLDERLESS CONNECTORS 
@ CONDUIT FITTINGS 

@ CABLE TERMINATORS 

@ GROUNDING DEVICES 

@ POWER CONNECTORS 


Buy 0.2. and you'll see why Engineers say, 








TYPE YF 


Flanged watertight box 
with cover complete 
with rubber gasket. 
Flush or Surface 
mounting. 


“They're OK If They're 0.2.” 


ELECTRICAL 
MANUFACTURING 
COMPANY, INC. 


262 BOND STREET BROOKLYN 2,N.Y 
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NEW URT "EYE COMFORT” 5000 SERIES 


LUMINOUS INDIRECT FLUORESCENT LUMINAIRES 


APPROPRIATE BRIGHTNESS CONTROL 


.. quality lighting with comfortable bright- 
ness rat pl 


EYE COMFORT 


J ...in seeing by scientific shielding, diffusing 
7, and distribution of the lamp light through. . 
A 
3 a4 


eae 


z 

2 LOW BRIGHTNESS 

® ta, j ... illumination that gives you lighting com- 
; Curtis “Tong Hangers’’* parable to diffused daylight 

allow unlimited flexibii- 
ity in placement of hang- 
ers and keep installation . . 
cost at a minimum Series has Curtis quality construction and 
*Pot. Applied For workmanship throughout with wire chan- 


The new luminous indirect “Five Thousand” 


nel constructed of heavy gauge steel finished 
baked white “Fluracite” enamel. Side panels 
Catalog are fine ribbed lurable polystyrene plastic 
Number Ne. and Type of Lamps to softly diffuse the light and provide low- 


5002 Two, 96”, T-12, 72W Slimline brightness ratios between the ceiling and 
—_  _-—-- -—Y luminaire. Curtis “Five-Thousand” Series 
5003 Two, 48”, T-12, 40W Bi-Pin Instant Start 


' dll luminaires are available to accommodate 
5004 Two, 48”, T-12, 36W Slimline all 4’, 5’ and 8’ fluorescent lamps. Write for 


ee ea descriptive literature. 


5005 Two, 60”, I-17, 85W Bi-Pin Starter Type 
5007 _ Two, 48”, T-12, 40W Bi-Pin Starter Type SEE US AT 


5008* __ Four, 48”, T-12, 40W Bi-Pin Starter Type BOOTH 21 
__: 5009* ‘Four, 48”, T-12, 40W Bi-Pin Instant Start NAED CONVENTION 
5010* Four, 60”, T-17, 85W Bi-Pin Starter Type 


*Two Lamps Parallel. LIGHTING, INC. a or anene 
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What Will Happen to Construction .. . 


After the Defense Boom Is Over 


© A huge and growing backlog of proposed construction fur- 


nishes the best answer to this burning problem 


¢ Despite its impact on certain types of construction, defense 
spending is far from being the only motive force in operation 


EFENSE spending has been the 
most powerful force in the present 
phase of construction expansion 
What will happen if this spending is 
reduced in a year or two? Industrial 
building and housing are powerful fac 
tors in the construction business and a 


wide 


slackening in either would be 
felt 

The construction industry is at the 
top of the longest and biggest boom 
in its history, reports Engineering 
News-Record, a McGraw-Hill publica- 
tion. The building of manufacturing 
plants has been so extensive that nearly 
half the country’s industrial facilities 
are said to be less than six years old 
And a million units a year, for the last 
four years, have been erected in the 
housing field 
e The Boom Not Equal—Nor all 
industry participated equally in the 
boom. Consumer goods manufacturers 
have not expanded as much as makers 
of durable goods. Chemical and ma 
chinery makers have been barely able 
to keep up with the demand 

Continued high activity is not an 
impossibility. The last boom in com 
mercial building occurred in the 1920's 
The deficiency in public buildings, such 
as schools and hospitals, is widely ac- 
knowledged—so much so as to assure 
future efforts to reduce it 

There is still quite a volume of in 
adequate housing that has to be re 
placed, even though new housing may 
be getting ahead of marriages. The 
electric utilities and those supplying 
natural gas are still beset with short 
ages instead of excess capacity. 

The great military airbase program 
will be completed within two years, 
but in the meantime commercial air- 
ports are not being improved. High- 
ways have enjoyed no boom at all and 
water supply and sewage are always 
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growing in increasing 
population and higher living standards 
e How’s Business?—The health of 
construction depends on the health of 
when 


response to 


general business. It does well 


business does well. Business, at the 
highest level in history, has a momen- 
tum that should carry it through 1953 

This year defense spending will hit 
a peak of about $55 billion, continue 
at that figure for a year or so and then 
begin to decline to a $40 billion mini- 
mum. This is the amount regarded as 
the requirement to keep the military 
establishment as an effective force 
The small effect of the reduction from 
$55 billion to $40 billion of defense 
spending in the years ahead is obvious 
There could be a recession from present 
high levels, but a serious depression 
cannot be a prospect 

Expenditures for private capital im- 
provements, projected into 1954 and 
1955, are seen by authorities at a mini- 
mum of about 80 per cent of the $26 
billion level of the first three years of 
the 1950's, when defense spending en- 
joyed a record expansion. This might 
be a deterrent to business growth, 
though a decline could be offset by 
public improvement expenditures for 
highways, sanitation projects, schools 
and hospitals 
e Government and Laws—Some of 
the institutions that were brought into 
being in the 1930's as a brake on the 
The 
Corporation 


downhill slide are still with us 


Reconstruction Finance 
introduced the principle of government 
aid to business through specially set 
The 
Corp., designed to avoid 
foreclosures, and the Federal Housing 
Administration, financial 
institutions by 
should not be overlooked in appraising 
business and construction prospects 


up agencies Home Owners Loan 


mortgage 
which aids 


insuring mortgages, 


There are other things of the past 
that will counter or soften the effects 
of unemployment or depression. Some 
of these are: the spreading of work 
through the shortened work-week; the 
idea of federal aid to housing even to 
the point of direct ownership (estab 
lished by the Wagner Public Housing 
Act ot 
government building of special defense 
plants that emerged from World War 


II; and of government aid through fast 


1936); and the principles of 


tax amortization that was introduced 
by the Korean War 

During the next four years, it 1s gen- 
erally conceded, the political climate 


This 


means all reasonable government aid, 


for business should be good 
tax cuts when possible, fair and equal 
treatment of labor, 


a more stable dollar and a minimum of 


management and 
economic controls 
e Population Pressure—One ot the 
most important factors in assuring con 
struction growth is population pres 
sure. The growth in population in the 
war years is beginning to be felt in the 
schools. Ten years from now these 
same children will be forming families 
and looking for homes. Communities 
will have to provide water, sanitation 
Factories in 
turn will have to be built in order to 
supply goods 

The smallest increase in population 
was 1930-1940; the largest 1940-1950. 


However, the peace-time boom 1920 


facilities, transportation 


1930 produced nearly as large an in 


war d 


crease as the ecade. It may be 
concluded that prosperity rather than 
war is most conducive to American 
population growth 1950 it is 
estimated that there has been a popula- 
tion increase of nearly 8 million. A 
conservative estimate places the popu- 


lation of the United States in 1960 art 


Since 


(Continued on page 162) 
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Take the name “I-T-E’’— About 1904, in its sixteenth 
year, Cutter Electrical & Manufacturing Company 
introduced a circuit breaker with an Inverse Time 
Element tripping device. This device caused a circuit 
breaker to open in shorter intervals of time as the 
overcurrent increased. Cutter Company circuit 
breakers were identified thereafter by a circular 
I-T-E trademark. This trademark soon became 
recognized as the symbol of circuit breaker quality, 
and within a few years engineers in the electrical 
industries began referring to the Cutter Company 
as the “I-T-E Circuit Breaker Company.” In 1928, 
the name was formally adopted, firmly identifying the 
company with the famous product it had introduced. 

With industrial expansion and the increased 
demand for electric power, I-T-E added to its prod- 
ucts other electrical equipment related to its original 
field. I-T-E has become the principal manufacturer 
of assembled copper bus runs required for new 
high-capacity steam and hydroelectric generators. 
I-T-E has also become a leading manufacturer of 
assembled switchboards and outdoor substations 
used in the control and distribution of electric power 


NAMES CAN SOMETIMES FOOL YOU 


in industrial plants, public utilities, and aboard ship. 

In 1934, recognizing the need for I-T-E quality 
in a small, compact, molded case circuit breaker, 
the company turned its attention toward this special]- 
ized field. The many years of experience gained 
through the development and production of electrical 
equipment put I-T-E in excellent position to manu- 
facture quality “molded case’’ circuit breakers in 
quantity. The need to market these small circuit 
breakers in individual enclosures on a nationwide 
basis led to the establishment of an integrated 
Distributor Program. I-T-E Authorized Distributors 
were selected on their record of integrity and pro 
gressive business relations. 

Yes, names can sometimes fool you—but 
products can’t. Today, I-T-E Circuit Breakers are 
accepted as the standard of quality throughout 
industry. The I-T-E monogram stands as a shield 
of security wherever electricity is generated, dis- 


tributed, or consumed. 


I-T-E CIRCUIT BREAKER COMPANY 
19TH & HAMILTON STREETS + PHILADELPHIA 30, PA. 
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Sam Barmack, Columbia Electric Bernard Bittel, Electric Service and Appliance Joseph Lessams, Commerce Electric Supply 


Supply Co., Inc Wash., D. C.; Co., contractor, Baltimore, Md.;: Gordon Boz- Corporation, Baltimore; Henry L. Baumgart- 
George Ridgley, Republic Steel man, Dorman Electric Co., Baltimore, Md ner, Rodale Manufacturing Co., Inc 
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R. G. Kornmann, Lee Electric Co., Baltimore, Md.: H. C. Mac- 
cubin, Lee Electric Co.; L. Elliot Gibson, Lee Electric C 
Bernard F. Flannagan, Jr., Trumbull! Electric 
OMMITTEE CHAIRMAN Leo McCourt (above ) 
was first to greet electrical wholesalers and contrac- 
tors from the Delaware-Maryland-Virginia area who 
jammed into the recent industrial electrical exhibit spon 
sored by the Electrical Manufacturer's Representatives 
Association of Baltimore, Md., and Washington, D. ¢ 
The show, held April 7, 8 and 9 in Baltimore's Hotel 
Emerson, drew an average daily attendance of 1,000 per- 
sons, even though it was not advertised in the newspapers 
and only those directly concerned in the electrical trade 
participated 
At one o'clock on opening day, Baltimore’s Mayor, 
Thomas D’Alesandro, Jr., officially opened the exhibit 


W. P. Barrett, Jenkins Bros.; S. E. Clingan, Clingan Elec. Sup 
ply Co., Cumberland, Md.; J. Haacke, Jenkins Bros.; D. Walsh, 
Harry Alexander, Inc., Wash.; R. Gordon, Perfec-Light Co 


Stan Dunlop, Dunlop Lighting, Baltimore; Fred Jaspersen, mer, 
Graybar Electric Co., Washington, D. C 


A. Stubbers, pres., ILSCO; S$. Greenfield, Greenfield Elec. Co., 
Baltimore; M. Dorman, Peoples Electrical Supply Co., Baltimore; 
Leo T. McCourt (rear), Leo McCourt Mfg. Co 
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R. Phillips, Central Electric Supply, Sali H. S. Ellen, Circle Wire G Cable; H. M. Ryan, —_B. Goodman, Nationa! Elec. Whole 
bury, Md K. & Miller, pres., Central Elec National Electric Prod j. R. Benedict, Sher aler W ast D A. B. Fink, 
. ’ tric; b. Leiter, Arrow-Hart G Hegeman herd Electric Co., Inc Baltimore Federal Ele Products (¢ W ast 


EMRA Show 


Using a new type wire cutter, he parted two entwined 
black and yellow (Maryland's colors) electrical cables 

Maryland's electrical distributors strongly supported 
the three-day affair. Henry Brown, Sr., president of the 
Electrical Distributing Co., Baltimore, entertained about 
75 of the firm's customers at lunch each day and then 
took them personally to the exhibit. Some wholesalers 
maintained separate customer-refreshment rooms in the 























H. Barnhart, Westinghouse Electric Supply Co, Wash., D. ¢ 
a 

Paul Leary, i. The Plastic Wire G Cable rp Je wett City 

-onn.; A. Voss, Tristate Electrical Supply | 







hotel, and there were plenty of customers attending 





Viewers came from as far away as Virginia towns on 






the Tennessee border. Large groups attended from Rich 
mond and Norfolk, Va., Eastern Shore of Maryland and 
Delaware, western Maryland and southern Pennsylvania 
Mickey Sharlin, of Dominion Electric Supply Co., Arling 
ton, Va., supplied buses for transporting northern Vir 







ginia and Washington contractor association members to 





and from the show. 
Reaction to the exhibit ranged from mild (“Better 









than the last one”) to enthusiastic (“ Wonderful—the 





best I've ever seen!” ). One thing is certain. The mayor 





was impressed. He sent his entire executive staff to the 





show on the second day! 





H. DeMoss, Greenfie ld Electric ( Baltimore Md R. J 
Buress, Bussman Mfg. ¢ J. Dickerson, General Electric Supp! 
Corporation, Baltimore, Md 


















J. M. Waltersdorf, Sales Supervisor, Tristate Electrical Supply H. W. Card, Ken-Rad Lamp Div. Western Electric: 1. W. 
Co.; J. R. Ribby, Sylvania Electric Products; G. C. Butz, Tr Glantz, Southern Neor pply ( Baltimore, Md.: G. €. Thrash. 


tate Electrical Supply Co., Baltimore, Md pur. agt., Hedwir rp.. Baltimore. Md 
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Reaching the Industrial Market 


By James H. Jewell* 


Vice President 
Westinghouse Electric Corp 


NDUSTRIAI 


roughly half of the power com 


power! represents 
pany s load and the use of powe! for 
industrial purposes is an ideal indicator 
of our national production—it reflects 
qui kly every change in our economi 
and social life 

In looking ahead we are all attempt 
ing to evaluate at least the major 
economic factors We have a natural 
oncern about the effect of a change in 
the volume of defense business. We 
have been watching closely expendi 
tures for capital equipment 

It is true that, by earlier standards, 
industry has been pouring an unprec- 
edented investment into new facilities 
Does this mean that we must look 
thead to depression in the capital goods 
industries? don’t think so 

We are just emerging from a long 
period of control into a free competi 
tive market. The marginal plants are 
going to either modernize or shut 
down. I don’t know why we have to 
have a depression to get rid of these 
wasters of what is becoming a limited 
labor torce If our respective sales 
Organizations rise to their opportu 
nities, we « help industry meet this 
| roble m 

In forecasting industry's output and 
its use of electrical energy, we became 
convinced that the productive man- 
hours available to industry would be no 
vreater ten years from now than itt ts 
today 
e Limiting Factors—The © shorter 
workweek, additional holidays, longer 
vacations, the need of maintaining 
more than three million men in the 
armed services, the growth of service 
industries (hotels, banks, service sta 
tions, etc.), the practice of earlier 
retirements, as well as the change that 
is occurring in the age distribution of 
the population will together more than 
nullify the 114 per cent annual in- 
Crease population 

When we consider that the Amer- 
ican people will insist on continued 


steady progress in their standard of 


*Excerpts from an address to the 19th 
Sales Conterence, Edison Electric Institute 
Edgewater Beach Hotel, Chicago, Ill 
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living and we realize that industry is 
going to have to find a way to increase 
its physical output the historic 44 
the benefit 


per cent per year without 


of a larger labor force, begin to 
visualize the magnitude of the task 

We are convinced the job can be 
done, but it is going to mean further 
modernization and utilization of elec 
tric energy. We have estimated that 
obtain a 23 per cent increase in 
physical output constant labor force 
will require industry to step up its use 
of electrical energy 54 per cent 

Don't let anyone convince you that 
this modernizing job has been done 
with your customers. Every company 
that has added a new machine recently 
tends to think they are progressive. If 
you check the difference in your own 
company between your newest xen 
erator and the oldest one you are still 
operating, you will find there is a lot of 
room left for lowering cost and con- 
serving manpower One of my utility 
friends has two plants of the same 
approximate capacity In the older 
plant the labor force fluctuates be 
tween 350 and 400 In the newer 
plant the number of workers varies 
between 75 and 100 
e Power Vital—Industry needs what 
we are preparing ourselves to supply 
We have a real sales function to per- 
form. We must plan, organize, and 
train men to do the job. The manu 
facturer must step up research and 
development and expand productive 
facilities. You must provide the ca 
pacity and distribution systems; and 
most important, we, together, must 
bring this know-how to the men in 
industry who are in a position to do 
something about it 

Recently some of the industries that 
have been at the low end of the totem 
pole in use of electric energy per 
manhour are showing some signs of 
recognizing the problem. I'm. sure 
we in the equipment business must 
devote more of our research and de- 
velopment to the problems of the 
textile, lumber, printing, food, stone, 
clay and glass industries. They repre 


(Continued on page 165) 


about... 


the many 
STANDARD and CUSTOM 
BOXES by HOPE 


Your customers are reading the 
ad on the opposite page— 

in Electrical Construction & 
Maintenance, Electrical World, 
Electrical South and Electrical 
West. 


We're showing them the wide 
range of types, sizes and custom 
variations—and we're telling 
them to come to you 
Our well illustrated catalog 
shows your customers how to 
specify—and to order from 
you—their cast box require- 
ments in all these fields of 
application: 
New Construction 
Changeover and Expansion 
Apparatus Enclosures 
Hazardous Locations 
Are you missing a bet by not 
fully knowing and selling the 
possibilities of this complete line 
of non-stocking profit makers? 


Remember, you're protected by 
our 100% wholesaler policy. 


Just let me know if you need 
our catalog. 


AE Cavaua sh fe 


W. E. Cavanagh, or Mor. 


HOPE 


ELECTRICAL PRODUCTS CO., INC 


338 Wilson Avenve 
Newark 5, N. J. Mitchell 2-4426 
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STANDARD -cUSTOM 


..-CAST BOXES‘ BY HOPE 


STANDARD TYPES & SIZES 


UNFLANGED BOXES 
H1200 Type 
164 sizes 
from 4x2x2 1048 x 36x17 


FLAT FLANGED BOXES 
H8000 Type 


87 sizes 
from 4x4x3 to 36x 36% 12 


HINGED COVER BOXES 
H3200 Type 
128 sizes 
from $x 5x3 to 36x36 12 


FLANGED RECESSED COVER BOXES 
H7000 Type 
51 sizes 
from 4x423 to 30x 24x 12 


CHECKERED COVER SIDEWALK BOXES 
HS800 Type 
53 sizes 
from 6x6x4t0 36 x24x 14 


STANDARD BOXES ore of strong, dense cast iron—het dip galvanized for tong 
service and attractive appearance. Weatherproof construction—rubber-gosketed 
closure prevents entry of coin, snow, sleet or dust under normal conditions. 


ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Avenue, Newark 5, N.J., Mitchell 2-4426 
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CUSTOM VARIATIONS 


You can specify any of these modifications in standard BOXES by HOPE 
~have them factory-made at moderate cost—and get prompt delivery. 


ORILLING— 
or drilling and tapping— 
of conduit entrances 


Bosses— 
to provide extra thickness 
for five-thread conduit entrances. 
Drilled and tapped to specification 
if desired 


SPECIAL GASKETS — 
Neoprene for fungus resistance in hot, 
humid climates * pure gum for extreme soft- 
ness and resistance te special acids * 
Vellumoid for resistance to oils and fats * 
graphite-free compressed asbestos 
for installation near boilers or steam pipes 


MOUNTING LUGS — 
drilled for any desired 
bolt size 


INTERIOR MOUNTING BUTTONS— 
—tapped blind 


to specified centers SS 


AND ... you can order these custom modifications, os well as 
standard BOXES by HOPE, conveniently and quickly, through 
your local electrical distributor. 


* OUTLET BOXES AND FITTINGS + JUNCTION AND PULL BOXES + 
HINGED CABINETS * TERMINAL BOXES * EXPLOSION HOUSINGS 








have been extensively used in Class 1, Groups C and 
D hazardous locations, such as chemical, petroleum 


and powder plants, pump rooms and paint plants. 


GET THE FULL STORY ON BOXES BY HOPE — 
WRITE ON COMPANY LETTERHEAD FOR CATALOG 














Front Cover 


att oe Back Cover 


Booklet opened to June 


Memos for Housewares 


DISTRIBUTORS can help themselves 
and their dealers get extra business 
with a newly issued date reminder 
booklet published by the National 
Association of Electrical Distributors 
This electric housewares industry pro 
motion is designed to help remind 
customers that the dealer is gift head- 
quarters for electric housewares as first 
gift choice 

The 31, inch by 4!4 inch booklet 
has a three-color cover and 32 two 
color body pages. The Electric House 
wares Gift Campaign emblem _ is 
printed in red on a bright yellow and 
black cover. Color drawings of various 
electric housewares appear on the pages 
of each month. Special events, such as 
national Holidays and Christmas, are 
printed in red so as to catch the eye 


Ample space ts left in the back of the 
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booklet for listing Christmas, birthday, 
anniversary and bridal gifts. There are 
also pages for addresses and telephone 
numbers 

On the 
there is printed a calendar for both 
1953 and 1954. The back cover, which 
is also finished in red, yellow and black, 


inside of the back cover 


has a space for the dealer's name and 
address to be imprinted 

The booklets are available at a 
reasonable cost with a minimum order 
and minimum imprint of 1,000 

Distributors and their dealers are 
urged to capitalize on the sales impact 
of the 1953 continuing year round 
campaign. It is sponsored by the 
NEMA 


with the cooperation of the electric 


electric housewares section 
housewares committee of the NAED 


for the benefit of all 





whose combine 
reaches many of your 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


Bp eectRIcaL URGE 


QUALIFIED 
CONTRACTOR 


d circulation 


important customers 


ADS LIKE THES 


DIRECT MAIL 
PRODUCT SAMPLING 


ut to them 


E every month 


..+ plus 
..+ plus 
explain and point © 
T & B product features. 
S THEM, TOO, that T & B 
ble only 
thorized 
1312 


REMIND 
products are availa 


from you . - - ovr o8 
distributor. 


General Sales Manager 


The THOMAS & BETTS CO. 


incorporated 
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Easy installation using ] 
only a standard key 
wrench. 


Fitting operates on? 
screw-and-saddle prin- 
ciple. 


Built-in lock washer 
keeps fitting tight. 


Serrated saddle and 4 
body for better grip. 


Force applied here is 5 
greatly multiplied by 
leverage screw . 

gives tight all-around 
grip on cable. 


T & B designed sad-6 
dle securely holds 
large cables or small 
cables of all types. 





It takes 


~ justa 


/ 


ES kgs 


7” handful 


LOCK-TITE CONNECTORS 


to tap...terminate...or splice 


& 


T & B Lock-Tite fittings are engineered for long 
service ... they cost you less to install— 
be sure to use them on your next job. 


. 


- 


on all your jobs 


LOCK-TITE LUG 


One-piece design holds all 
kinds of conductors: solid, 
stranded flexible, extra flexi- 
ble, hemp core, rod, and tub- 
ing. Uniform all-around pres- 
sure means high conductivity. 
Only 7 sizes handle all cables 
from #4 solid to 1000 MCM. 


LOCK-TITE TEE-PARALLEL TAP 


A versatile, one-piece fitting 
for use as a tee, parallel, elbow, 
crossover, two-way, or reduc- 
ing connector. Hinged top 
hooks over the “main”... lower 
opening holds the “branch”. 
Only 13 sizes connect all com- 
binations of “main” cable (1/0 
to 1000 MCM) to “branch” 
cables (#2 to 1000 MCM). 


LOCK-TITE TWO-WAY CONNECTORS 


Neat and smoothly-rounded fit- 
tings for end-to-end connec- 
tions. Cables are held by indi- 
vidual overlapping, serrated 
saddles. Each connector takes 
several cable sizes — you can 
use it as a reducer. The com- 
pleted joint is small, stream- 
lined, easy to tape. Only seven 
sizes handle all cables from #4 
solid to 1000 MCM. 


TWO other hondy, 1 & 8 
pressure connectors 


winson JUNIO 

Compact, 

large mains. Self-adjusting 
_ grip main and = : 

bles all around. To m@ © P 

pee bend the branc 


, just 
tee ~ right angles. Installed 


i cre 
sily with only @® : 
Twelve sizes connect all com 


: “main” cables 
binations of “™’'#8 to 1000 


MCM) to 

‘‘branch”’ 

wires (#14 
a to #1). 


y installed ter- 


ickl 
LUGITS — Quic ‘1 cables. Dou- 


minals for sma 
ble thickness at the thread 
locks the screw in place. — 
per tongue is serrated 
positive gmp ° 
#14 to 4/0). 
tightened. 


S 
2» 


n cable (sizes 
Sc rewdrivet 





IT’S THE MARK OF AN AUTHORIZED ¥ & B DISTRIBUTOR 
The complete line of T & B fittings for nductors and raceway 
recognized electrical wholesalers. it yur way of a 
of a friendly local source. Cali him for all your electrical need 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts itd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


LOOK FOR THIS SIGN — 





$s sold only by 
ng you the service and savings 
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NEWS OF THE INDUSTRY 
Industrial Production To Slow Up 


e An inventory accumulation is concentrated in dur- 


able goods industries—automobiles, appliances 


e Let-up in the Cold War would make the prospect of 
inventory holding a lot less attractive 


EW YORK, N. Y 


divided on whether or not 


Economists are 
inven 
tories are about to become a serious 
problem. Part of 
cording to the McGraw-Hill Depart- 
ment of Economics, results from the 


this confusion, ac- 


fact that retail inventories are still not 
very high 

Much of the accumulation is in man- 
ufacturers’ inventories of such materials 
as steel, copper and semi-fabricated 
The 


up on 


parts automobile industry has 
STOC ked 


engine parts than completed cars. It 


more steel sheet and 
will not be long before these stocks of 
semi-finished products become dealers’ 
stocks of automobiles, appliances and 
other durables 

e Inventory Statistics 


source causing the difference of opin- 


Another 


ion is the laggard nature of published 
Statistics On inventories. For example, 
the March data released by the De- 
partment of Commerce deals with the 
month of January. In that month, soft 
goods industries reduced their inven- 
tories, and durable goods output was 
not as high as it was in March. The net 
result was no change in inventories as 
listed in the Commerce series 

Some forecasters take this to mean 
the situation is improving. However 
since January, durable goods produc 
tion has risen so fast that the first 
quarter, as a whole, showed a high rate 
Due to the 


statistical lag, few people realize how 


of inventory accumulation 


much of the current durable goods pro 
duction is going into inventory, or how 
important this extra margin of activity 
has become in boosting total business 
ACTIVITY 

The Federal Re 
serve index in March of industrial pro- 
40. About 15 points 
of this total represents production of 


e Some Estimates 
duction was over 
durable goods for inventory. This is 6 
per cent of the total industrial ourput 
Bur it is about 13 per cent of the dur 


able goods output. It is noted that the 
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total index has increased just about 15 


points in the last six months 

The dollar volume of business activ- 
ity was originally estimated at an an- 
nual rate of $352 billion for the fourth 
quarter of 1952 and about $356 billion 
for the first quarter of 1953. This dol- 
lar volume is measured by the gross 
national product. The fourth quarter 
rate was $460 billion, with $8 billion 
of inventory accumulation making the 
difference. In the first quarter of 1953 
the gross national product was about 
$366 billion (annual rate). Inventory 
gains were still accounting for most of 
the earlier estimate’s increase 

The 


product included some increase in soft 


fourth quarter gross national 
goods inventories. Almost all the in- 
crease now is taking place in durable 
goods. 

Industrial prices have been moving 
up which is usual during an inventory 
boom. The 


does not reflect 


wholesale price average 


in full the industrial 
situation because farm prices are still 


weak. Increases have been announced 


THE LIFE OF RILEY, al! three 


dinner held in London's 


wholesalers, are located in Sheffiel: 


f them 
look over the program at the recent Electrical Wholesaler 
Dorchester 
unique in the history of the Federation 


Hotel 


for copper, some steel products, build- 
ing materials, industrial chemicals 

e Scramble For Materials—These in- 
creases reflect a scrambling for the ma 
terials which may not be justified by 
the demand for finished products. The 
Chrysler Corporation has reduced the 
prices of its entire line of cars. Some 
electric appliance makers are also 
shading prices in an effort to move the 
generally 


goods faster. If business 


turns to these tactics instead of ac- 
cumulating inventory, premium prices 
for steel, and copper will soon dis- 
appear 

Inventory building accounted for a 
substantial share of the present pros- 


This 


because the 


perity boom is vulnerable not 


level of inventories is too 
high but because so much of current 
production is going to build up the 
level. If business stops adding to its 
stock about $8 billion per year ot pro 
ductive activity will be lost 
e A Safety Measure—An accumula- 
tion of inventory might be viewed as 
a valuable safety measure against short- 
ages and scare buying. If the interna 
tional situation worsens inventory “re- 
serves’ may come in handy 

However, a letdown in the Cold War 
will make the prospect of holding in- 
ventories a lot less attractive than it 
has been up to now. Secretary of De- 
fense Charles Wilson has stated that 
it is his intention to reduce military 


expenditures if the present stalemate 


John Michael, John and Harry Riley 
Federation annual 
The believed to be 
John Riley G Son, Lt & 


family 
electrical 


England 
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CALENDAR OF EVENTS 


Illuminating Engineering Society 
Southern Regional Conterence 
Sedgetield Inn 

Greensboro, N. ( 

May 18-1 
] ical hanquets, lunche 
lf ente ria nme nt 

Electrical Mfgr’s. Representatives Assn. 

of Michigan, Inc 

State Fair Grounds 

Detroit, Mich 

May ; 

Industrial-commercial shou pabat 

inmilr lu nohe I] 

NATIONAL ASSOCIATION OF FLF¢ 

FRICAL DISTRIBUTORS 

Sth Annual Convention 

Conrad Hilton Hotel 

Chicago, Ill 

May i 

Speaker mitt ’ 


ti Wiad a pr 


Edison Electric Institute 
Ist Annual Convention 
Convention Hall 

Atlantic ¢ 


June 1-4 


Creneral ov peaker entertainment | 
| 


Natl. Assn. of Electrical Distributors 
(Pacific Zone ) 
Huntington Hotel 
Pasadena, Calit 
June 8-10 
Speaker 
National Electronic Distributors Assn. 


Convention and ¢ 
ise Hotel 
Sr. Louis, Me 
September 
( 
tainment 
Eastern Electrical Wholesalers Assn 
nd National Electrical Industries Show 
th Regt. Armory 
New York, N. ¥ 
September 29 - October 


Pxhihat 





in the cold war continues, if pe ssible 
Such a reduction would cut pr ducers 
requirements for steel and other ma 
terials 
e Dangerous Element—This 
langerous element in the present 
ness situation. Inventories in 
piled up much faster than has been 
the case recently. There was no overall 
falling-off in business activity 
inventory decline in 1951-19 
during those months defense 
tures were rising, offsetting the effects 
of a shakedown in some of the con 
sumer lines. Defense activity, plus the 
steel strike tbsorbed most of the 
crease in supplies of steel and 
materials This prospect Cal 
counted on in 195 

The government is trying 
lown detense spending. Capital 


(Continued on page !68) 
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LITE” 


simple installation: 


easy maintenance: 





CEILING 


covered from wail to wall with 


GrateLite, the diffusing plastic louver 


..an architectural dream 


Diffusion through 34%“ translucent 
cubical facets produces finer quality 
illumination .. . fills the room with 
soft light for ““VELVETIZED SEEING”. 


It keeps your eyes ‘‘at rest’’ 


and makes your work easier. 
Just 5 parts to handle 


Bugs and dirt drop through the 
lattice for minimum cleaning. Relamp 
by removing only 1 panel. Panels are 


detached and washed in 2 minutes. 


start a new era of eye comfort — write 
today on your letterhead for folder 
905-Gand Gratelite layout guide 


THE EDWIN F. GUTH CO. ST. LOUIS 3, MO. 


*U. S. & Can. Pats. Pend 
Trademark Registered 








You sell more Blackhawk After the Defense 


Boom Is Over 


BENDERS because (Continued from page 152) 


75 million people 


= th I] t bl fi. e A Potent Backlog—tThe huge ac- 
ey re rea really por a e. cumulated backlog of specific construc- 

tion projects that have been announced 

for the future is another reason why 





prospects after the defense boom can 
be viewed optimistically 

Inventoried by Engineering News 
Record over the last 10 years, this 
backlog has now reached an impressive 
total of $69 billion. This figure takes 
into consideration the adjusting up- 
ward as new projects are announced 
and downward as projects on the list 
become actual contracts. Moreover, the 
projects in the backlog are limited en 
tirely to those of the engineering-con- 
struction type and to those mass hous- 
ing jobs in the $300,000 or over class 
None of the other housing or the small 
construction jobs is included, although 
these annually account for two-fifths to 
a half of total construction volume 
Measured against the annual volume of 
the kind of construction included, the 
backlog is the equivalent of five years 


. 
Fast, versatile and so easy of work at the 1952 level 
to use = Blackhawk Benders wore tt ¢ Who Are the Buyers?—The buy- 


ers are federal departments and agen- 


® 
speed every job! & p cies which have announced projects 
4 
aX 


bend 1,” thin-wall 


Electrician works comfortably from ladder using Blackhawk S-34 to 4d 
AL ses 
a, | 


: . . $13 > - state 
Electricians can pump from any spot — on the floor, on estimated to cost $13.1 billion; states 

se 87 
the bench or up on a ladder — even while they’re moving and cities listing jobs totaling $28.4 


around! That's because with Blackhawk “Porto-Power” — a AY | billion; and private investors who plan 
oo ag), 


Pipe Benders the hydraulic pump is separated from the to spend $27.2 billion. It is expected 
y 


bender by a flexible safety hose. J | that some $5.6 billion of work repre- 


But that’s only one ef the big “dollars and horse sense” BEND ON THE BENCH sented in the backlog would be con- 
OR OVERHEAD : 


reasons why so many contractors choose Blackhawk Benders tracted for during 1953 


to speed their work. Models are available for any popular . \ The chief reason why some projects 
‘~~ A, 


size conduit, rigid or thin-wall. Then, too, they can : " 

B a wee eee ee ) rap I are in the proposed stage for many 
LL \ | = yr “Ci, 
ae, years is that a “lead-time” is required 


hundreds of lifting, pulling or pushing jobs Ig 4 
‘ 


See your Blackhawk man NOW and place your order ’ Ip. ° 
3 preliminary planning to actual contract 


the same Blackhawk “Porto-Power” hydraulic jack for 
for various jobs. From proposal and 


for “Porto-Power” Pipe Benders — they're the choice of 

» Gam . : 7 wees O 
crews everywhere. Be sure you have plenty of copies of SPOT FROM ANY may be as long as > to years. Public 
ous | work usually remains in the proposal 








Catalog 50B on hand. Write today. 





stage longer than private work and 
smaller percentage of private jobs than 
public is announced in advance 

The backlog of proposed construc- 
tion admits more projects annually 
than it discharges. This results in a 
total “flow-in” over the past decade of 
$99 billion of projects. The “flow-out 
has been $30 billion. The difference is 


$-36 Kit: For 1%” to 4” $-34 Kit: For 1/4,” to 2” dia, $-30-A Kit: For 1” to 2” the $69 billion size of the present 
dia. Rigid Conduit and Pipe Thin-Wall Conduit dia. Rigid Conduit and Pipe backlog 


e Where Are the Jobs?—The larg 
B d ACKHA @® est backlog of jobs is in the states west 
of the Mississippi and east of the 
Blackhawk Mfg. Co., Dept. P-4453 Milwaukee 1, Wisconsin Rockies, closely followed by the Mid 


ELECTRICAL WHOLESALING—May, 1953 





dle Atlantic states. The Far West and 
Middle West states are about equal 
The South is next in line, followed by 
New England. 

The largest increases, regionwise, in 
1952 occurred in the South and in the 
Far West. In dollars the big region west 
of the Mississippi had the biggest in- 
crease, but the South and Far West 
were close behind. There were less per 
centage increases in the other regions 
except New England, where there was 
practically no backlog increase during 
the year 
e Per Capita Values—The Far West 
states have the highest per capita back 
log, $696, more than 50 per cent above 
the U. S. average of $456. The big rea 
son for this is that these states, which 
have 11 per cent of the population, ac- 
count for 37 per cent of the nation’s 
backlog of earthwork, irrigation and 
drainage projects as well as 18 per cent 
of the public building backlog, mostly 
new schools and hospitals 

The Mississippi region’s backlog 
averages $613 per capita. This region 
resembles the Far West in many of its 
projects, as well as in percentage of 
population. A large factor is that 43 
per cent of the private unclassified 
backlog, mostly pipelines and transmis 
sion lines, occurs in this region 

The Middle Atlantic states have an 
above average per capita backlog of 
$470. This area contains the highest 
percentage of people and leads all other 
regions in several categories of work, 
accounting for 37 per cent of the high 
way backlog; 32 per cent of public un- 
classified projects; 31 per cent of the 
commercial building and private mass 
housing backlog; and 30 per cent of 
the public housing backiog 

The South has the lowest per capita 
backlog, $275, but this is growing 
faster than in any other region. The 
Middle West, with $380 per capita, 
and New England, with $359, are also 
below the average for the rest of the 
country. 

e Things Look Good 


a good condition to continue at high 


Business is in 


levels. There are enough sound factors 
in the picture to assure against sizable 
dips and to support a sizable volume 
of construction. The atmosphere for 
both business and construction today 
is quite different from the last great 
boom in the 1920's. The construction 
industry on the basis of backlog, popu 
lation and business growth has little 
reason to regard the period after the 
ends with alarm or 


defense boom 


doubt. 
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SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 

Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast ““chop-off” stops a short-circuit 
even before it reaches the peak of its first 4 cycle even tf the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers 


USES & SPECIFICATIONS 

Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2560, 3000, 4000 and 5000 for En 

trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs ‘‘cool”’ 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
probably lower than for any other over-current protective device. Hence it may safely 
be installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 

FORM 208 Amp-traps clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors 
Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chose-Shawmut Co 


Ab@ 


208 AMP.-TRAP 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


fm } 
= 


ya 
Ampirap . Tri-onic) 


tix 
4A 
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FUSE Wink 





é ( 
"package 
FAN is the | 
Easiest 


to Install | 


FANS 


LIVE UP TO THEIR 
PERFORMANCE 
PROMISE, TOO! 














e Compact, ruggedly built 
accurately rated capacj- 


ties. 


e Wide range — 24” to 84” 
sizes (up to 90,000 cfm) 
in “Buffalo” Packaged Fan 
Units! For system resis- 


tances up to 1”! 


24”, 30” and 36” Fans 
can be operated at any 
angle from vertical to hori- 


zontal, discharge up. 


e WRITE FOR DETAILS 
ON THESE PROFITABLE, 
EASY-TO-HANDLE FAN 
UNITS. “Buffalo” 72” Belt-Air Fan 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS L” BREEZO FANS NV’ BREEZO FANS 





Big Responsibilities 


(Continued from page 73) 





oler needed [OT a Chi 

tomer's particular situation, and witl 
regard to local temperature conditions 

Because of the relatively high cost 
compared to evaporative coolers, of 
today’s refrigerative type room coolers 
the public is trying to get the advan 
tages of this type of cooler without 
roing too high in price. There 1s 
definite resistance to price If dealers 
either permit customers to take room 
air conditioners that obviously are go- 
ing to be insufficient for the customer's 
cooling needs or if they lack ability 
to estimate what the cooler will do 
locally, the industry is going to be 
plagued soon with a group of custom 
ers who are literally “hot and bothered 
Such a condition must be prevented by 
the distributors unless they wish to 
find themselves trying to promote their 
lines in a market injured by dissatisfied 
customers Claiming “such and such a 
room cooler is no good 

The need for more distributor train 
ing was apparent in the statement of a 
retail salesman at the Phoenix electric 
show who told a prospect that his | 
hp cooler would handle 600 sq ft. of 
space. This was confusion resulting 
from the salesman using the manufac 
turer's literature figure without noting 
that such a cooling capacity was for an 
area having about 90-deg. temperature 
In an area having steady week in and 
week out temperatures of 110-115-deg 
and higher, as in Phoenix, that cooler 
would be satisfactory for no more than 
an area of 500 sq ft 

© Cooperation with local organiza 
4i0ns, electric leagues, dealer ASSOClA 
tions, electric utilities, the press, ete 
to help et tl bro} information on 


j 


electric room at nditioners into the 
hands oO} lic. 

Distributors can be ones to start 
such action and to a great extent they 
have the most to gain. Such action was 
sparked by distributors and manufac 
turers of television receivers in many 
areas when a state of confusion existed 
concerning TV screen measurements, 
large screen,” number of tubes, an- 
tenna requirements, etc. Similar action 
to correct or prevent confusion on 
room coolers will be pioneered in 
Phoenix shortly when the Appliance 
Merchandisers Association brings out 
its booklet explaining room air condi 
tioners to the public. Through the ef 


forts of the distributors and dealers and 


ELECTRICAL WHOLESALING—May, 1953 





utility, many hundreds of dollars will 
be spent to get this booklet into the 
hands of the 110,000 families in the 
Phoenix trading area. 

The responsibility for being active 
leaders in the industry again falls 
greatly upon the electrical distributors 
This survey has shown that the room 
air conditioner business will present 
problems, but it shows, too, that none 
of these problems are too big to be 
‘squared away” satisfactorily by indus 
try action and cooperation in which the 
electrical distributors can be leaders 





Industrial Market 
(Continued from page 156) 





sent a potential source of plus business 
and will be experiencing difficulty in 
avoiding loss of personnel to the 
stronger growth industries. They repre- 
sent a field of real opportunity for 
study 

Our contacts with practically every 
company in every industry convince us 
that there is a wide variance in efh- 
ciency between industries and between 
companies. Furthermore, many of the 
sales of our equipment are still the 
result of the customer's independent 
decision to purchase, not due to our 
selling efforts. This convinces me there 

large selling job to be done with 

our present customers. U. S. Steel's 
annual report shows that the hourly 
cost of wage employees on steel opera 
tions, including fringe benefits, were 
94 cents in 1940 and have increased to 

? 39 after the sixth round. As in 
dustry in general faces this magnitude 
of cost increase, it will need and wel 
come our help in making more effec 
tive use of its labor 
e Sell Capacity—For some _ period 
the problem of the electric utilities and 
the electric manufacturers has been to 
keep abreast of demand. I am con 
vinced that the long-range plans of our 
industry are about to bear fruit. Start 
ing this year we will see increases in 
capacity greater than the increases in 
demand. We are, in my judgment, at 
the point when it is time to unleash 
the check reins on our sales depart 
ments 

If we begin to turn them loose in 
earnest and we are able to recapture 
the vigor that characterized this in 
dustry in the selling years, any concern 
about the large capacity growth will 
evaporate 
e Road Ahead—However, the frog 
didn’t get out of the well by just 
looking. Whether this inviting poten 
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/amldiia Vuyjmin, 


NO DELAY-NO WAITING 


DTX Non-metallic Sheathed Cable 


Flexible Cords — all types 


Fixture Wire — all types 


Cord Sets 


Military Communications Cordage 


Warehouses and representatives 
in principal cities. General sales 
office: Sycamore, Illinois. Fast 
prompt shipment from factory 
stocks maintained on all items. 


Write for Catalog CO3 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 
Manufacturers of Electrical Wire 





FRIGID srcscace NEW 
1955 ROOM 
AIR CONDITIONERS 


Sctentifically desiqued 
Gi) by engineers gor 
guaranteed perpormance 


FRIGID Window-type ROOM AIR CON- 
DITIONER houses a hermetically-sealed, 
carefully dehydrated refrigeration system 
which is the basis for the condi- 
tioner’s multiple functions — cooling, de- 
humidifying, filtering, circulating, ex- 
hausting and ventilating. Variable Cooling 
THERMOSTATIC CONTROL .. . Built-in 


at no extra cost! 


@ Available in 3 sizes — 
e 4% H. P., % H. P. and 1 H. P. Units 


lla 
@ Most Liberal 5 Year Warranty 
& Labor Allowance 


e Simple Installation 
@ Unconditional Guarantee 


FRIGID also manufactures a complete 
line of ventilating equipment to meet 
your needs . . . heavy duty Exhaust 
Fans, Blowers, Spray Booth Fans, Ped- 
estal Fans, Attic Fans. And for the 
office and home—Hassock and Revers- 
ible Window Fans. You can depend 
on the FRIGID quality line. 


Jobbers: Write for the NEW 1953 Descriptive Cotalog. 


FRIGID incorporated Ax 


FORMERLY CIRCULATORS AND DEVICES MFG. CORP. 
168 THIRTY-SECOND STREET, BROOKLYN 32, N. Y. 








tial is to be converted into load will 
depend in a large part upon one group 
in your organization—the sales force 

The industrial salesman has _ his 
work cut out for him. Consider what 
he can do by just selling more of the 
electrical applications now accepted 
by industry. There are so many oppor- 
tunities in this field, it’s almost im- 
possible to even mention all of them 

For example, industry is finding out 
every day that good working conditions 
are essential if it is to attract workers 
in the first place and keep them in the 
second. Air conditioning, better light 
ing and improved ventilation are but 
a few of the general applications which 
can help industry with this problem 

In the everlasting struggle for 
greater productivity, manufacturers 
have been caught in the web of rising 
labor and materials costs. The in- 
creased use of electrical equipment can 
help achieve more productivity by 
saving materials, reducing manhours 
and increasing production rates. 

More and better means of materials 
handling is effective in reducing labor 
costs. The Twentieth Century Fund 
reports that power developed by 
human muscles averages 10¢ per horse- 
power hour in cost. The cost of elec- 
tric power devoted to handling mate- 
2¢ per horsepower 
hour. Such savings quickly amortize 


rials is less than 


the cost of materials handling equip- 
ment 
e Savings Big—A manufacturer faced 
with a problem of soldering parts on a 
capacitor tank scrapped the hand- 
soldering method for radio frequency 
heating equipment and promptly dis- 
covered that the time required for 
each piece was reduced from nine 
minutes to forty seconds, rejects were 
reduced from eight per cent to less 
than one per cent and the complete 
installation paid for itself in less than 
15 days 

These are but a few of the countless 
examples of increased potential which 
can be realized literally by just doing 
more of what's being done 

Now it seems to me in recent years 
it has become an increasingly popular 
sport to sit back and say we don't have 
the caliber of salesmen to do the job 
Some take it the next step and say 
there aren't any sales managers, either. 
It doesn’t seem to me that the record 
volume of goods and services sold in 
the past decade bears out these con 
tentions 

The real crux of the selling problem 
is not the quality of salesmen we have. 
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They're good. But we do need more of 
them. And we need to use the sales 
force more efficiently. Many utilities 
have recognized these facts and have 
been preparing their sales forces to do 
the job. But industry-wide surveys 
show there is much more to be done 

It is not easy to convince manage 
ment that low selling costs realized 
during the war are not feasible today 
It’s difficult to expand a sales force 
when there is a real shortage of tech- 
nical personnel. The complexity of 
modern business and the many new 
products and developments increase 
training problems, which were never 
very simple in the first place 
e Action Plan—What can be donc 
about it is an interesting if loaded 
question. First, 1 think we must start 
now to increase the sales organization 
With the shortage of technically train 
ed men, manpower alone, of course, is 
not the whole answer. More sales can 
be realized through advanced training 
of salesmen. His knowledge of new 
equipment and developments and how 
they can be applied for the benefit of 
the customer is one of the real keys to 
load building. 

Traditionally, the utility and the 

manufacturer have worked together in 
this field for mutual gain. Product 
presentations, factory visits for the 
salesmen, and customer sales presenta 
tions of varied sizes and sorts are but 
a few of the methods which have been 
used successfully. This work should be 
continued now more than ever because 
of the expanded market and the great 
number of new developments. 
e Local Sales Vital—In addition, 
the use of more and better sales toois 
can for all practical purposes increasc 
the size of our sales force. For ex- 
ample, local market development sur- 
veys and business forecasts can lead the 
salesman to the most productive selling 
areas. Mass selling methods increase 
his return once he gets there. Much 
more can be done to bring about co- 
operative sales programs for our indus 
try which can be participated in by all 
factors in the industry—utilities, manu- 
facturers, distributors and contractors 
All of these partners have a broader 
outlook and better manpower to put 
into this job than prewar. Construc- 
tive local plans and programs can be 
very effective. 

The job is not an easy one, but un 
less we can do it, and do it well, too 
much of the excellent market potential 
which we have reviewed today—will 
remain just that—potential 
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PIPE MOUNTING 


HOUSE BRACKETS 


| 


G OR FUMING 


oO MORE FUSSIN 
NO MORE MAKE-SHIFT ARRANGEMENTS 


N 


(PATENTS APPLIED FOR) 


Here’s what your trade 
has wanted all along. Porcelain Prod- 
ucts offers you the first easily attached, 
low priced Pipe Mounting House Bracket tor 
use wherever electrical conductors are fastened 
to pipe. They're perfect for residential, indus- 
trial or rural wiring jobs .. . ideal for ranch 
type housing with wide eaves. And they save 
contractors’ time, money, avoid costly delays. 
Write for prices, literature and plan a stock 
on hand to meet the demand. 


| Single Point Unit for 1%" 
| —1%"; 2” and 214” pipe 


Three Point Unit 4!" or 6” wire 
spacing, for 2°’ and 21/2" pipe 


FINDLAY, OHIO 





ONE CALL FOR ALL! 


GARGY One source for top-quality 
fixtures for every lighting need 


No one fixture can satisfy every requirement . 


THE “VISUALIER”’ 
THE “‘THIN-PANEL” 
THE “GAR-SEE-LITE"’ 


The “Visualier” . . . the aristo- 
crat of all lighting fixtures .. . 
long recognized as the finest in 
school and office lighting. Has 
illuminated sides and 45° x 45” 
shielding . . . exceeds Americar 
School Standard Specifications. 
Recommended where the custo- 
mer wants the finest in appear- 
ance, quality and efficiency. 


The “Thin-Panel" . . . graceful 
design and high-quality construc- 
tion at a moderate price .. . ideal 
for stores and offices. Plastic, 
metal or Aiba-Lite glass side 
panels, 2-lamp or 4-lamp units, 
fluorescent or slimline. 


The “‘Gar-See-Lite” ... probably 
the lowest priced quality fixture 
on the market today. Most versa- 
tile, too, with a choice of plastic, 
illuminated metal or opaque metal 
side panels, 2-lamp or 4-lamp 
units, fluorescent or slimline. 


. but the complete 


Garcy line does! That’s why it pays you to deal with Garcy—one 
dependable source for every need. In addition to Garcy’s Big 3.. . 


and troffers available in over 90 different units .. . 


other popular 


Garcy fixtures such as incandescent fixtures, Adda-Strip, display 


case and spot units provide almost unlimited selection! 


ith Garcy 


you can offer “‘everything for everyone”’ in lighting! 


GARGY 


GARDEN CITY 
PLATING & MFG. CO. 


1740 NORTH ASHLAND AVENUE 
CHICAGO 272, ILLINOIS 
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penditures promise to remain high but 
the capital goods industries are oper- 
ating at capacity now. It appears likely 


the economy—particularly the durable 


2OC ds industr ics 


will be up against 
the severest test since 1949. 
e Adjustment Production Soon 
The readjustment will be easier if 
business adjusts production soon, rather 
than waiting until inventories are really 
dangerous. Increased selling effort will 
be an aid. The government also has a 
chance to give business a considerable 
life by reducing taxes and increasing 
the amount of income available for 
consumer spending 

The most important requirement is 
that businessmen, consumers and gov- 
ernment alike, recognize this readjust- 
ment for what it is—an inventory 
cycle, not the beginning of a major 


depre ssion 


Whitford Replaces Stott 
In National AW Bureau 
NEW YORK, N. Y.—R. A. Stott, 


Tristate Electrical Supply Co., Inc., 
Hagerstown, Md., at his own request, 
has been relieved from his appoint- 
ment as the N.A.E.D. representative 
on the Standards Approval Sub-Com 
mittee of the National Adequate Wir- 
ing Bureau. R. A. Whitford, ReQua 
Electrical Supply Co., Inc., 
NW. ¥ 


succeed Mr. Stort 


Rochester, 
has accepted appointment to 


The sub-committee deals with tech 
nical matters connected with the ap 
plication of local groups desiring li- 
censes to operate the certification 
National 


features of the 


Wiring Program 


Ade quate 


The Name’s The Same? 
Not According To Law! 


NEW YORK, N. Y.—The Minne- 
sota Mining and Manufacturing Co., 
and the Admiral ¢ orp., have been up 
held by the courts in recent cases con- 
cerning the use of trademarks 

A writ of perpetual injunction pro 
hibiting mis-use of the “Scotch” and 

3-M” trademarks has been issued by 
the U.S. District Court of the Southern 
District of California. The court de 
creed, “that the plaintiff, Minnesota 
Mining and Manufacturing Company, 


is the owner of the entire right, title 
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and interest in and to the trademarks 
SCOTCH’ and ‘3-M.’” 

The court stated, “that Gerald Rice 
ind G. W. Ned Blake, individually and 
as partners or associates doing business 
as MMM Industrial Division, have 
infringed said trademarks and _ said 
trademark registrations and have com 
peted unfairly with the Plaintiff.” 

The injunction prohibited the de 
fendants from, “offering for sale 
exhibiting. advertising or promoting 
the sale of pressure-sensitive adhesive 
tapes or any other products of similar 
character under the trademarks or trade 
names ‘MMM’ or ‘ECONOSCOTCH 

They were also instructed not to 
claim they had been associated with 
Minnesota Mining and Manufacturing 
Company 

The Admiral Corporation has also 
announced its intention to take action 
against trademark infringers, following 
the upholding in the U. S. Court of 
Appeals of a lower court decision 
against Penco, Inc., for using the name 
Admiral. 

The U. S. District Court, Rochester, 
N. Y., had granted a permanent in 
junction against Penco'’s use of the 
name Admiral on household appliances 
and related goods. Admiral Corporation 
also was awarded $2,000 for attorneys 
fees in addition to Court costs 

The Court of Appeals for the second 
circuit upheld the decision in its 
entirety and awarded Admiral addi 
tional attorney's fees and court costs 
for the appeal. 

Penco, a subsidiary of Price Vacuum 
Stores, Inc., Philadelphia, was found 
guilty of infringing Admiral’s trade 
mark and also of unfair competition in 
the distribution and sale of vacuum 
cleaners and sewing machines under 
the Admiral name 





FRANCIS E. STERN signs the fran 
e naming Stern and Company, Inc., 
Hartford, Conn., a Republic Steel 
Kitchens distributor. Looking on are 
John Anderson eft), district repre 
entative of Reput lic Steel Corpora 
Berger Mfg., Div., and |] 
Cohon Stern and Cor 


ale manager 
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Gyaminures 


6 INCHES DEEP. 


' 





Patent No 
Re. 23539 


WRITE TODAY 

for free illustrated 
catalog. Please de- 
scribe your drilling 
problem in detail. 





TILDEN rotary 
KONKRETE KORE DRILLS 


cut reinforcing rods in concrete! 


Under the actual on-the-job conditions shown 
Patented Core above, a Tilden 24” diameter Rotary Konkret 
——” Kore Drill cut through 6” of concrete 
Automatically! including crossed steel reinforcing rods—in just 
——._ 4s minutes! The straight, clean, ready-to-use 
holes permitted imme diate running of 2” pipe 
You consistently get 5 to 7 times more holes 
without resharpening with a Tilden Drill—and 
free factory sharpening is still available on 
sizes from 3/16” to 4” diameters. Tilden Drills 
can be used with ordinary electric or rotary 
au motors Interchangeable shanks are 
available for any ce pth hole 
Find out about this revolutionary drill 
TODAY! Consult our Engineering Department 
without obligation, on your drilling problems. 


Sold Through Distributors Everywhere 





_ TILDEN TOOL MANUFACTURING COMPANY 
213 Los Molinos, San Clemente, Colif 


Gentlemen: Please send me without obligation, complete informa 
tion on the Rotary Konkrete Kore Drill 


Name Title 
Company 


Address 





NO MORE 
THREAD FAILURES 


when tightening clamps 0 


Pull Romex or BX clamps down tight... you won't strip 
the threads on Keystone Octagon Outlet Boxes! The 

holes are extruded from normal metal thickness of 

-074” to .171”. This process more than doubles the 

thread strength . . . eliminates the costly annoyance 

of replacing jobs because of stripped threads. But the 

clamp screws are still inserted on an angle for maximum —— 

wire clearance to reduce labor costs. Only Keystone 

Outlet Boxes offer your customers this outstanding WON’T STRIP—MORE THAN 
feature! Stock and sell this fast-moving line! DOUBLE THE THREAD STRENGTH! 


KEYSTONE OUTLET BOXES —Heavy 14 gauge code steel with 4” or 
Combination ” and %” knockouts, lanced for double-quick removal. Romex 
or BX clamps assembled to box with nested fit for quick, easy pulling of 
wires, lower installation cost. Available in 4” Octagon, 4” Square and Handy 
_ Box types and gangable switch boxes, separate or in combination box and 
bar hanger assemblies. Complete line of covers, 13 types for Octagon, 7 for 
‘tetaaisitY Handy Boxes. Oil Burner Cutout Boxes with hinged cover also available. 





Y 
“ KEYSTONE BAR HANGERS—Made of band steel, %.” 
~~ by %". Sliding, easy-working double strength malleable 
iron studs and loops. Available in straight, shallow, deep, or 
universal offset cleat types. Standard lengths 1914”, 21” and 
24”. Other lengths manufactured to your specifications. 





SEND FOR THIS NEW CATALOG! 
It describes the entire Keystone line of wiring 
installation equipment, all U. L. approved. Com- 
plete with specifications and prices. Yours with- 
out obligation. Write for your free copy today! 





See us at: N.A.E.D. Convention. Chicago 
ectrical Manufacturers Rep's. Exhibition, Detroit 


KEYSTONE MANUFACTURING COMPANY 


23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 


Organization Changes 
At G.E. Bridgeport 
BRIDGEPORT, CONN.—Two or- 


ganization changes in General Electric’s 
construction mater are an 
nounced by arence C. Walker, vice 
president and general manager 

First 1 I consolidation of the 
wiring device department at Bridge 
port and the Monowatt department at 
Providence, R. [., into a new depart- 
ment known as the G-E wiring device 
department Headquarters are at 


{¢ nce 


Provic 

Abe F. Warren is general manager 
and Arville W. Gilmore is assistant 
general manager for the consolidated 
department It is responsible for 
wiring devices, cord sets, fuses, fluores 
cent accessories, remote-control wir- 


ing, heating cable sets and electric 


Arville W. Gilmore 


housewares items Both Gene ral Elec 
tric and Monowatt brand lines are 
retained and manufacturing operations 
continue at present loc tions 

Mr. Warren was general manager 
of the Monowatt department. Mr 
Gilmore was previously manager of 
marketing for the construction mate- 
rials division 

Frederick C. Dazley, former man 
iver of marketing for the wiring de 
vice department, is general manager of 
the new accessory equipment depart 
ment within the division Headquarters 
are in Bridgeport 

It is responsible tor the engineering, 
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manufacturing and marketing of wiring | 7 


o~at? 
components for appliances and elec Weorld’s Newest and 
trical equipment, lighting component | i 
devices, power supply cords and cord Largest He icopter 
sets, wiring harnesses and defense Plant Selects... 
products used by manufacturers of 
electrical products 

General Electric accessory equipment 
lines and Monowatt industrial lines 


are retained 


Indiana Wholesaler 
Names J. A. Haase ; = rk CORPORATION 
SOUTH BEND, IND.—]. A. Haas , 


has been named vice president ot th 


South Bend Electric Company, Inc. H« 
is also manager of the supply divisio 

The company’s territory covers Sout! 
Bend and a 50 mile radius. W. M 
Lininger is president 


Wyatt-Cornick, Richmond, 
Announce New Officers 
RICHMOND, VA. — Wyatt-Cor 


nick, Inc., Grace at 14th St, this city, 
have announced the names of newly | 
elected officers } 

John M. Wyatt, Jr., is president and | 
general manager. John M. Wyatt, IIL, | 
i YE > lene , j : ! i Bank of 12 Transformers » 
is executive vice-president. William a | Toral Copacity 4000 KVA 
D. Carleton is vice-president in charge ; A Electrical Contractor 

: , is RIGGS DISTLER & CO., INC 

of advertising and W. R. Rosenberger, ; “ Philadelphia, Po 


Jr., is manager of appliances 
Piasecki Helicopter Corporation, makers of 


Pass & Seymour Changes two of Uncle Sam’s most important heli- 


: ° AS copters —the 14-passenger Air Force Work 
Chicago Office Location Horse, and the 6-seat Navy HUP— has in- 
SYRACUSE, N. Y.—The Chicago 


stalled Marcus dry type Transformers to do 
sales office and warehouse of Pass & | the vital power job in their big new plant 
Seymour, Inc., is now located at 1229 Capacities from at Morton, Pa. 


W. Washington Blvd 1to 3009 KVA , 
Large r and more adequate facilities @ DISTRIBUTION They were selected because every detail of 
are afforded at this new location which © GENERAL PURPOSE the Marcus dry type transformer is engi- 
results in maintenance of larger stocks ih mg nnn in neered for long life... and continuous, 
The postal zone number of the new o ELECTRIC FURNACE trouble-free performance. Latest contribu- 
ofice ta Chicaan 7. o RECTIFIER tion pioneered by Marcus for greater trans- 
PAs” oy former durability is Hi-Heat, Hi-Dielectric 

« SPECIAL Magnet Wire, insulated with DuPont's 


Hyland Supply, Chicago, newest miracle polyester film “Mylar,” 

Moves Operations combined with Johns-Manville “Quinterra” 
CHICAGO, ILL.—Hyland Electrical to reach insulation levels at least 10 times 

Supply Company has completed mov Faew present industry standards. 

ing and started operations in its 

$500,000 newly-remodeled building at 


623 West Monroe St., it is announced Wy 
by M. C. Taradash, president : 
The structure, formerly the home of “Mark of Quality” 


the Railway Express Agency, has be« TRANSFORMER ra) 
completely renovated and two new Repressuieshins °; INC. 


sections added It has 85,000 square in HILLSIDE 5, NEW JERSEY 


feet of space on two floors and a base Principal Cities 





ment, a 50-car parking lot, a G-truck — Qye oF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 


loading dock and automatic passenger 
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we'd like to 
meet you at our 


NIAID, 
SOO UG s25 


and our suites, both 
in the Conrad Hilton 
May 24-29, 1953 


MAIN OFFICE AND SHOWROOMS 


LOTECRAFT 


Omar fot Tr UNG CO r 


8 East 36th Street, New York 16 


WEST COAST 6336 West 3rd Street, Lor Angeles 48 





ind freight elevators 
The new Hyland building 
,000 square teet of space for dis 


and the 


1 
has more 


than 
playing its products. This area 

] ] 1 
offices are air conditioned. A special 


will-call 


for customers to 


room has been established 


telephone in their 
1 pick them up without delay 


sales room has been ex 


ore le rs an 


The countel 


panded and the stock made more 


accessible 
Conveyor systems connect all floors 
A complete inter-communication sys 


| 


tem is used as well as pneumatic tubes 


for messages. The ceilings of the office 
and store ire soundproof 
Many conveniences for Hyland’s 5 


Some 


Spac ¢ 
r be en prov ided 


employee s hav 


of these include all-new office equip 


ment, a kitchen complete with elec 

trical appliances and a lunchroom 
Hyland Electrical Supply Company 

was previously located at 700 West 


Jackson Blvd.. Chicago 


Houston Distributor 
Opens Beaumont Branch 

BEAUMONT, TEX 
Supply Company, 
has opened a new branch office in this 
city W. S. “Bill” Arthur 


Manage r 


The Southern 
| lectric Houston 


bran n 


The company will have 
offices in the Fulbright 
Building, 2464 Calder Ave., 


house space can be arranged. The new 


temporary 
Insurance 


until ware 


branch office, serving a large area of 


and southwest Louisi 


ana, will offer a full line of residential, 


southeast Texas 

commercial and industrial lighting fix 
res, electrical appliances and various 

types of electrical supplies 

linked with the company’s 

Austin and 


It will be 
branches in San Antonio, 


Corpus ¢ hristi, and the main office in 
Houston, by ticker service 

Mr. Arthur was previously associated 
with the Worth Electric 


also Be aumont 


Supply Cor 


pany, 


Distribution Clinic 
Held In North Carolina 


GREENSBORO. N¢ The second 
in a series of distribution clinics spon 
sored by the domestic distribution de 
partment of the Chamber of Commerce 
ot the 
city on May 13. Its purpose was 


United States was held in this 


provide market data on the Greensboro 
trade area which will enable local bus 

nessmen to improve their methods of 
finding and reaching new customers 
The Greensboro clinic analyzed such 
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“What Is It?” 


$ 


ARG 


°, 4 

“What kind of Mlankety-blank wire 
is this, anyway 
“We took thi: 
time ago, stuck 
and now we wi 
“But is it hea 
the load?” 


dil off a job some 
in the store room, 
to use it again. 


enough to carry 


X 
“Send it down to Engineering 
to have somebody figure the wire 
gauge, somebody says 


“Great. Gotta be miked. 
Gotta look up the current- 
Carrying capacity ina 
handbook. Gotta get it 
delivered back to me. Very 
practical suggestion .. . 


“And then, what kind of 
jacket has it got? 


“I suppose now some- 
body is going to tell ine 
to send it out toa chem- 
ical laboratory to get it 
analyzed. 


“Not me. I’m going to 
sit right down and 
write... 
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WILLIAM H. MUMPOWER has joined 
the staff of the National Associatior 
of Electrical Distributors as assistant t 
the executive secretary, Al Byers. Pre 
viously Mr. Mumpower has been ¢ 
ciated with the National A 

of Manufacturers and Scripps-H 


Newspapers 





matters as the geographic size of the 
trade area, highway traffic flow, pop 
ulation changes, Consumer buying hab 
its, sales potentials and advertising 
| budgets 

Frederick, Md., a town of 20,000 
population, was the scene of the first 
experimental clinic. Greensboro's pop 
000 people. The National 


Chamber will hold additional clinics 


ulation is 


in larger Cities yet to be selected 
Eventually, the National Chamber will 
distribute a handbook to local cham 
bers of commerce which will enable 
them to carry out similar projects them 


selves 


Gesco Names Burdekin 
NEWARK, N. J.—Harold Burdekin 


has been named advertising sales pro 
motion manager for the General Ele 
tric Supply Company at this city 


Record Construction 
For First Quarter 


WASHINGTON, D. ¢ 


tures for new construction increased 


Expendi 


by 10 per cent during March to $2.5 
billion, rounding out a record first 
The Janu 


ary-March total also presents a first 


quarter total of $7 billion 


quarter record for work actually done 
on new construction, after allowance 
for higher costs, according to estimates 
of the U 
reau of Labor Statistics and the Build 


S. Labor Department's Bu 


ing Materials division of the U. § 
Department of Commerce 

Private construction expenditures 
rose considerably more than seasonally 
during March to $1.7 billion and ac 
counted for the larger part of the over 


all gain from February. During the 


first quarter of 1953, private outlays, | 


tat 7 per cent above the January-March 


“No Question 


<<. 
ABOUT AYPE OR SIZE” 


The tough 60% by weight 


Neoprene protecting jacket on all 


RONG 9/60 


portable cords and cables is 


BRANDED with 


THE NAME—BRONCO 60 


NEOPRENE CERTIFIED 


THE TYPE-—SO, W, G, or 
WELDING CABLE 


NUMBER OF CONDUC 
TORS—1, 2, 3, 4,5,6,7,8 

THE SIZE—18,16,14,12,10,8, 
6,4, 2,1, 1/0,2/0,3/0, or 4/0 


VOLTAGI K00V GOOV ete 


P116BM—approved number 
of the U.S. and PennsyWania 
Bure iu of Mines 


SELF-MEASURING! 
The branding is re pe ited 
every two teet. Want 20 
feet of cable? Count 
BRONCO ’s and cut 


Furthermore, we brand 
BRONCO cords because 
we are proud of the way 
they perform, Years from 
now we want you to be 
able to identify the cord 
or cable that has de 

livered such outstanding 
continuous service 


WESTERN INSULATED WIRE CO. 


LOS ANGELES 58, CALIFORNIA 











FLOODLIGHTS 


FILL EVERY GENERAL 
LIGHTING NEED WITH 
LASTING SATISFACTION 


ENCLOSED TYPE 





MADE IN THREE SIZES 
200 WATT - CAT. NO. 336B WITH HEAT RESISTING LENS 


300-500 WATT 


WITH IMPACT AND 
HEAT RESISTING GLASS 


CAT. NO. 337B 


750-1500 WATT CAT. NO. 339B 


SPECIFICATIONS 


FOCUSING TYPE IS ONE PIECE ALUMI- 
NUM WITH INNER REFLECTOR OF 
ALZAK ALUMINUM. CAST ALUMI- 
NUM HINGED LENS HOLDING FRAME 





ENCLOSED AND OPEN TYPES ARE 
HEAVY GAUGE STEEL WITH MULTI 
QUALITY PORCELAIN ENAMEL FIN- 
ISH. 





ALL HAVE MALLEABLE IRON MOUNT- 
ING FITTINGS. 





ALL ARE FURNISHED WITH 3 FEET 
RUBBER COVERED SERVICE CORD 





CLUSTER 
FLOODS 


LENS 


FOCUSING TYPE 


FOR USE WITH EITHER GENERAL SERVICE 
OR TYPE G FLOOD LAMPS 

MADE IN TWO SIZES 

300-500 WATT CAT. NO. 320 

750-1000 WATT CAT. NO. 321 





OPEN TYPE 


MADE IN TWO SIZES 

500 WATT CAT. NO. 8080B 
750-1500 WATT CAT. NO. 8088B 
CAN BE SUPPLIED WITH INNER RE- 
FLECTOR OF ALZAK ALUMINUM. 


ELLIPTICAL 
OPEN TYPE 


MADE IN 
TWO SIZES 
500 WATT 
CAT. NO. 80708 


750-1500W. 
CAT. NO. 8075B 


CAST ALUMINUM 


LAMPHOLDERS 


FOR PAR LAMPS 


CAT. NO. 865 
AS SHOWN 


ELE 


4223 W. LAKE ST. 


CTRIC MFG. INC. 


CHICAGO 24 








1952 $5 billion 


Residential building activity accounted 


level totaled almost 

for nearly half this figure after rising 
12 per cent during March. 

Further expansion of private indus 

trial building brought expenditures for 

in the first quarter of 1953 

level. Commercial 


to a ir peak 


building in 1953 topped last year’s 
first-quarter expenditure total by 44 
per cent Private outlays on public 
utilities were running higher this year 
mainly because of new construction in 
the electric light, power and gas utility 
Lroup 
Public 
rose 12 per cent during March, to 
The 


time of 


construction expenditures 


$725 million rise was less than 


usual for this year. Ic re 


flected the lag in Federal contract 
awards following a February Budget 
review construction 


Bureau order to 


projects for essentiality. Public outlays 
for new construction put in place dur- 
1953, at $2 


billion, were only slightly above the 


ing the first-quarter of 


January-March 1952 figure and repre- 
sented mainly defense connected con- 
Public 
expenditures on hospital 
building, conservation and develop- 
levels 

first 


struction and highway work. 
housing, 


low er 


1952's 


ment work were all at 


this year than during 


quarter 


Henley Sales Manager 

For Dyer-Clark, Inc. 
SPARTANBURG, 5S. ¢ Roy L. 

Henley is sales manager for Dyer- 

Clark, Inc., Howard L. 

Powell, president, who has returned to 


relieving 


the parent company Dyer-Clark Com- 
Mr. Powell has 


taken over operations of the company 


pany, Lawrence, Mass 


as a result of the death of his father 
Nelson M. Powell 

Mr. Henley 
Electric Supply & Equipment Co., Inc., 
Greensboro, N. (¢ 
purchasing agent and warehouse man- 
ager. His association with that com- 
pany started in May, 1939. 

Clesson M. Duke, formerly of 
Londonderry, N. H., is now with 
Dyer-Clark, Inc., as office manager. 


was associated with 


in the capacity of 


March Housing Starts 
Up 26 Per Cent 


WASHINGTON, D. ¢ 
starts totaled 97,000 in March, an ad- 
vance of 26 per cent (20,000 units) 
over February. The rise in the number 
of new permanent nonfarm dwelling 
units started was not as large as usual 


Housing 
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H. O. McCALLEY is the new general 
purchasing agent for the Tristate Ele 

trical Supply Co., In Hagerstown 
Md. The 


in Baltimore 


company al has branche 
and Cumberland, Md 





for this time of year and the March 


1953 figure was per cent less than 


the estimate for the same month last 
vear. These figures are preliminary esti 
mates of the U. S. Labor Department's 
Bureau of Labor Statistics 

Total housebuilding this March was 


proceeding 


ata seasonally adjust 1 an 
nual rate of 1,114,000 units. A country 
wise rise in building permit issuance 
March pronounced 


gains in the New England and North 


occurred in with 


Central States. However, excessive rains 
may have prompted builders to delay 


obtaining permits and Starting con 


struction in some places 
For the first quarter, housing activity 


this year, at 245,000 units, almost 


) 


16,500 units started dur 
ing January-March 1952 


equalled the - 
Both private 


and public housing shared in the Feb 


1 


ruary-March 1953 gain 

Private housing starts increased 24 
per cent (16,200 units) from Febru 
ary to 88,200 in March, bringing th 
27,400. This 


years first 


1953 first quarter total to 2 


is about the same as last 
quarter figure 

Publicly owned dwelling units put 
under construction during the first 
quarter totaled 17,600. This compares 
19,700) during January-March 
1952. During July-March of the 19 


1953 


with 


fiscal year, 32,000 new public 
units were started. The majority (about 
27,600) represented Federal low-rent 


dwellings 


Defendants Fined $40,000, 
Violated Anti-Trust Acts 
SAN FRANCISCO, CALIF An 


electronic trade association, five corp. 

rations and six individuals were fined 
a total of $40,000 by Federal Judge 
Edward P. Murphy after pleading “nolo 


contendere” (no defense) to charges 


they had violated anti-trust acts in 
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- SS — 


tiny...but MIGHTY! 


, * WIRE 
; DE CONNECTORS 
* MONEY! 


ve ° TIME! 


* TROUBLE! 


Scientifically designed to accommodate more wires in less space, DE* Wire 
Connectors perform wire-connection miracles! No tape .. . no solder . . . no tools. 
Just a twist of the finger guarantees a pull-proof, vibration-proof, weather-proof 
wire connection every time! There's a UL-listed DE* Connector “custom made” 
for every job... large or small . a wider variety than any other line! 


BAKELITE CONNECTORS 


FOR STANDARD WIRING JOBS 


BD 
] l) 


No. DE-13 No. DE-14 No. MA-1-SI 


gp 


(Helical Cone 
No. DE-13 Spring Type) 
SMALL-—Capacity 
2, 3 or 4 218 Solid; 
or 3 218 Stranded 
. DE-14 
STANDARD-~—Capacity 
4 216 Solid 
or 3 #14 Solid 


. MA-1-S! $ 
INTERMEDIATE 

Capacity: 2 or 3 #12 Solid: 
or 4 #14 Solid 

. DE-16 

LARGE ~— Capacity 


3 #10 Solid; or 4 #12 Solid No, DE-16 


(Bra 


Set Screw Type) 


BAKELITE 
CONNECTORS 


FOR HEAVY WIRING JOBS 


No. MA-1 
Capacity 
2, 3 or 4 #18 Solid 
2 or 3 #14 Solid; 
2 #12 Solid 
No. MA-2 
Capacity 
2 #10 Solid; 
3 or 4 #12 Solid; 
5 or 6 #14 Solid 


PORCELAIN 
CONNECTORS 


(Molded Thread 





FOR EXTRA 


ECONOMY .«, ae 


AVAILABLE IN 4 SIZES: 


No. 0 
MIDGET 


No. 4 
STANDARD 


No. 3 

SMALL 

No. 6 

LARGE 
Capacity range: From 2 or 3 No. 18 
solid or stranded to 3 No. 14 solid or 2 
No. 12 solid or stranded 


*DE...DOUBLE ENGINEERED: 


INSIDE for safety...permanence 
OUTSIDE for easy finger grip 


maximum holding strength 
neatness...super compactness 


IMMEDIATE DELIVERY FROM STOCK 


For FREE samples .. . plus catalog sheets and price lists 
request on company letterhead to Dept. |) \j or phone Al 


VV ALAS Wd (ORY 


New York 12, N. Y. 





677 Broadway 





Why PIERCE Fuses 


Mean REPEAT BUSINESS To You 


... plus consistently 
HIGH PROFITS 


“SCREENED 
VENTING 


7 Keeps them 10 to 40% | 


Note how air circulates freely through 
the fuse permitting it to handle safe 
overloads. The resulting cooler opera- 
tion prevents rapid charring and 
deterioration of the fuse case. One 
reason why Pierce Renewable Fuses 
have 6 to 8 times longer case life. Yes, 
Pierce fuses are easy to sell — and they 
stay sold! 


iin 


- nesting FUSES 
Above All 
COMPETITION | 


Pierce quality construction puts it in a 
class far above ordinary fuses. Only 
Pierce Fuses have the extra-strong 
tubular bridge which assures continu- 
ally correct knife blade alignment and 
perfect lifetime clip contact. Here's 
positive, economical, electrical protec- 
tion that users want and demand! 


All Pierce quality fuses are equipped 
with the famous Balanced Lag Links. 


WRITE TODAY for this 

helpful booklet on fuses 
that positively avoid 
after blow. 


ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE RENEWABLE FUSES, INC. 























radio and electronic parts sales 

The indictment was returned against 
the group a year ago, charging that 
through their association, they con- 
spired to prevent wholesale distribu 
tors who are not members of the asso 
ciation or recognized by the defendants 
is “legitimate” wholesalers, from en 
gaging in wholesale distribution of 
radio and electronic parts in northern 
California. The defendants originally 
pleaded innocent 

Fined were the Golden Gate chapter 
of the National Electronic Distributors 
Assn., San Jose; Associated Radio Dis- 
tributors and its president, C. ¢ 
Roarke, San Francisco; Frank Quement, 
Inc., and its president, Frank J. Que 
ment, San Jose; Kaemper & Barrett 
Dealers Supply Co., and its secretary- 
treasurer, C. C. Smoot, San Francisco 
Tilton Industries, Inc., and its presi 
dent, Edward Tilton, San Francisco: 
Zack Radio Supply Co., and its presi 
dent, Victor N. Zaccariah, San Fran 
CISCO 

The association, the five companies 
and Louise N. Miller, Oakland, asso 
ciated with Miller’s Radio & Television 
Supply Co., Inc, were fined $5,000 
each. The other top company execu 


tives, $1,000 each 


Pyle Addresses 
Chattanooga Club 
CHATTANOOGA, TENN. 


Charles G. Pyle, executive director of 
the National Association of Electrical 
Distributors, spoke before the Chatta 
nooga Sales Executives Club at its reg- 
ular April luncheon meeting 

Mr. Pyle is one of the original mem 
bers of the New York Sales Executives 
Club and was general sales manager for 
Sylvania Electric Products Inc., until 
1942, when he resigned to assume his 


pre sent POSIT yn 


National Electric 
Moves Departments 
PITTSBURGH, PA.—National Elec- 


tric Products Corp. has transferred sev 
eral of its departments from the office 
in the Chamber of Commerce Building 
to the increased office facilities at its 
parent plant in Ambridge, Pa 

The departments which made the 
move, comprising some 60 people, in 
clude purchasing, traffic, service, ex- 
port « irt of accounting The 
company will continue to maintain its 
executive offices on the 13th floor of 
the Chamber of Commerce Building 
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ts 
J. E. McAuliffe 


Triangle Offers $7,500 
In Golf Tournament 
NEW BRUNSWICK, N. ] —A pri 


fessional women's golf tournament 
with a $7,500 purse, is being sponsored 
by the Triangle Conduit & Cable Co 
Inc. J. E. McAuliffe, founder and pres 
ident, has announced that the dates of 
the tournament are July 2, 3, 4, and 5 
ind that the course is the Shackamaxon 

untry Club, Westfield, N. J 

The tournament, to be known as the 
Triangle Invitational Round Robin 
Tournament, will be an annual afta 
ind is expected to attract the nation’s 
top-ranking women professionals 

The purse is one of the largest ever 
offered to women golfers. Organized 
charities will participate in the pro 
ceeds of the revenue derived from ad 


missions and the sale of programs 


H. V. Anderson Named 
V. P. of Milwaukee House 

MILWAUKEE, WIS Henry \ 
Anderson, sales manager of the Mid 
West Distributing Company, has been 
named vice president of the firm. He 
continues to be in charge of the pro 
curement and sales of electrical sup 
plies 

Leonard Sable, son of Avin Sable 
Mid-West president, supervises the 
company’s lighting fixture department 
Mid-West formerly manufactured fluc 
rescent fixtures but in this line now 


floes only distributing. 


Raybro Holds Unique 
Type Sales Meeting 
TAMPA, FLA—Raybro Electric 


Supplies, Inc., recently held a unique 
type general sales meeting at the com 
pany's lake property in this city 


The first day's meeting was con 


lucted entirely by Raybro salesmen 
J. A. Mook, Jr., advertising and sales 
promotion manager officially opened 
he proceedings followed by some re 


by M. O. Hollis, secretary 
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... the line with PLUS VALUES 


One Source for all of your require 
PLUS ments in hanging and fastening 
VALUE devices. Saves you paper work — 


can save you on freight. 


PLUS Top-Flight Quality. The newest and best in manu- 
VALUE {facturing methods and quality control give you flaw- 


less products your customers like to use 


PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification. 


Customer Demand stimulated 
PLUS with abundant promotion that 
VALUE includes advertisements like 


this 


Just one 
of Paine's 
family of 
prodncts. 


For a line 
on the full 
line write 
for catalog. 
ature and details on the Paine 


and dealers 


Name 





Company 





Address 





FULLMAN treasurer and general manager. The 
meeting was then turned over to Paul 

alr Roulstone, Tampa wiring supply sales 
anager, who in turn introduced the 


Tampa salesmen. Each salesman made 


. 
micYaiatelel p d f | a ten-minute presentation on somé¢ 
ge) UC S ‘ product handled by the company 
NUFA Fred Elwes, Jacksonville branch 
ALF manager, introduced the salesmen from 
that branch. The Miami salesmen were 


luced by W. T. Brown, branch 


oO 
gilt “es ro 

WN 1A Wael ~ ier: the Orlando salesmen by 
Ye gn | ’ J. Bryant, branch sales manager in 
SS? the absence of R. A. Conant, branch 
° ger d the St. Petersburg sales 

Fir manaver ‘ 1 the 5 4 
nf Proof men by orge Jack, branch manager 
ADJUSTABLE Adjustable ll, ybro salesmen pre 
WATERTIGHT Floor Boxes sented ilks on \ rious nanme ete 
FLOOR B ibut 1e first day of the 
pie barbecue dinner. 
LE 5 levoted to depart- 

apsustA® 


ment hea ind management presenta- 


NON 


RTERTIONT 
WATER oxes tions 


ae») : ° . P 
FLOO . Atlantic City Site 


ADJUSTABLE , Of EEI Convention 
GANG FLOOR BOXES All “Latrobe” Adjustable Water- aime Wiamer Bd Y."The 216 An 
Ve#te ated . tight Floor Boxes are completely aa Convention of the Edison I "inet 
NOZZtEs AND fire proof and comply with the Institute will be held in Atlantic City, 
FLOOR Box National Electrical Code. N. J. June 1-4. The six general sessions 
ACCESSORiEs Adjustable Boxes come in single— will be held in the ballroom of the 
round or square bodies. Also in | Atlantic City Convention Hall. Admis 
auele). JUNCTION square type Single Gang, Two sions to the bus ness sessions and social 
BOXES Gang, Three Gang and Four Gang functions will be by convention badges 
Boxes. | for the gentlemen and pins for the 
outtet® Latrobe products are easily and a, OY SEY SPSS SPN 
yuny quickly installed. 


tion 
Electric industry sales problems and 
; the wide variety of factors affecting 
INSULATOR ; them were reviewed by industry execu 
SUPPORTS ’ f ; F , | tives and business leaders at the recent 
: | 19th EEL sales conference held in Chi 
9 conou"’ | cago. President B. L. England outlined 
Lad Ar NGERS ' | the salesman's responsibilities in the 
WA electric industry today. Martin R 
| Gainsbrugh, of the National Industrial 
ARMORED | | Conference Board, s 
CABLE SUPPORTS 


poke on general 
Pipe or Conduit Hanger | economic con litions for the immediate 
CABLE cy, Convenient and dependable for ~ 
Ps hanging pipe or conduit 2”, 34”. Wesco Announces 
and |” to steel beams up to 32” New Appointments 
thick. PITTSBURGH, PA The West 


inghouse Electric Supply Company 


STAPLES 


has announced the following new ap 
"al ike pointments | 
Boston, Mass.—Benjamin H. Ballard 


is consumer products sales promotion 


FS 


manager for the New England district 
‘ He was formerly a major appliance 
N ing @ on erent ae Bo 
Pullman Manufacturing Co. a, Ne © ok ae 
cristhtijidieininatiemenepestinmneninsisididiniiaing chaise lista i area for ti stinghouse ectric 
1209-1215 JEFFERSON STREET Corp 


- Chicage I hn T. Urban ts cen 
LATROBE. PA. eosin 


tral regional manager of consumer 
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JOHN O. BELL, JR., 
manager t tine tate 
Appleton Electric Con 
Ill. His headquarter 
Tex. For the past five 
been with Appleton as < 


in the southeast Texa 





products. He was general sales manager 
of consumer products. Mr. Urban is 
responsible for all cCONnsSUMC! product 
operations in seven Wesco sales dis 
tricts covering 19 northcentral, mid 
western and southeastern states 
Newark, N. J 
is apparatus and supply sales prom 


district 


Jerome C. Benanti 


tion manager for the eastern 
His headquarters are in the local 
branch office. Mr. Benanti is respon 
sible for all apparatus and supply sales 
promotional activities in New Jersey 
and southeastern New York state 

New York, N. Y—W. H. Loeber 
a veteran sales executive, is eastern re 
gional manager of consumer products 
He has served as eastern district man 
ager of the Westinghouse Electric Cor 
poration’s electric appliance division 
Mr. Loeber is responsible for the sale 
of consumer goods in New England, 
central New York State and the Atlan 
tic seaboard states from Maine to 
Florida. He reports directly to J. F 
Myers, president of the supply firm 


NEDA Denies FTC 
Complaints On Membership 


CHICAGO, ILI Complaints in 
the blanket proceeding by the Federal 
lrade Commission against the National 
Electronic Distributors Association and 
37 selected members were served las 
month against those named respond 
ents in Chicago 

The Commission's complaint lists 
certain alleged practices of NEDA and 
its members which it claims are im 
proper and asks that an order be is 
sued requiring the persons named 
discontinue such practices 

“Although I know that the proceed 
ing is mot penal or criminal in its 
nature,” said L. B. Calamaras, NEDA 
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Fibre screw anchor 
for use with wood or 
lag screws. Only uni 
versal anchor that 
can be used in any 
material. 
Wood screw sizes 
6 to =20 
Lag Screw sizes 
g to = 


PAWLANCHORS 


Heavy duty masonry 
anchor of “confined 
lead type” for hold 
ing bolts. Made in 
one piece double 
ended cannot be 
misapplied. 
Bolt sizes '4” to {” 


aes 


Three point easy to 
sharpen masonry 
drills for hand and 
power drilling. For 
Rotary drilling use 
Raw! Carbide tipped 
drills. 


The improved ma 
chine screw anchor 
The taper permits use 
in under-sized holes 
resulting in saving of 
drill costs. 
Machine screw sizes— 
6 x 32 to xl 


RW LDRIVES 


Only expansion bolt 
combining anchor 
and bolt in one piece. 
Simple to use, easy 
to install. Drives like 
nail into drilled hole. 
Tremendous holding 
power. 
Sizes 3/16” to '4 


Rw HAMMER- SETS 


Newest type of 
heavy duty machine 
bolt anchor. Hammer 
is only tool needed 
to set it permanently 
in the masonry. 

Bolt sizes—3/16" to 


For simplicity of in 
stallation and secur 
ity of anchoring any 
fixture or utility in 
hollow walls or ceil 
ings. 








\ 


"Imitation is the sincerest 


form of flattery” 


RECOMMEND 
GENUINE 


 RAWL 
PRODUCTS 


\ for 100% customer 
| satisfaction 


© Yes—in the past few years 
you have undoubtedly been ap- 
proached with something that 
resembles Raw! Products and is 
represented as “just as good” 


However, in use among your 
customers, such products de- 
velop faults that mean real in- 
stallation headaches. That's 
mighty expensive for your cus- 
tomers—and not so good for you. 


Your customers, we know, will 
appreciate—and will order and 
reorder —the time-tested and 
service-proven genuine Rawl 
products. 


*AAWLPLUG CO. Inc. 


271 CHURCH STREET, 
NEW YORK 13,N. Y. 





anchoring 
problems? 


anchoring & fastening devices 


More and More, people with anchoring prob- 
lems are turning to ARRO — the complete line of 
anchoring and drilling devices for masonry. 
Remember, there is an ARRO product to meet 
your specific anchoring requirements. 


ARROFIUTE CARBIDE MASONRY DRILL 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 


TELAT TINT rn TOGGLE BOLT 


id 
A-C-E EXPANSION SHIELD | 
SPRING HEAD 
STEEL TOGGLE BOLT 


SH 
DOUBLE EXPANSION SHIELD a 


basse RIVETED HEAD 
TOGGLE BOLT 


O-E EXPANSION SHIELD Ocean <) 


LITTLE MAJOR TURNBUCKLE 


————=—_—_——<——) 


FOUR-POINT HAND RI 
MACHINE SCREW ANCHOR a Come 


iN THREE-POINT ORILL POINT 
STUD BOLT ANCHOR SESE) 


= FOUR-POINT DRILL POINT 


SS > 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 
7 ORILL POINT HOLDER 
MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1440 Boone Ave., Marion, Ohio 


wt. 


executive vice president, “we intend 
resist it. We believe and expect 


establish that the charges are unfouna 


to 


ed in fact and untrue and that neither 
the Association nor any of its members 
has violated the Federal Trade Com 
mission Act, as charged, or any other 
Sstatute¢ 

Mr. Calamaras said NEDA’s attor 
neys have pointed out that even if it 


{ 


could be proved the association had 
done the things with which it 1s 
charged they do not constitute viola 
tions of law, because they are not 
fair methods of competition 

It was pointed out that one of the 
charges is that the association has kepr 
certain wholesale distributors from 
membership This, said the association 
is not consistent with the aggressive 
campaign it has been carrying out for 


membership 


Pittsburgh Electric 
Names New Officers 


PITTSBURGH, PA The Pitts 
burgh Electric Supply Company, 6379 
Penn Ave., this city, has announced the 
election of new officers. Walter A 
Butler is president and William ] 
Hoge is vice president 

P. A. Demme continues as secretary 
treasurer. Pittsburgh Electric Supply 
Co., whose territory includes a three 


state area, was founded in 1921 


H. C. Feingold, K. C., 
Named To Council 
KANSAS CITY. MO—Harry ( 


Feingold, vice president and treasurer 
of the Superior Distributing Company, 
has been appéinted a member of the 
newly-formed distributor's advisory 
council of Avco Manufacturing Com 
pany s Crosley division 

The council consists of ten key dis 
tributors of the Crosley division who 
will meet in Cincinnati, Ohio, at inter 
vals to discuss various phases of tl 


appliance business 
rt 


Stag Outing For N.Y. 
Electrical Associates 


NEW YORK, N.Y The 26th an 
nual stag outing of the Electrical As 
sociates Club, Inc., will be held at the 
Westchester Country Club, Rye, N-Y., 
on Thursday, May 28. This is the fa 
mous place where the former Electrical 
& Gas Association held its notable an 
nual parties 

All of the facilities of this famous 
club, the golf course, swimming pool, 
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tennis courts, all field and horseshoe 
pitching courts will be available for 
those attending. A roast beef dinner 
will top the day's activities. Various 
contests, athletic and otherwise, will 
be the order of the day 


Graybar Names Managers 

NEW YORK, N. Y.—The Graybar 
Electric Company, Inc., has announced 
the appointment of two operating man 
agers. H. E. Hanna is operating man- 
ager of the Little Rock, Ark., branch 
H. M. Bridges is operating manager of 
the Knoxville branch 


Union Insulating Co., 
Opens Chicago Office 


PARKERSBURG, W. VA The 
Union Insulating Company has opened 
an office and warehouse located at 230 
West Huron St., Chicago, Ill 

Thomas E. Graham, sales manager, 
has announced that R. L. Wildauer, Jr., 
with The Arrow-Hart & Hegeman 
Electric Company for 18 years, will be 
Union's Chicago district sales manager 
C. Doyle Heinselman, 13 years in the 
home office, was named sales represent- 
ative in the Chicago territory. He will 
serve under Mr. Wildauer 


PEOPLE IN THE NEWS 


F. M. Sloan succeeds Ralph Stuart 
as manager of the Westinghouse Elec 


tric Corporation's lamp division. His 
headquarters are in Bloomfield, N. J 


John W. McCaughan of Spokanc 
Wash., is manager of the box and fit 
tings sales department of National Ele 
tric Products Corp., Pittsburgh, Pa. Mr 
McCaughan, who will have his head 
quarters at National Electrics offices 
in Pittsburgh, joined the firm in 1950 
In 1946 he was with the Westinghous« 
Electric Supply Company, Seattle, as 
head of the quotations department 
From 1948 untul joining National 
Electric, he was with the General Cable 
Corp. 


William R. Brownlow is district 
manager of the northern New England 
area of Landers, Frary & Clark's hard 
ware and vacuum goods division. He 
succeeds C. B. Myers who has joined 
the Corning Glass Company 


Irving J. Mack, vice president of 
the Elastic Stop Nut Corporation of 


America in charge of the AGA divi- 


May, 1953—ELECTRICAL WHOLESALING 


AUTOMATIC © PORTABLE 
DISPLAY LIGHTING 


Everytime you change your displays change 
your lights in a jiffy. Tork Timespots simply 
plug in — stand or hang. 


Spot temporary displays and island show 
cases out of reach of permanent lighting 
fixtures. 


Each Tork unit has an extra 
outlet for additional hook-ups 
ail from the same outlet. 


SIMPLY 
PLUG IN 


No installation cost 


—s. 


WHY 


a built-in timer? 





Keep windows aglow after closing 
hours. The built-in timer turns on 
and off daily. Simple to set — with 
out tools. 


Accent Lighting produces 
sales. So easy to arrange. 
Saves time and labor. 


Keep display windows 
working more hours 
per day. 


TORK 
display lights 


Increase sales potential of 

windows and showcases by 

. focusing more attention on 

a = more merchandise more 
NOW hours per day. 


Tork Clock Co. (Dept. E) Mt. Vernon, N. Y. 


Please send literature and prices on 
your complete line of Tork Timelights 


Name 
Address 


My dealer is 


TORK CLOCK CO., Mt. Vernon, N.Y. 


ad 
is 
running 


Department 
Store 
Economist 
and 


elsewhere 
s 


Are 
you 
ready 
to 


Deliver 


! 





sion at 1027 Newark Ave., Elizabeth, 
N. J., was elected to Buchanan Elec 
trical Products Corporation’s board of 
directors. Reelected to the board were 
W. F. McGuiness, chairman; S. N. 
Buchanan; L. M. Merrill; J. R. 
Munn; A. G. Prangley; and R. Suss- 


man. There were no changes in the 


executive offices of the corporation, 
which include: A. G. Prangley, presi- 
dent; J. E. Lightner, secretary; and 
G. J. Oberst, treasurer 


Edward J. Riley is on special duty 
assignment with the General Electric 
Company major appliance division's 
distribution research section. J. Wat- 
son Dunbar and Carl L. Bixby, Jr., 
have been appointed merchandising 
manager and sales training manager, 
respectively, for the sales education 
programs and materials section for the 
major appliance division 


George F. Sleight is sales manager 
of Trade-Wind Motorfans, Inc., Los 
Angeles. The position was recently left 
vacant by the death of Harold Thor- 
rell. Mr. Sleight joined the company’s 
sales department in 1946. A year ago 
he was named Southern California sales 
manager 


6 SIZES 
"14-500 MCM 


6 SIZES 


Mechanically 
U/L Tested 


CINCINNATI 


27, ono 


Henry F. Argento is vice president 
and general manager of Raytheon 
Television and Radio Corp., Chicago. 


Charles E. Balz is sales manager of 
Burgess Battery Co., United States bat- 
tery division. He has been assistant 
sales manager for the past two years. 
t 

C. A. Badeau, chief engineer of 
The Thomas & Betts Co., has been 
appointed to the codes and standards 
committee of the National Electrical 
Manufacturers Association 


John P. C. Ludlow is eastern re- 
gional sales manager, electric house- 
wares division of the John Oster 
Manufacturing Co 


Edward R. Taylor, Motorola, Inc., 
vice president and assistant to the presi- 
dent, was elected to the 1953 Brand 
Names Foundation board of directors 
at the annual meeting held in the 
Waldorf-Astoria Hotel, New York 
City 


Ogden H. MacGillivray is eastern 
district manager for the Westinghouse 
Electric appliance division. His terri- 
tory includes all New England, New 
York and parts of New Jersey and 
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established Cleveland district, with 
headquarters in Columbus, Ohio 


Fred M. Pyle is director of sales 
and product development of Metal 
craft Products Co., Inc., Philadelphia, 
Pa 


Paul Feeger has been assigned to 
the Albuquerque industrial sales engi- 
neering staff of Minneapolis-Honey- 
well Regulator Company. Feeger, who 
transferred from the Denver otfice, 
specializes in the sales and service of 
products of the firm's industrial and 


valve divisions 


John R. Howell and Robert T. 

Dudley have been appointed regional 

sales managers for Sterling Electric 

Motors, Inc. Mr. Howell will serve as 

sales manager for the western part of 

sia + the United States and will operate from 

hh pintiprcimen gi 2. fas AES % i Sterling's headquarters plant at 5401 

Telegraph Rd., Los Angeles, Calif. Mr 

Dudley will serve as sales manager for 

the eastern areas and will maintain an 

office at 6842 Ridgeland Ave., Chicago 

. —— . Both men will function as direct assist 

| ants to Alan J. Bronold, vice presi 

dent of sales. Kenneth J. (Jack) 

| Plants has been appointed district 
Pennsylvania. He succeeds W. H. 
Loeber who is now with the West- 
inghouse Electric Supply Company 
Mr. Loeber is eastern regional manager, 

consumer products 


F. S. Cornell is executive assistant 
to the president of the A. O. Smith 
Corp., Milwaukee. He continues as 
manager of the Permaglas-Heating di 
vision at Kankakee, III. : 
Mech Rugged 

Louis M. Snyder has been ap- ~ U/L Tested 
pointed director of sales training for 
the Whirlpool Corporation. 


Charles W. Reinhart is advertising 
manager for fluorescent fixtures of the 
lighting division of Sylvania Electric 
Products Inc. His headquarters are at 
the executive offices in New York City 


J. E. Kerby, for the past two years 2 6 SIZES 
14-1000 MCM 


manager of Trumbull Electric’s south- 
west district, has been named manager 
of the newly created west central dis- 
trict, with headquarters in Kansas City. 
A. P. McGraw has been named man- 
ager of the southwest district with of- + oF wn om? ~/ , — - ' 
fices in Houston, Tex. J. E. Van Effen, | § COPPER TUBE AND PRODUCTS, INC. 
recently returned from the Air Force, | 5746 MARIEMONT AVE. © CINCINNATI 27, OHIO 
has been named manager of the newly 
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TO 
SERVE 
YOUR 

CUSTOMERS 
BETTER 





Sold Exclusively through 
Electrical Wholesalers 


/CODE CALL 


for instant 
communication 


- personnel in any organization leave 
their desks frequently to keep things moving 
company. But 
group must be 


in other departments of the 
each member of the within 


reach at all times since they constitute the 
chief a 


The Wheelock Code Call makes it possible for the telephone operator to locate someone by 


players” of the management team. 


fac tory, or 


Thus, 


merely pressing a button which controls a network of signals throughout plant, 
offices. When the employee hears the signal he or she responds via the nearest phone. 
instant contact is established and valuable “searching” time is saved. 


bells and 


The Wheelock Code Call is easy to install and various combinations of chimes, 


SOLD THROUGH Uaoch. IGNA IL 


ELECTRICAL 
WHOLESALERS Be eee Pe sone ox 


horns are available. 


Write for Bulletin B4a—5 


| ager of Goodyear 


| eastern Pennsylvania and New 


| territory 


JOHN C. ELLIS is vice president of 
The Arrow-Hart G Hegeman Electric 
Co., Hartford, Conn. Mr. Ellis joined 
the company in 1945 after serving as 
an 8th Air Force pilot with the rank 
of captain. After a factory training 
course he was transferred in the New 
York sales organization. In 1949 he 
became manager of the industrial con- 
trol division. In March of 1952 Mr. 
Ellis was second vice presi- 
dent in charge of industrial control 


appointed 


sales 





manager for the New York office with 
headquarters at 385 Gerard Ave., New 
York 51, N. Y. He has been sales man- 
Rubber Sundries, 
New York district manager for Rey- 
nolds Metals and for the Firestone Tire 
and Rubber Company's plastics divi- 


| sion 


Clarence K. Bagg is appointed to 


| director for Waring Products Corpora- 
|; tion, 


Gaylord F. Wirth is appointed to 
the position of district manager for 
Jersey 


for The F. E. Myers & Bro. Co., Ash- 


land, Ohio 


J. T. Dalton is regional sales man- 
ager of the Zenith Radio Corp His 
includes Los Angeles, San 
Diego, Phoenix and El Paso 


William B. Bisker is advertising 


| and sales promotion manager for the 
| General Cable Corp. Previously he was 


manager for Lever 
Brothers. Before that he was with the 


DuPont Co.., 
] 


aa 


sales promotion 
in its plastics division 
vertising and sales promotion unit 
Donald 
er for the television transmitter 
Allen B. Du Mont Labora- 


A. Stewart is distribution 
manag 
division of 
tories, Inc. 


Joseph J. Lengyel is manager of 
marketing for General Electric's con- 


struction materials division. He suc- 
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ceeds Arville W. Gilmore, who has 
been given the post of assistant general 


manager of the division’s wiring de- 
vice department. Mr. Lengyel’s head 
quarters are at 1285 Boston Ave., 


Bridgeport, Conn 


Harry Silverstein was elected pres- the Hi f 

ident of the Vaco Products Co., Chi- ome 0 oe @ ®@ 
cago, to fill the vacancy caused by the 
death of C. D. Pettingell, co-founder 
of the company. Alvin E. Shugarman, 
former vice-president, was named exec- 
utive vice president. James T. Pet- 
tingell was elected vice president. 


























MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 





Tomic Sales and Engineering Co., | = 
Detroit, Mich., announces the appoint- 
ment of three new representatives and 





the territories they will cover: C. D 


mel eap cng ting Prvghege sate Welcomes Members of 


Colo., Colorado, New Mexico, eastern | 
N. A. E. D. 


Wyoming and eastern Montana; G. H. 
to the 45th Annual Convention 


Luedeking, 2150A No. 83rd St., Wau- 


watosa 13, Wis., southern Wisconsin; 
and Leonard M. Slusser, 318 Dooly 
Block., Salt Lake City, Utah, northeast 
Nevada, southern Idaho, western Wy- 

See Mr. JiZ¥ at Conference Booth 143. 
You'll get full particulars on how 
you can profit from these nationally 
edvertised products. 


oming and Utah. 
@ Bar Hangers e@ Adjustable Hole @ Service Insulators 











| 
| 


Si y, 





Accurate Mfg. Co., Garfield, N. J.,| 
has appointed Brazill Beothers as its | 
representatives in the New York| 
Metropolitan area, exclusive of New| 
Jersey. Brazill Brothers’ new office and | 
warehouse is located at 602 W. 28th} 
St., New York City. 


| 
| 
| 


Viking Air Conditioning Corp., 
Cleveland, Ohio, announces the ap- | 
pointment of Miles, Nagel and King | 
of Chicago as sales representatives © Gen Sempaste _ o eins titi 
They will specialize in the promotion 
and sales of the company’s new model 
window and attic fans as well as the 


@ Snap-in Blanks @ Solder Dippers @ Secondary Racks 

e Fish Tape @ Conduit Benders © Standard Porcelain 
34 ton room airconditioner. The terri 
tory covered includes Illinois, Indiana, 
Michigan, Minnesota, North Dakota 
and South Dakota. 


@ Box Covers © Pipe Straps © Outlet Protectors 
e Saw Attachments @ Staples @ Snap Connectors 


@ Boring Attachments e Cable Nails ® Detectalarms 


Buchanan Electrical Products Corp., 
Hillside, N. J., announces the estab- 
lishment of a sales representative's of 
fice in Fort Worth, Tex., in charge of 
J. E. (Bill) Morton. He will be ass« 
ciated with Walter Clinton of Houston | 
and Hartwell Jalonick of Dallas, who 
have been handling the Buchanan line 


in Texas, Oklahoma, Arkansas, Louisi 


ana, Mississippi and western Tennes 


SAVES WME - Pree AND MONEY 


7 ClydeWint aman 


18TH STREET - CHICAGO 8. ILL 


SRESSHSSHSHSSHSHSSSSSSSSSSHESSESESSOSSHSOESHSSEHESESSEOSSESESESE 
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see. Mr. Merton was for several years 
associated with the Cummins Supply 
Company of Fort Worth and Abilene 
in warehouse and counter sales and 
more recently as quotation and esti- 
mate clerk 


C. D. Wood Electric Co., Inc., 


iy “ Brooklyn, N. Y., has appointed the 
Shumway-Fresen Company, Chicago, as 
3 its representative. Robert C. Fresen and 


Floyd M. Shumway have been associ- 


UNITS ARE RIGHT ated with the General Electric Com- 


¢ Good Service pany 
* Good Profits Electro Silv-A-King Corp., Chicago, 


zaon «2800-2801 Ill, announces the appointment of 
. , <a Torkell and Dohogne as sales repre- 
herproef ° aporproef Units , 
be sentatives for their line of fluorescent 
on and incandescent fixtures in west Ten- 
$200 , 


nessee, Arkansas and Mississippi. Mr 
. Dohogne is a member of the Illuminat- 
Industrial Plants ete Farms “nine Visit our Booth No. 173 ing Engineering Society. Mr. Torkell 
Rural Electrification at the 45th Annual Con- was formerly with the General Electric 
The Jackson line affords the wholesaler a de vention of the National Supply Company 
pendable source for prompt service, good qual . . * : ; 
ity, and excellent returns. Jackson is a geod, Association of Electrical Marcus Transformer Co., Inc., has 
best-selling line—chech inte ie soles epper- Distributors—May 24-29. ippointed Walter Zimmerman as its 
tunities today . ‘ ‘ ‘ pie 4 - 
Conrad Hilton Hotel representative with headquarters in 


Manufacturers of Reflectors, Yardlights, . . : : 
Vaporproof Units, Weatherproof Sockets Chicago cs * Wichita, Kan. Mr. Zimmerman will 


















































handle sales of dry-type transformers 


cold only thea MOU i Nebraska, Kansas and western 


Distributors 900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS Montana 
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SWITCH 
AND 
WALL PLATES 


Industry's No. 1 Quality Plates 
at competitive prices 


—with the new HEXACON 
Our MAIN business is making Switch and HONER is headquarters for satisfaction and 


Wall Plates which are packed in individual economy—HONER Switch and Wall Plates | FE 
envelopes with screws. Chrome plates are are made of Steel—HONER is a complete | 
protected with paper until installed line—Buy from this reliable source 


HONER MFG. CO. 115 S. CLINTON ST., CHICAGO 7, ILL. ' : eas . 
EI ‘ , WEIGHT—5'/, OUNCES (LESS CORD); 
(Electric Diy. of Honer-Norton) RAndolph 6-7662 WATTS—40 OR 60; TIP DIA.—BOTH '” AND 


V4” TIPS FURNISHED; PRICE — $575 


So light its weight is hardly noticeable 
but more powerful than its wattage rat- 
ing indicates. Hatchet design makes it 
more comfortable and practical to use 
than a soldering pencil. No transformer 
required. Write for complete catalog. 
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@ Write for catalog showing complete SSS ee 
Wall and Switch line. 


HEXACON ELECTRIC CO. 
146 WEST CLAY AVE., ROSELLE PARK, N.J. 
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OBITUARIES 


Oscar C. Schmitt 


Oscar ¢ 
Emerson Electric Manufacturing Com 
pany, collapsed at work and died on 
April 21. He was 58 years of age. Mr. 
Schmitt had returned to his desk about 
after 
Death was 


Schmitt, president of the 


three weeks previous suffering 


from 
caused by coronary thrombosis 


virus pneumonia 

He became president of Emerson in 
1945 succeeding W. Stuart Symington, 
now a Democratic Senator from Mis 
souri, when Mr 


Washington as chairman of the Sur 


Symington went to 


plus Property Board. 
Mr. Schmitt, who had been with the 
trom office 


concern for 42 years, rose 


boy to become president 


V. C. Bruce Wetmore 


V. C. Bruce Wetmore, co-founder of 
the Wetmore-Savage Company, Bos 
ton, Mass., and for many years a lead 


ing figure in the electrical wholesaling 


, 


HIEL 


Engineered to take punishment 


. WON'T BEND OR SQUASH 
WON'T SPLIT HARDEST WOOD 


Corfractors want these strong. rugged 
flat-top THIEL Staples because they 
ave worry and waste in time and ma 
teTial-—they jon't have to baby 

hem. THIEL Basy-Drive- Staples go in 


Easy-Drive 


STAPLES 


(Pat. #2632356) 


straight and true and are the greatest 
improvement in staples for cable work 

metal lic and non-metalli ir 2 

ea Send for FRE? ample a 

trial will convince anyone 

EASY-DRIVE “NAIL IT" and THIEL 
STRAPS are another must for elec- 


THIEL 
“EASY-ON 
trical men 


@ Sold by Leading Electrical Wholesalers — 
write for information on open territories. 


HIEL ei 


ENGINEERING 
COMPANY 
1417 North Market Street, St 


Louis 6, Missouri 
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eR. 
BETTER SEEING TOOLS FOR INDUSTRY 


Directs Light 

Exactly where Needed 
as Easily as Pointing 
Your Finger 


NoOTe O:rreetrce 
Berowe GArtteR 
COMPRESSING 


Hace Size 


Fig. 1 Fig. 2 


Rugged Construction 


handling 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


MODEL 3267-H-174 
Overall length 32% 
Three instantly adjust- 
able joints. Flat oblong 
base for machine screw 
mounting. 

EACH in pkg. of 6 
Single Units $7.65 ea. 


” 


$6.1 


withstands vibration and rough 


Instantly Adjustable with flexible ball and socket joints 


Baked Enamel Finish 


Exterior, Smooth Gray—Reflector 


Interior, high temperature Whit 


Reflector accommodates 100 watt or any 


A-19 or A-21 


medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 


WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use 


THE FOSTORIA PRESSED 
STEEL CORPORATION 


FOSTORIA, OHIO 
Localites ore ovailable through electrical 


wholesalers everywhere 


WATERTIGHT 


CONNECTORS 


give you real protection 
where you need it 


An engineered product — 
the M&W Standard Water- 
tight Service Entrance Cable 
Connector. All sizes avail- 


able for %", 


1” or 1 Y,” 


Hubs or Sockets 


Featuring Long - Life 
Neoprene bushing 


@ Longer-lasting watertight cable service is 
assured with M&W, the easy-to-use connectors with the tapered bushing. 
They hug the cable, form a positive watertight joint that gives depend- 
able, trouble-free service. Note the rugged castings, clean-cut threads, 
simple two-screw compression flange. A real time-saver, used by leading 
contractors. Write for Catalog No. 53 today 


Non-Watertight Connectors 
Kits — Service Entrance Caps, Straps and Sill Plates 


Service Entrance 
8x and 


— Ground Clamps 


Romex Connectors 


beinlg lings 


The M. & W. ELECTRIC MFG. CO., Inc. 


ee 


PALESTINE, OHIO 



















































































to sell 
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- Standard 
Receptacle - No. 100 
th Plaster E 

















Duplex 
T Slot w! 





With Plaster [) 
Ears 
No. 100P 





@ Listed by Underwriters’ Labs. 
CSA App. No. 8141 
Individually boxed. 
Inc. 5@‘’ steel screws supplied for Sse 
by Und installation. 


eee 
isted 
pond REA on w-R-151-8- gs 10 amp. 250V., 15 amp. 
ecs. t ° 
e Meets ag screws backed ov @ Brown and Ivory 
e Four wing wires. a 
for attach! including “® Do you have our complete catalog? 


sie xed . 
individually preg stallation. Send for a copy today! 
stee! § 


erwriters: Lab., 





crews FoF 150 V., 15 amp: 
A. H. MASSEY, INC. 














amp 
300 Longbrook Ave., Stratford, Conn 























oe and Multi-Gang Wall Plates and oe0 
lectric Wiring Devices Since 1936 eee 




















SQyS... 


“INSTALL IT and 
FORGET IT!” 


TROUBLE-FREE - 
MAINTENANCE-FReEE 


a 


_ Adjustable RAB VR300F 


Exclusive RAB VR300X ony #HBCS LIST 


Feature Rab Floodlights for the biggest lighting sales- 
features in the field... with profits to match! 


CHECK THESE EXCLUSIVE RAB FEATURES: 


¢ Heat-resisting, screw type, vaporproof front lenses « 
perfectly adaptable to any conduit system « junction box 
may be hung pendant or ceiling-mounted on X-type fitting 
* plugs are provided for the unused %2” IPS threaded 
opening » take PAR 38 or R40 Flood Lamps « needs no porcelain 
enameled reflectors—no maintenance 
WRITE TODAY FOR CATALOG SHEETS AND PRICES 


ELECTRIC MANUFACTURING COMPANY 
113 E. 138th STREET, NEW YORK 51 


industry, died on April 11th He was 


| 76 years of age 


After Wetmore-Savage was sold to 


| the Westinghouse Electric Supply 
| Company Mr. Wetmore continued as 


New England manager. He retired a 


| few years ago 


V. C. Bruce Wetmore was born De- 
cember 20, 1875 at Gagetown, New 
Brunswick. He left school at the age 
of 12 and traveled around the country 


| doing odd jobs. In 1890 Mr. Wetmore 


came to Boston and ten years later 
went to work with the Stuart-Howland 
Company, long since out of business, 
as a purchasing agent. Later he became 
sales manager 

On April 16, 1906 he formed a 
partnership with the late Hanson M. 
Savage on a borrowed $1,000 The first 
vear the Wetmore-Savage Company 
made a profit of over $22,000. In 1914 
Mr. Wetmore was one of the organ- 
izers of the Massachusetts Trust Com- 
pany. In 1917 he reorganized the 
Collyer Insulated Wire Company and 
later became a director 

In his younger years Mr. Wetmore 
was active in many sports including 
trotting and boating. As of late he was 
widely known for his financial interests 
in baseball, racing and other sporting 


|} activities 








bG4i3 7 
Wire Pulling Lubricant 
Only Y-ER EAS has all these features 


Creamy, non-corrosive lu- P 
Write ter bricant. Never greasy or 
descriptive messy. 
booklet Prevents sticking or set- 
ting. Specially helpful on 
saddles and turns. 
Does not run back on 
cables. 
Never harmful to hands 
or clothing. 
Permanently non-harmful 
to cables or conduit. 





improved Y-ER EAS tested and approved by the 
Underwriters’ Laboratories, inc 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 
—— ~ 


{= |/ELECTRO COMPOUND CO. 


——_j 3810 W. 150th St., Cleveland 11, Ohio 
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TRILL ge 


CAMDEN, N.J.—F. Robin Adair, one: 


} 


aistric engineer, W estinghouse Elec 


) 
tric Corporation, Philadelphia, spoke - | : es _ 
on the “Past, Present, and Future of i | m F ' SPA ~ 


Lamps and Lighting,” at a recent din- 





; v 
ner of the Electrical League of South | poe = ABINETS 
Jersey. Demonstration equipment was MEDICINE C 


used to illustrate the speaker's subject 





CHICAGO—Two electrical modern- e EXTRA CAPACI 
ization conferences and a luncheon & NO EXTRA COST 


meeting of the supply-apparatus-con 


struction group of Electric Association DOUBLE CAPACITY of ORDINARY CABINETS 


membership were scheduled in con- 


junction with the Chicago Electrical Available in both Fluorescent 
Industry Show, held May 11 through | Lighted and Unlighted 


14. The show was sponsored by the 


association in cooperation with the ALL CHROME Cabinet Front 
Electrical Maintenance Engineers at the GLASS MIRROR Beveled and Engraved 


Conrad Hilton Hotel. ; 
Speakers for the conference were: | LIGHTED Models Underwriter Approved . . . 
; Ready for installation complete with lamps. 
Oliver F. Burnett, Jr., Kelso-Burnett 


Electric Co.; Harold Bunte, Common- 


wealth Edison Coé.; Richard M. Ryan, WRITE THE 


G al El Co 
“What the Electric Association does OHIO WINDOW G LASS co. 


for Your Business and Mine,” was the 4045 ST. CLAIR AVE. « CLEVELAND 14, OHIO 


Expansion requires representation in some territories. 











GEES = 
MINERALLAC 


BEAM Easy on the eyes! 
cLAMPS|'| @ 





MOUNTING o z 
HANGERS 





“GREAT NORTHERNS 
NEW L°-BRITE 





Lo-Brite fixtures give you glare-free We Quality illumination 
illumination for highest comfort and _ High efficiency 
efficiency. Easy to maintain and install. 3. Excellent distribution 
Mounts Minerallac hangers No. 0 to No. 6 on I-Beams All metal construction. No glass, or 4. Rugged construction 
safely without necessity of drilling holus. Mode of plastic louvers to break or clean. Ideal 5. L bright 
heavy gauge zinc plated steel with deep drawn for schools, institutions, libraries and ow brightness 
ribs to give needed strength, these durable, light offices. 6. Instant start 
weight beam clamps have %-20 tapped holes— 7. Reduced maintenance 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. Get Great Northerns complete full 


Order From Your Electrical Wholesaler line catalog of fluorescent and Created and produced by 
SEND FOR LITERATURE Mercury Vapor luminaires — Out 
door fluorescent Post and Wall 
MINERALLAC ELECTRIC COMPANY lights — Show Case lights 


25 North Peoria St. Chicago 7, lil. Lighted Bathroom cabinets and Manufacturing Corfe. 
many others 
MINERALLAC era aan tea 
May we send you this P 


19. <1 HARRISON ST © CHICAG( 
Full Line Catalog? 
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the Emblem of | hialily Mice lE75 


here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 

systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements. 


Consult your electrical wholesaler for 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 
fee) bielaisy Sitem bd 


SPERTT FARADAY INC. sorsan, mic. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 


KEEP YOUR EYE ON BUCHANAN 


The Fastest Growing Name 
in the Electrical Field 


Better Products! Better Packaging! 
and a Better, Distributér Policy! 


BUCHANAN 


ve Ida d J» 


Hillside, New Jersey 





subject for discussion at the luncheon. 
It was lead by Ralph Cameron, Hot- 
point Co; H. ¢ Moses, Jr., The 
Thomas & Betts Co., Inc., and C. C. 
Simpson 
John Mcé 


association, pre sided 


Price, president of the 





To help build sales for room air 
conditioners (window type and cen- 
tral units) and for dehumidifiers, the 
Electric Association 1s sponsoring an 
Air Conditioning Show in the Edison 
Building, 140 S. Dearborn St., from 
April 20 to July 17 
stalled during the week of April 20, 


Displays were in- 


though the show did not open officially 
until April ; 
tion period is from the opening date 
to May 29. Displays will continue 


7 


The intensive promo- 


through July 17 


CINCINNATI Joseph I Nagle, 
Wash Machine Parts and Sales Com- 
pany, St. Louis, Mo., has been elected 
to the presidency of the Appliance 
Parts Jobbers Association, Inc., a Na- 
tional Trade Association. The man- 
aging director is Charles S. Skiff of 


Cincinnati 


DALLAS 


fessor of electrical engineering at Cor- 


Everett M. Strong, pro- 


nell University and president of the 


ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 














ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, MASS. 
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test rack 
was built in only 


this one took 
THREE WEEKS 








PLUGMOLD 2000 
SAVED 13 Working Days! 


es a 
=e as 
At The E. Ingraham Company 
— world famous clock manufac- 
turers of Bristol, Conn. — PLUG. 
MOLD 2000 has proved again 
that it is EASIER, FASTER, 
CHEAPER to install. Using Plug- 
mold — two men built this timer 
test rack in 2 DAYS. It formerly 
took two men 3 WEEKS to build 
the same rack using old type con- 
struction with ordinary wiring. 











Wiremold’s famous Plugmold 
2000 gives you SURFACE 
mounted raceways — no drilling 
and cutting for outlet boxes! 
Saves time, effort, money! 


Write today for the full Plugmold 
story and the new Plugmold 2000 
book! 


Wy f=. fa) (an if =~) 
WIiReEMoOLD 
Makers of 
PLUGMOLD - multi-outlet systems 
WIREMOLD- electrical raceways 

PANCAKE -overfloor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 
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Illuminating Engineering Society was 
a recent guest speaker of The Dallas 
Electric Club. J. E. Bennett, General 
Electric Supply Company, arranged 


the program 


KANSAS CITY, MO.—The Electric 


Association of Kansas City makes the 
Charles | 
Arehart is attendance committee chair 
man for 1953. M. A. Paulin and E. | 
Karl Koerper 1s 
chairman of the civic aftairs committee 
with G. E. Messer and C. G. Roush 
Sam Pollock continues as chairman of 
Robert 
Janda also stays on as chairman of the 


publications committee Ben Rockey 


following announcements 


Schott assist him 


the insurance committee 


is assistant chairman. R. A. Graves is 
chairman of the underwriting com 

Special events is headed by 
Hartenbower. Yale Witschner 


mittee 
E. K. 
has been selected as chairman of the 
membership committee and also as 
chairman of the publicity and public 


relations committee 





Paul M. Geary, executive vice presi 
dent of the NECA, spoke at the April 
association luncheon. His subject was 
The Electrical Industry Needs Busi 


ness Promotion 


MILWAUKEE The Electrical 
League of Milwaukee has announced 
the names of its officers, directors and 
members of the standing committees 
for 1953 J. A. Holden, Westing 
house Electric president; 
G. D. Lappin, Lappin Electric Co., 


Corp., 1S 
vice-president, I. L. Iling, Wisconsin 
Electric Power Co., secretary; and T. H 
Desmond, treasurer 

Wholesalers on the board of di 
rectors are G. D. Lappin and James 
Pros, General Electric Supply Co 

James Pros and W. D. Baker, 
Greusel Distributing Company are 
wholesalers on the program commit 
tee. James Johnson, Boggis- Johnson 
Electric Company, is on the member- 
ship committee. 

Wholesalers on the entertainment 
committee are: James Foltz, Westing 
house Electric Supply Company; Frank 
Com 
pany; and Ted Markworth, General 
Supply Co H. E. Toll, 
Supply Com 


whole 


Price, Boggis-Johnson Electric 
Electric 
Westinghouse 
pany, and G. D 


Electric 
Lappin are 
salers on the adequate wiring com 


mittee 


NEW ORLEANS 
Wholesalers - Utilities 


A night honoring 


Manufacturers 


CHEAPER 


10 
INSTALL 


PLUGMOLD 
2000 SNAPICOIL 


by WiremorD 


« ¢! 
For the first time, ONE 
raceway that’s designed 
to take all 3 wiring serv- 
ices — NEMA grounded, 


Ss 


2-wire Duplex “hot”, and 
3-wire Duplex  recepta- 
cles, one side switched, 
one side “hot”... cheup- 
er, because only 1 race- 
way needs to be taken to 
the job! 


a > 


. cheaper, too, because 
the pre-wired Snapicoil 
receptacles are readily in- 
termixed or replaced by 
the skilled electrician . 
cheaper because cutting 
and fitting are reduced to 
a minimum. 


Write today for the new, free 
Plugmold 2000 book! 





PLUGMOLD 2000 
WIREMOLD’S Zee 


multi-outlet system 





THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





= 


A COMPLETE LINE OF 
INDUSTRIAL - COMMERCIAL 


— hh 


VERSATILE 


CIRCULATOR 
Sizes: 10” to 24” 


PEDESTAL 
CIRCULATOR 
Sizes: 18” to 30” 


PORTABLE 


BLOWER 
Sizes: 30” to 48” 


&s ri WALL 
E AUTOMATIC as EXHAUST FAN 
WEATHERPROOF aa! Sizes: 10” to 48” 


WALL SHUTTER 
Sizes: 10x10” to 
54°54" 


F OUTSIDE CABINET 
WALL FAN WITH 
AUTOMATIC SHUTTER 
Sizes: 24” to 48” 








ALSO: 


® Window Fans 
® Attic Fans 

® Fan Shutters 
© Time Switches 
® Motors, etc. 


“et iF IT’S A FAN: YOU NAME IT, WE MAKE IT —OR WILL! 


Call or Write for Specifications and Prices 


PHIL RICH FAN MANUFACTURING CO. Inc. 


2900 CAROLINE ST. * HOUSTON, TEXAS « FA-9181 


FEDERAL 
ENTERPRISES 


oldest and largest 


signal manufacturer 


Invites 
those attending 
the 45th 


annual convention of the 


NAED 
to 
VISIT 


the Federal Plant 
8700 S. State St., Chicago 











and see the finest in 


SIRENS 


For industrial 
and municipal 
applications 


FEDERAL 
ENTERPRISES, Inc. 








8727 S. State St., Chicago 19, Ill. 
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was held in April. Chairman for the 
aftair was A. B. Paterson, Jr. 


SALT LAKE CITY—"Economic 
Changes in the Salt Lake Area,” was 
the subject of Dr. Elroy Nelson's talk 
before the Intermountain Electrical 
Association meeting held on April 20 
Dr. Nelson, director, bureau of busi- 
ness research, University of Utah, gave 
facts and figures concerning what 
changes in this area businessmen 
should know. Lennox Murdock was 
chairman of the program committee 


TRENTON—Fred M. Linda, Jr. is 
president of the Central Jersey Elec- 
trical League. Other officers are: J. H. 
Madden, Tab Electric Supply Com- 
pany, first vice-president; R. A. Flan- 
agan, Peifer Electric Co., 
and E. P. Secrest, of S. & M. Electric 
Motor Repairs, treasurer 


se cretary, 


Members of the executive commit 
tee are: C. E. Meluney, John A 
Roebling’s Sons Co.; L. W 
Public Service Electric & Gas Co.; 


Samuel, 


Mr. Secrest, George Cohen, Morris 
Levine, Trenton Lighting Studios; 
Francis J. Wolf, Wolf's Radio & Tele 
vision Co.; B. A. Segerstrom, John A 
Roebling’s Sons Co.; Joseph Gavenda, 


Tab Electric Supply Co. B. S. Van 
Meter, National Board of Fire Under- 
WIiters. 

Representatives to the New Jersey 
Council of Electrical Leagues include 
Chris P. Hansen, Peifer Electric Co 
Messrs. Linda, Flanagan and Madden 

he Electrical League serves Mercer 
county and surrounding areas in the 
Delaware Valley The new officers 
will be installed at the league's annual 


outing which will be held in June 


WASHINGTON, D.C.—The Elec 
tric Institute of Washington's 1953 
electric range campaign ran from April 
13 through May 9. The Potomac Elec 
tric Power Co. awarded cash prizes for 
every range sold by a retail salesman 
This year the campaign included an 
unusual amount of city-wide publicity 
a free cook book, window and interior 
promotion of electric ranges plus the 
special incentive for the dealer sales 
men 

A new, advanced sales training 
course is now being conducted by The 
Electric Institute of Washington. The 
course, consisting of 5 practical sessions 
opened on April 22 and continues 
through May 20. Ferd Nauheim, a 


sales and direct mail consultant, ts 


conducting the sessions. 


PRECISION y 


pole 


i Base 
i voy Air Force 
" Revit =. South — 
ai Energy Plo 
7 


Paducoh. ‘ea Energ 


y Commissio® 
oe The Atom 


Corp 
diane , 
“imistration Hosp't 


arsenol Project 


Ala 
steel CorP- 


v ilinors 


Chicog?- 


660 W. Grand Avenue . 


the companies 


st OF RECENT 


i TRANSFORMERS 


we keep selling!” 


TIONS 


INSTALLA 


ley Plant 
« The New Cretione 
Coil Co 
linots 
rk, | wilders Co. 
{Minos 
Power Co 
michigo" Chemical Co. 


de . Carbon 


PRECISION TRANSFORMER CORP. 


Chicago 10, Ill. 


+ S€eley 8-2740 


SEE US AT THE N.A.E.D. CONVENTION—CONRAD HILTON HOTEL 
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These CLIFTON a, 
Products are in 
STRONG DEMAND... 
LONG SUPPLY 


Clifton Armored Cable 


“Cliftx" Non-metallic 
Sheathed Cable 


Clifton Flexible 
Steel Conduit 


The reputation for outstanding 
quality which CLIFTON products 
have long enjoyed among elec- 
trical contractors assures an ac- 
tive and continuing demand— 
and the supply of these CLIF- 
TON wiring products is ample 
enough to permit us to guaran 
tee immediate shipment of all 
orders. 


OTHER CLIFTON PRODUCTS in.- 
clude CLIFTON E.M.T., Rigid 
Conduit, and Pierceway Plastic 
Duct Wiring Systems. 


WE MAKE NO BONES 
ABOUT IT. x 


CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


Seed, 


CONDUIT CO., Inc. 


General Offices 


75 Montgomery St 
Jersey City 2, N. J 


Factory: Baltimore, Md 








Chetf Adjustment ic 


O/facter 


with Equipto 
lron-Grip Steel Shelving 


Exclucive Ctud 
eliminates nute, ol, 


\ Se 

\ 
andtoole = \S 
A slope in the keyhole Pp ° 
joins with the taper on | ae 
the stud to form the 
tightest and srongest of 
grips An exclusive 
Equipto feature 











Steel Shelving 
adiustment of shelves on 114 


Iron-Grip permits 
instant 
entirely from front with- 
This enables user 
adapt the shelv- 
storage And 
unit is complete 
in itself it may be moved at any time 
remainder of as 


added 


centers 
out moving the unit 
to quickly and easily 


ing to changing needs 


since each shelving 
disturbing 
sembly. Matching 


as storage needs expand 


without 
units may be 


Equipto Iron-Grip Shelving is immed- 


iately available from stock in all sizes, 
with or without 


or label 


either open or closed, 
bin fronts, drawers, 


W rite 


line 


dividers 
holders 
of complete 
through wholesalers 


today for free catalog 
Equipto sells only 
never direct 


« Patent Pending 


AURORA ILLINOIS 


Division of Aurora Equipment Co 
695 Prairie Avenue, Aurora, Illinois 
Manufacturers of 

parts bins 


steel shelving drawer units 


194 


| charts, 
| away pictures. 


MORE FACTS 
ON PRODUCTS 


Lighting Fixtures—A newly issued 
booklet describes and illustrates light- 
ing for small, 
homes 


fixtures modern style 


Included are pin-up models, 


ceiling fixtures and a small cone-shaped 
unit applicable to hallways, dinettes 
and stair wells. It is published by Light 
New York City 


olier, Inc., 


Panelboards—Flexible unit plug-in 
distribution panelboards are described 
in a new booklet. The units are 
able for 30, 60, 100 and 200 amp., 


) 


avail- 
250 
volt with and 3 pole 
branches; and for 30, 60, and 100 amp., 


575 volt operation with 2 and 3 pole 


operation 


branches. Copies may be had from the 

Federal Electric Products Co., Newark 
N.J 

Large Lamps—A 72-page catalog re 

places a volume published in 1948. It 

GE 

lighting 


describes the popular types of 


lamps available and lists the 


services to which they are put, Le, 


aviation, locomotive, marine, mine, 


street lighting. The catalog, in addition, 
about the construc- 


gives information 


tion, and application of 


lamps for the guidance of users. Fur- 


operation 


ther information on the large lamp 
catalog may be had from General Elec- 


tric Co., Nela Park, Cleveland 12, Ohio. 


Motor Parts—Two 


bulletins 


12-page 
parts for 


Series 


on series motor 


built-in applications have just been | 


issued. One booklet gives selection and 
application data through the use of 
formulas, diagrams and cut- 
The other highlights 
available engineering consultation serv- 
ice, reviews some typical design prob- 


Established & w& 1+9+2+9 


COVERAGE 


For Manufacturers of Electrical Products 


Four Salesmen 
Ground Floor Warehouse 


8000 Sq. Ft 
Truck-load Dock Facilitie 


Ain ELECTRIC 


SALES, INC 
2323 W. 18TH STREET 
CHICAGO 8. ILL 
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SET SCREW 
CONNECTOR | 
#2750, 5 


1 625 





| SET SCREW 
COUPLING 
#2760 


These new EFCOR Set Screw Connec- | 
tors and Couplings make possible | ~% 
amazing labor and material cost | 
savings in non water-tight installa- | 
tions. One turn of set screw locks the | 
E.M.T. firmly into place. 

No Special Tools Needed—tinstal- 
lations which are inaccessible with 
on open end wrench are now 
quickly, easily accessible with an 
ordinary screwdriver! 

Stripping of Screw Threads is 
Eliminated—Overlapping of steel in , 
the construction of the body doubles 
the length of the screw thread. 





ING SURFACE. 


Hardened Cup 
more 


(denotes BIND’ 


Efcor Case om 

rews lock tubing ° 
; ely thon conventional 
because they 
area 


secur 
pointed screws 
bind a greater surface 


of tubing. 


- 
4 


SRO eee — 


ees 





FOR RAINTIGHT INSTALLATIONS 
USE EFCOR COMPRESSION TYPE 
E.M.T. FITTINGS 
EFCOR'S wide and complete line of 
electrical fittings for all installations 
is available to you from warehouses 

in all principal cities, 





FOR FREE ILLUSTRATED 
CATALOG AND PRICE 
LIST WRITE TO 


ELECTRICAL FITTINGS CORP. 
Dept. L-5 


WOODSIDE 77, NEW YORK 
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by 
DIAMOND 


PRODUCTS 


are FULLY GUARANTEED—providicy distrib- 
utors with a wide variety of highly developed 
and universally recognized EXPANSION 
SHIELDS, ANCHORS, MASONRY DRILLS, 
TOGGLE BOLTS, etc. 


Finest Raw Materials used. Attractive, Uniform 
PACKAGING _ in—METAI EDGE BOXES, 
COLORFUL, EASY READING LABELS! 





“Keystone” Machine Bolt Shields 


Calking Anchors 


D.H.D. Hammer Drive Anchors 


Multi-Size Screw Anchors 


Sa 


DIAMIDE—"’Spiral Twist’’ Carbide Tipped Drill 


eS 


DI > FORGE Twist Drills 


~ 


K 


Toggle Bolts 
Write For Catalog No. 151 EW. 
DIAMOND EXPANSION BOLT 
Cc NC. 


ad 


GARWOOD, NEW JERSEY 


lems and describes the complete line 
of type BA motor parts rated from 
1/20-2 hp. 3,000-15,000 rpm The 
bulletin may be obtained from Gen 
eral Electric Co., Schenectady 5, N. Y 


Socket — All rubber, weather-proot 
socket is U. L. listed. An extended lip 
presses onto glass of the bulb when 
screwed into the socket. Wire enters 
socket body through rubber watertight 
sealing boots. Eagle Electric Mtg. Co., 


Inc., Long Island City 1, N. Y 


Radio-TV Service—A blueprint for 
getting greater profits and increased 
efficiency in radio and TV service oper 
ations also includes descriptions of 
essential test 


prepared 


practices and 
The booklet is 
by the tube department for the RCA 
Victor Radio 
America 


business 
equipment 


Division, ( orp ot 


Postal Guide—'The Guide To The 
Use Of The Mails, 


trated booklet which features a com 


is a 28-page illus 


plete summary of current postal rules 
and regulations. It includes a summary 
of postal rates and such information as 
how to make profitable use of special 
reduced mail facts 


rates; important 











Investigate our 
CREDIT 
SERVICE 








A service — national in scope — 
specializing in the Electrical Industry 


MANUFACTURERS! 
WHOLESALERS! 


You are cordially invited to visit our Booth 
at the N.A.E.D. 45th Convention in Chicago. 


ELECTRICAL creoir'sureau. inc. 
205 W. Wacker Drive, Chicago 6, Illinois 
ANdover 3-3080 
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1, rst with 
horsepows STARTER - 


maximum 








Furnes YE series starters, 10'4x6'4x4 in, ore smoller then the 
conventional No. 2 size for compectness, end lerger then the 
No. | size to permit cosy wiring. These controls are reted 
10 hp., 220-550v AC., polyphase 


For 10 hp. magnetic starter service, it's no 
longer necessary to use the conventional 
size 2 starter which is rated to 25 hp 

With the new Furnas Electric 10 hp. mag- 
netic controls you save about one-half the 
control space usually required ... you also 
save the big difference in cost between the 
10 and 25 hp. sizes 

This is real economy—especially when 
you consider the top quality of Furnas Ele 
tric controls. Check their features and see 
why you get continuous trouble-free per 
formance with a minimum of maintenance 

When you buy 10 hp. starters, specify 
Furnas Electric series YE, available for im 
mediate delivery in both reversing and 
non-reversing types. See vour Jobber, or 
write Furnas Electric Co., 1069 McKee St., 
Batavia, Illinois 


DUAL VOLTAGE COILS 


go PLASKON ALKYD ARC-BOX 


Fe SPECIAL SILVER CONTACTS, higt 
PROVISION FOR ADDING CIRCUITS 
' r t t nh with more y { 


RUGGED CONSTRUCTION 


EASY TO CONNECT 


EASY ACCESS TO PARTS 


Please Write For Particulars 





When Life's at 
Stake Kely on... 


Show the familiar Klein trade- 
mark to the old-timer on the 
pole and he’ll tell you—“‘that’s 
the equipment I've been using 
ever since I was a grunt.” 
Yes, workmen just naturally 
feel safer when the equipment 
is Klein—recognized for qual- 
ity “Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International 
Standard Electric Corp., New York. 


Write for your free copy of the 
Klein Pocket Tool Guide today! 


ste LEIS 


3200 BELMONT AVE, CHICAGO 18, ILL 








about direct mail ®Avertising; how to 
save time and money with commercial 
insurance; plus additional information 


S. Mails 


for regular business or direct mail ad- 


for companies using the U 


Copies may be obtained 
Mail Envelope Co., 
New 


vertising 
from the Direct 
Inc., 15 W. 20th St., 
N. Y 


Wires and Cables 
catalog lists and illustrates wires and 


A 24-page color 


cables used in such industries as com- 
munications, electronics, aviation, trans- 
portation, appliances, automotive, tele- 
vision, building, etc. Each class of wire 
or cable is described as to construction, 
chemical and physical properties plus 
typical uses. The catalog also contains 
reference tables, diagrams and charts. 
Copies may be obtained from the 
United States Wire 
Union, N. J 

Dehumidifier—Electric dehumidifier 
operates in an average enclosed area 
up to 10,000 cu. ft. It measures 13 in. 
by 18 in. by 20 in. Depending on tem- 
perature and humidity the unit will 
draw 2 to 3 gallons of water every 24 
hours. Berns Mfg. Corp., 3050 N 
Rockwell St., Chicago 18, Ill. 


Identifying Tape — Sticks without 
moistening to any, clean, smooth sur- 
face. Necessary information can be 
noted on a strip of the new tape and 
applied anywhere on the box or board. 
Labelon Tape Co., Inc., 450 Atlantic 
Ave., Rochester 9, N. Y. 


D. C. Generators—A complete line 
of direct current generators up to 300 
KW is described in a new catalog. A 
bulletin frame 
special design features and details of 


pictorial gives sizes, 
construction. The manufacturer states 
that all generators are built to conform 


York sae 





& Cable Corp., | 


oremost in 
contemporary lighting 


by 


oe So} 


Prescolite manufactures 

a complete line of Swivel Lites, 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 


R-7 Recessed 
S-2 Swivel Lite 
A-1 Architectural 


Call your nearest Prescolite Sales Representative: 


Atlanta, Ga.—Charles . Woodyard, 161 Simpson, N.W 
Baltimore, Md.—T. H. Bailey, Jr., 409 National Marine Bank Bidg 
Boston 10, Mass.—John W. Fay, 176 Federal Street 

Cedar Grove, N. J.-P. M. Sales ( 118 Sunrise Terrace, Box 14 
Chicago, Illinois—Rudolph H. S 585 Merchandise Mart 
Cleveland, Ohio—Cam Norton Come 

Dallas, Texas—John Hancock Cor 

Dayton 2, Ohio—Gary Roof &A 

Denver, Colo.—Kenneth B hu 

Detroit, Mich... H. Beck, Electr 

Erie, Pa.—0 P k 622 W. Sth Stree 

Flourtown, Pa.—Bond & Kyack, 1510 Beth 

Kansas City, Mo.Car! W. Thor 

Knoxville, Tenn E. Pitner 

Los Angeles, Calif._8 C 

Mil k Wisc 





SPECIALISTS 
FOR SODERING 
F ‘BRAZING @ WELDING 
L.B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 








New Orleans, La. 
Oklahoma City, Okla 
Omaha, Nebr 
Richmond, Va 
Salt Lake City, Utah 
Sacramento, Calif 
St. Louis, Mo 
St. Paul, Minn 
$t. Petersburg, Fla 
San Diego, Calif 
Seattle, Wash 
Syracuse, N.Y 
Vancouver, 8. C 
Mexico City, 0. F 
Export Agents 

York, N.Y 


PRESCOLITE MANUFACTURING CORP. 
Berkeley, Calif. Neshaminy, Pa. 
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WE'LL SEE YOU AT THE N.A.E.D. |to NEMA and ASA C50 Standards 


CHICAGO CONVENTION and can be supplied as either single or 


two bearing units, with special features 


3 new lor modifications. It may be had from 
h |the Columbia Electric Mfg. Co., 4519 | 


| Hamilton Ave., Cleveland 14, Ohio 
* 
’ Trine 


—that your customers 
asked us to design 


LOOSEN 
RUSTED 
TERMINATIONS 


Connectors—Sub-miniature hermeti- 


cally sealed connectors have 





a round | 





| shell design. They are made in 3- and | 

| 6-contact arrangements and are for use | 

lon miniature sealed and unsealed in 
strument switches, relays, transformers 

|amplifiers and other components and 

| equipment. Cannon Electric Co., 3203 

| 


By Popular Demand! ’ 
| Humboldt St., Los Angeles 31, Calif 


NEW! Extra Heavy Forged Solid Brass 
ELECTRIC PUSH BUTTONS 


SOLDER 


| Window Fan—“Turn-about” window CONNECTIONS CONDUIT BENDING 


| fan will rotate 180 degrees. The win 


Many uses assure you 


BIG SALES! 


|dow can be closed during inclement 
| weather without moving the fan or 
disturbing drapes or curtains. It has 
| multiple speeds and is designed not to 
| interfere with radio or television recep- 
tion O. A. Sutton Corp., Wichita, Kan 


; 
|Insulating Varnish—A_ three-phase 
research and testing program is pre- 
SINGLE, NAME PANEL 
#25916 
2% x 154” 


@ Equipped with TRINE’S | 


INSTANT 


sented in an 11-page booklet on baking | “# LIGHTING 
and air drying types of insulating var- | ‘ TORCH 
nishes. It is followed by a section on | 


new, Twin Contact 
Mechanism for positive 
contact. 

@ Self-cleaning 
backs. 

@ Insulated 

@ Ruggedly built for long, | 
trouble-free service 

@ Finishes: dull brass, 
polished brass, polished | 
chromium plated 


“snap-in” 


2 GANG, 
NAME PANEL 
#25917 
5%" x 156" 


All for ringing chimes, bells, 
and other signals 


NEW! ANTIQUE 
Solid Brass 
ELECTRIC 

PUSH BUTTON 


@ Hand forged design to 
blend with black iron 
door hardware, simu- 
lated forged iron 
finish 

@ Also available in pol- 
ished, hammered brass 

@ Equipped with Stan- 
dard TRINE #25450 





Push Button 


#25828 
@ Insulated 


334” x 1%" | 
Write for catalog sheets 


WORLD'S LEADING MAKER OF 


ELECTRIC PUSH BuTTons REML_ QUALITY 


FAMOUS | 


E SINCE T 
‘[ © 


ment MN, 


MANUFACTURING CORP. 
NEW YORK 61, N.Y. 
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the importance of viscosity control to | 
the varnish user. Various graphs and 


The booklet fea- 


tures a paragraph of applications for 


tables are included 
each insulating material. Copies are 
available from the Westinghouse Elec- 


tric Corp., Pittsburgh 30, Pa 





Picture Credits 
pages 112 and 113 
The Miller Co 
Curtis Lighting, Inc 
Lighting Products, Inc 
Leader Electric Co 
The F. W. Wakefield Brass Co 


Svlvania Electric Products Inc. 











1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





Now you can stock the 
tool every electrician, 
electrical contractor, 
linesman, foreman and 
maintenance supervisor 
has been looking for 


the Bernz-O-Matic Torch 


COMPLETELY PORTABLE 
Weighs less than 3 Ibs 
full 
tool case or clipped to 
belt No 


tanks or tangling hoses 


C= 


Has disposable 


Can be carried in 


for climbing 


Low cosT 


Retails for only 


ASSURES REPEAT BUSINESS 
type 

up to 
empty 


from you (retail price $1 


self-sealing cylinder with enough fuel for 


15 hrs. burning time. When cylinder 


users throw it oway and buy replacement 


95) 


Find out how you can take advantage of this 


fast-moving high-profit item. Mail coupon today 


for catalog sheet and prices 


OTTO BERNZ CO., INC., Dept. Ew-2 
280 Lyell Rochester, N. Y 


Avenue 





_——make it a 


QUALITY job with 
UNIVERSAL 


PORCELAIN 
INSULATORS 


© Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


Greenlee 
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COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 
one-half inch wide. 


TOUGHER, FASTER, 


Performance 
\ Throughout America! 


PACKED INDIVIDUALLY 
One 66-ft. roll, %” wide in 
single pocket-size metal can. 


CONVENIENT FIVE-PACK 
Five 30-ft. rolls, %” wide in 
handy container. 


NEATER 


Largest Selling 
FRICTION TAPE 


The result of more than fifty years of manufacturing 
integrity. Sold in individual cartons 
and 10-roll dispensers. 


Won't dry out or ravel at edges. 
Exceeds all specifications! 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





When you help a customer solve 
a problem—you make a friend 


By carrying to your prospects and customers information about the 
products you sell that will help solve the problems that arise daily in every 


plant or business, you can render a service that will put you in “solid 


with buyers. 


© Production men are often troubled by: 
Protective devices opening needlessly and causing un- 
necessary shutdowns or by 

Motors burning up on single phasing or other electrical 
overloads—or by 

\ transformer or solenoid burning up and causing op- 
erations to stop —or 

\ larger motor must be installed and there is no place 
to put the larger size switch ordinarily needed — or 
Switches and panelboards are being destroyed by poor 
contact heating —-o1 

Heating in panels and switches is causing fuses to open 


needlessly——-and so on... 


Telling men so troubled about Fusetron dual-element fuses can make 
for you a friend. You get an order, too, but what is more important from 
the long swing viewpoint, you help build up the idea that when other proli- 
lems arise, you are the man to consult... and what more can a salesman 


ask than to be so thought of by his customers. 


Dont forget your “Assistant Salesman’. 


When it comes to problems in electrical protection don't 
forget that the BUSS Representative in’ your territory ts 
ready and willing to pitch right in and work with you. 

Call on him whenever you feel that a little help would be 
useful to you in being of service to a customer o1 closing 


a fuse order. 


BUSSMANN MFG. CO., ST. LOUIS 


ANOTHER 
OUTSTANDING Division McGraw Electric Company 


DEVELOPMENT 
BY THE MAKERS OF 
ROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
BUSS FUSES poe es a aioe. coeaianaane | 





